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‘Ten thousand tonner”’ is Navy lingo for the heavy cruiser. 
This big, fast ship is a raider and leader of the Scouting Fleet. 
She’s built on much slimmer lines than the battleships, sacti- 
ficing armament for speed and maneuverability. Her job is to 
locate and engage enemy forces and to maintain contact until 
the Battle Fleet, with its heavy power, can be brought up 
within striking distance. P 


We have an obligation to the men who man these ships. It’s 
up to us to see that they have all the rope they need. You can 
help us by urging your customers to conserve the rope they 
have and by re-ordering only when necessary. 


@ The illustration is from the “AMERICAN” SERIES OF UNITED STATES 
NAVAL VESSELS. Write for a full-color reproduction suitable for framing. 


AMERICAN MANUFACTURING COMPANY 


NOBLE and WEST STS., BROOKLYN, N. Y. 


ROPE TWINE PACKING OAKUM 


WESTERN FACTORY: 


ST. LOUIS CORDAGE MILLS 
ST. LOUIS, MISSOURI 
SALES OFFICES: Baltimore, Boston, Chicago, Houston, New Orleans, Philadelphia 








We agree with Hardware Age... 
“There Will Always Be A Hardware Store” 


--- and there will always be a Hardware Wholesaler, Too... 


If anything more need be said, you can depend great peacetime opportunities to follow. As 
on us to support this sound, time-proven makers of Viko and Comet aluminum ware, we 
system of distribution. While going through will do everything possible when Victory is 
a difficult war period today, the hardware won to serve you, to provide greater values 
manufacturer - wholesaler - retailer set-up is and to help you gain greater sales volume than 


bound to emerge with renewed vigor for the ever before. 


ALUMINUM GOODS MFG. CO., MANITOWOC, WISCONSIN 


\V 0 


THE GUARANTEED ALUMINUM THE POPULAR ALUMINUM 


A MIRRO PRODUCT 
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5 ee Spring, make your store a 


center for Victory Gardens in 
your community. Seeds, fertilizers 
and many garden tools are still 
available —so make a real drive on 
Victory Gardens. 


Yale & Towne will help you. Al- 
though our manufacturing facilities 
are too busy on war production to 
provide the locks and builders’ 
hardware you know so well— we 
will back up your Victory Garden 
promotion by — 


The name YALE helfrs make the Sale 


THE YALE & TOWN 


NATIONAL ADVERTISING 
* Thousands of SATURDAY EVE- 
NING POST readers will be urged to 
go to their hardware dealers for Victory 
Garden advice and equipment that is 
still available. Prepare for them now! 


2 VICTORY GARDEN DISPLAY IDEAS 

* An idea for a window display to 
drive home the importance of wartime 
vegetable gardens for a healthy, victori- 
ous America, will appear in the next issue 
of the “Yale Victory News” in this 
magazine. 








Yale Puts 3 Big Sales Movers 
In Your Business 









MANUFACTURING CO. 


STAMFORD, CONN., U. S. A. 
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Hardware Age, published every other Thursday by Chilton Co. (Ine. ) 
March 3, 1879 (Printed in U. S. A.) $1.00 per year 


Entered as seconi-class matter, March 24, 1933, at the Post Office at Philadelphia under the Act of 
Single copies, 25¢ each. Vol. 151, No. 6 











“I'D LIKE TO TRY PERFECTION MILK FILTER 
DISCS. MY NEIGHBOR SAYS THEY ARE THE 
FASTEST AND FINEST HE EVER USED.” 
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Prepare now to cash in on big Spring demand 


ERFECTION Milk Filter Disc advertis- 

ing will create many thousands of 
NEW USERS. In national and state farm 
papers, it broadcasts more than twelve 
million sales messages this spring to four 
million farmers who milk cows. The ad- 
vertising starts the last week in March. 


This advertising tells dairy farmers in 
your vicinity to see you for PERFECTION’S 
liberal free trial offer — to buy a 100-disc 
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package and get an extra package of 14 
Perfection Filter Discs — one week's sup- 
ply FREE. To create new users, money 
back is guaranteed if not satisfied after 
using Free Trial package. 


You'll need a stock of Combination Pack- 
ages at once — 36 in a case. Free tie-in 
displays in every case. 


Call or write your jobber today. Freight 
prepaid on orders of 3 cases or more. 


PERFECTION FILTER D ; ARE MADE IN TH 


AND SANITARY PLANT 









POWERFUL ADVERTISING IN NATIONAL 


AND STATE FARM PAPERS OFFERS 
‘DAIRY FARMERS ]eren voun MILK Figo 
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Free trial offer with money-back guarantee 
brings you immediate sales and profits. 


America’s oldest maker of milk filter discs leads again 
with the industry's first hard-hitting nation-wide cam- 
paign to build extra sales for dealers everywhere ... 
by inviting millions of Dairy Farmers to filter their 
milk FREE, for a week, with our latest, fastest, top- 
efficiency, high-capacity PERFECTION Milk Filter Discs. 


Dairy products are big news today. Producers know 
that the demand for clean milk is mounting. Perfection 
Filters have a long established reputation for fine qual- 
ity and trouble-free performance. Their users are a 
Blue List of the nation’s milk suppliers. And these faster, 
stronger Perfections—in their new and bigger package 
—are making milk filtering history. They will bring 
new customers to you. Get your share of this “sure-to- 
come” increase in Perfection sales. 


Order from your jobber. 
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America’s oldest makers of Milk Filter Discs r¥ 






















These Easy-Working TAPES 
Can Help You Keep Customers 


Show customers how they can repair pres- 
ent equipment with tape when you can’t 


sell them the new things they need. 


* First to be Wrapped and Sealed in Cellophane 
* Perfect Adhesiveness and Tensile Strength 

* Strong Durable Core 

* Colorful Attractive Boxes 

* A Company in the Insulation Business Since 1878 


HAZARD INSULATED WIRE WORKS 
DIVISION OF THE OKONITE COMPANY 
Wilkes-Barre, Pennsylvania Offices in Principal Cities 





Sold Through 
7) Recognized Independent ‘pa 
. Wholesalers é: 
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Before America’s Eagles are ready to meet the foe, 
they must spend many months in rigorous training. 
To shelter and school these many fledglings, build- 
ings have mushroomed at busy fields throughout 
the nation. 

Hangars large enough to hold whole armies of 
other wars . . . dormitories, dining halls, buildings for 
instruction and administration that dwarf those of 
the largest universities . . . hospitals adequate to serve 
small cities . . . all need hardware for doors, windows, 
cabinets. 

The amount of hardware required staggers the 
imagination. Stanley’s production facilities are 





being devoted to this all-important task. The Stanley 
Works, New Britain, Connecticut. 
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STANLEY 


HARDWARE 
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THE NAIL SOLDING HAMMER 


IME SAVERS are what they call 

Cheney Nail Holding Hammers— 
because they drive twice as many 
nails, with less fatigue than any other 
hammer. Carpenters, millwrights, 
maintenance men all have need of 
this high quality fine tool—the Cheney 
Nail Holding Hammer, with its nail 
holding device, that does a better job, 
easier and faster. There is a Cheney 
Hammer for every use. Cheney Ham- 
mers since 1836 have always been 
the finest of fine hammers. 


If you can’t fight—buy War Bonds 
and War Stamps—every day. 


VV] 


HENRY CHENEY HAMMER CORP. 


Factory: Little Falls, N. Y. 
Sales Office: 302 Broadway, New York 
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RED EDGE 
Self-Measuring 
Screen Cloth 
with the 
Spiral-Wrap 
End-Cap 
ROUND PACKAGE 
& 
BRANDS 


Sun-Red Edge 
AluminA 
(electro-plated 
with zinc) 


Sun-Red Edge 
Black 


(painted) 


Sun-Red Edge 
Bronze 
Bright and Noxide 
(antique) 
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“Mosquitoes have inflicted greater 
destruction than all the armies of the 
world’, says an eminent medical 
authority. 

Houseflies are an equally serious 
menace to health. 

These insects — malaria, , 
phoid, dysentery, anthrax, and noted 
scientists have reported the finding of 
infantile paralysis germs on the com- 
mon housefly. 

Such epidemic diseases take a 
heavy toll in the health and effi- 
ciency of America's manpower, and 
in their prevention Screen Cloth is 
VITAL EQUIPMENT. 


There is, however, a serious short- 


age in the amount of Screen Cloth 
available for civilian use—and every 


foot should be utilized to the best 
possible advantage. 


You can help spread the supply of 
screen cloth and serve more of your 
customers if you will carefully check 
window and door measurements and 
sell just the quantity they actually 
need. Also utilize every remnant and 
scrap of screening for patching small 
breaks and holes, rather than sell 
complete screen replacements. 


Red Edge Screen Cloth will in this 
way, with your co-operation, safe- 
guard the health of your customers 
and the community. 
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These carefully checked reports from just a few enthusiastic users are almost unbelieveable! 
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Government has given production go-ahead 
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. Air from below grates en- 
ters here, forcing volatile 
elements downward. 







Your Customers Can Qualify 
for a CONSERVATOR Now: 


1. If they wish to use coal heat instead of oil. 
2. If they wish to use the CONSERVATOR as 


an auxiliary heater and cut down on oil 
consumption. 


3. If their present coal-heating equipment is 
damaged or worn beyond repair. 


4. If they need a heater for essential living or 
working space not heated by any equip- 


such space in the past 60 days. 





THESE FEATURES WILL 
SELL MILLIONS! 


B. Cold room air that entered 1. One filling of the magazine lasts 
at base of casing is heated several days in average weather 
and emerges here, causing —one filling per day is enough 
circulating pressure to force . - op tage neal 

. . Burn of the coal—on 
warm air throughout house. fine ash remains. No muss—ash 

C. Coal baked here. Volatile falls into removable container in 
elements driven down. dust-tight compartment. 

ge ’ 3. Ashes need be removed in handy 

D. Louvres and slits in fire- enitabeas aul onan auste. tun 

brick ignite mixture. cote ae 
H ‘ar less ash than any other stove, 

E. Coal reaches main com- becausecombustionissocomplete. 
bustion chamber as almost 4. It is the world's most economica |! 
pure carbon. coal Rastee~sotvoasnetnes bills 

F. Airtight ash pit. All enter- by more than two-thirds in many 
ing airis measured through 5. Light it once and it will burn all 
controls. winter without rekindling. 

G. Control clutch disengages 6. No smelly odors—no soot to soil 

: furniture or curtains. 
thermostat while ashes are 7. Burns anthracite, bituminous coal, 
removed. or coke—all domestic sizes. 

H. Primary air thermostat acts 8. It is a circulating heater—not a 

radiant type—thus making it pos- 
on room temperature. . sible to heat the whole house 
|. Temperature regulator dial. while maintaining a comfortable 

J. Mixture diverted to achieve — in room where it is 
thorough combustion. 9. The only coal heater with auto- 

K. Secondary air thermostat — ga —- 
admits measured amount of coaster Sumy. faomagatle 
pre-heated air—the secret Control takes care of everything 
of mostefficientcombustion. 10. Attractively = eager in noes o- 

: : : celain enamel to assure long life 

L. Volatile elements = with Easy to keep clean and shining. 
secondary air from mani- No stove polish needed. 
fold and burn in auxiliary 11. So efficient and so economical, 
combustion chamber. the Conservator will positively pay 

So ‘ for its cost in a single heating 

M. Cool air in house drawn in season by the savings in fuel bills, 

here to be heated. pe pyre to the cost of using 
oil or gas. 
12. Easy to install—only a fireplace 


opening or simple flue arrange- 
ment needed. 


EASTERN RETAIL CEILING PRICE 


$4700 


ment, ne they have not y meg we of ROCKY MOUNTAIN AND 
any usable heating equipment for heating PACIFIC COAST—$60.80 








ALL KINDS OF SELLING HELPS FOR YOU 
CONSERVATOR dealers will be pro- 
vided with every possible promotion ) 
and advertising helps, including: 
WALL CHARTS, ILLUSTRATING NEW HEATING 
PRINCIPLES. 


ADVERTISING MATS FOR NEWSPAPER USE. 
FLOOR SALESMAN’S MANUAL. 
on” | ioe FOLDERS FOR CUS- CALO R IC GAS STOVE 


WORKS 


In addition, manufacturers will con- Trenton & Tioga Sts.. Philadelphia, Pa 


duct local advertising campaigns in 
newspapers, directing readers to their LICENSED UNDER CONSERVATOR PROD 
nearest dealer. 
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@ The man at the head of the line today is Uncle 
Sam. And we know right well why he is there— 
why he must be served first and how we can help 
him by standing promptly aside when the goods 
we want are goods he must have at once. 

® Cortland wholesalers and dealers have realized 
from the day of Pearl Harbor that many Cort- 
land products would be hard to get. It was 
obvious that Cortland’s excellent facilities for 


/ 





making steel wire and wire products would “‘fit in” 
with the war program in many important ways. 
@ If your stocks of Cortland wire products are 
running low, remember it’s only for the dura- 
tion. America is going to win this war and among 
the product veterans you will be glad to welcome 
back to civilian life will be those long favored 
Cortland Brands of screen wire cloth, hardware 
cloth and netting. Their standing in the hard- 
ware trade has been built on qualities of strength, 
weather resistance and durability no war can 
efface from the memory of those who have used 
them during the past 65 years. 


WICKWIRE BROTHERS, INC. 





ye WICKWIRE BROTHERS, INC. 


¢ (ORTLAND 


GS. BRANDS 
WIRE « SCREEN WIRE CLOTH « POULTRY NETTING ~ NAILS 
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n the world’s 
most precious property! 















Every day brings MORE fighting equipment . . . more 


of the “‘precious property”’ so Vital for Victory. 


Every day brings more demands for padlocks, too. . 
to help protect this precious property from the pro- 


duction front straight through to the battle front. 


Yes, every day more Master padlocks are being “‘called 
into the service’’. Wherever the United Nations work 
and fight, Master locks are giving the same dependable 


security that gave them peacetime preferment. 


When Victory is won, Master’s full strength will be 
back in the service of the independent hardware trade 


. . . better fitted than ever to do a job for YOU! 





WEQOBEUIES 


(CAMIMATED «© WHOUGHT STEEL - DOUBLE CASE 
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J Helpful tool information cover- 

wr ‘ ke e S Y Oo U R b { L ia ing the use, maintenance, repair ; 
and conservation of Crescent 
Wrenches, Pliers, Snips, Hack- 
Oo - C a fF 5 C b fy T saws, Screwdrivers, Cold Chisels, 
Punches and Nail Pullers. The 
Set contains 8 sheets, 84x11”, 


ee 99 punched for standard 3-ring 
binder and stapled between 
serviceable covers. 


Write for a copy today. For class- 





room and bulletin board use, sets 
can be furnished unstapled and 
without covers. 
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CRESCENT TOOL CO., JAMESTOWN, N. Y. 
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A volunteer HAFF salutes you 


Mr. Dealer, a loyal and coopera- 
tive American is saluting—and 
asking you to help organize a 
Hen’s Auxiliary Food Force, so 
that she, too, can help in the war. 


Millions of her sisters are ready 
to enlist in the HAFF, and aug- 
ment America’s food supply in 
“a hennery for every home’’ if Uncle 
Sam will make available enough 
poultry netting for their protection. 


Then YOU, as a key citizen in 
your community, and WE, nation- 
ally, can start a recruiting drive, 
and get families, wherever possi- 
ble, to put HAFF hatcheries on 
one side of their garages, and 
Victory Gardens on the other. 


When millions of families are 


MARCH 4, 1943 


thus producing eggs, chickens and __ Will you back up such a program? 
vegetables for themselves, much 

more can be spared tosendtoour Write Wickwire Spencer Steel 
boys abroad, and for our needy Company, 500 Fifth Avenue, 


allies. New York. 
* * * 


Allowable production of poultry netting, hardware cloth and insect screen cloth has not 

been sufficient to meet vital needs. We have been alloting our reduced production as 

fairly as humanly possible . . . and at the same time stressing the fact that these products 

are not pleasure or convenience items, but important necessities for America’s food 
supply and protection. 


Wire PAGRICS CORPORATION 


SUBSIDIARY © Ff 


WICKWIRE SPENCER 
STEEL COMPANY 


AMERICAN 
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Temporarily 
Released for 


CIVILIAN 
* k USE! * x 


FLASH! It is no longer necessary for 
persons using oil-fired central heating to 
surrender their oil coupons to obtain a 
certificate for purchasing coal stoves. 










The Famous 
Warm Mornine 








This timely release of WARM MORN- 
ING Coal Heaters is affording dealers 
throughout the Nation an opportunity 
for really worthwhile sales. At the same 
time, they are supplying heating equip- 
ment needed in many homes to avert the 
dangers and discomforts of cold weather, 
especially where fuel oil shortages prevail. 


Sell the genuine WARM MORNING ... the 
coal heater that amazed America prior to Pearl 
Harbor... the heater that is being used in 
many thousands of homes and in army camps’ 
throughout the Nation. 


The WARM MORNING has patented fea- 
tures that give it remarkable sales appeal. It Retail Price $47.95 in New England, Rocky Moun. 
has been tested and approved by the Anthracite tain & Western States. 


Industries Laboratories ¢ By Bituminous Coal CHECK THESE AMAZING FEATURES: 


MODEL 120B 
Retail Price $45.95 in Central and Eastern States 







Utilization Committee ¢ By Household Search- _1. Semi-automatic, magazine feed. 9. Heats all day and all night with 
t refuelin 
* : : 2. Holds 100 Ibs. coal. out re g- 
light Testing Laboratories and spend thousands 3. Burns any kind of coal, (anthra- 10. Holds fire 24 to 36 hours in cold 
of users. my oe or lignite) coke = several days in mild 
or briquets. weather. 
4. NO CLINKERS, only fine ash. 11. Your home is WARM every MORN- 
S(T 5. You need start a fire but once a pe A when =e awaken regardless 
Xx year. of the weather. 
//Z7ZR\, SEE YOUR FAVORITE DISTRIBUTOR 5 7 seuetantaltotsavngs. jo enn on vances 
{ He can arrange prompt delivery of the _7. The only heater of itskindinthe ©" and materials used assure more 
WARM MORNING ... the only heater world. complete combustion with tar 
" . 4 8. Requiresless attention than most superior radiation and more sus- 
of its kind in the world! furnaces. tained heat. (TM-1 


; COAL 
Warm MORNING heater 














A Product of LOCKE STOVE COMPANY. 114 W. 11th St., KANSAS CITY, MO. 
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WHEELS OF PROGRESS TURNING 


FOR VICTORY 
NOW 100% ON VITAL WAR PRODUCTS 


ECLIPSE DURABILITY | 
zs CARRIES ON FOR 
oe THE DURATION. | 
“e 
» 


oo 
Fa 
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on Se When Victory comes Eclipse will again supply 
regardiess ’ 
dealers of America with the world’s best lawn mowers. 
principles 
wwith far Keep the old mowers rolling on your local lawns until the new Eclipse line is 
(TM- ° ° ° . ° ° 
announced. Your consideration and patience for the duration is appreciated. 
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TAVERN SHOP NO. 3, made of knotty pine, 
y stained and waxed, illuminated. Tavern Shops 









are available in several designs. Ask your 
Socony-Vacuum representative about them. 






Tavern Shop No. 3 
Displays these Profit-Making . 
Tavern Home Products and Bug-a-boo 
Products to your Best Advantage 







“ITRONT AND CENTER”— that’s the order of the day for 
Tavern Home Products and Bug-a-boo Products. 

These developments of the famous Socony-Vacuum 
Laboratories can help you make up sales losses caused by 
wartime hardware shortages. They are nationally adver- 
tised in Life Magazine, Saturday Evening Post, Good 
Housekeeping, Ladies’ Home Journal and Woman’s Home 
Companion. They are the first choice of thousands of dis- 
criminating housewives from coast to coast. They yield 
generous profits. 

To make the most of this complete line of household 
supplies—display them in one of our attractive, space-sav- 
ing Tavern Shops. 

Order Tavern and Bug-a-boo Products — 
from the nearest office of Socony-Vacuum, Povaraoed oye 
or Affiliated Companies, or address Sond Roaeciongng 
26 Broadway, New York City. ove SF 


be 
TAVERN | 


Giguid 








4 <—EVERY TAVERN 


HOME PRODUCT 
CARRIES THE SIGN 
SOCONY-VACUUM THE NATION KNOWS 














TAVERN HOME PRODUCTS 


Tavern Liquid Wax + Tavern Paste Wax » Tavern Non-Rub Wax + Tavern BUG-A-BOO PRODUCTS: 

Window Cleaner + Tavern Candles + Tavern Paint Cleaner » Tavern Rug Cleaner | Bug-a-boo Insect Spray 

Tavern Furniture Gloss « Tavern Lustre Cloth » Tavern Parowax or Paraseal Wax Bug-a-boo Moth Crystals 
Tavern Electric Motor Oil +» Tavern Leather Preserver | Bug-a-boo Garden Spray 
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DEVOPAKE 


| SALES APPEAL 
peace 1S STEPPED UP SEVEN TIMES 


For Devopake now comes in seven practical colors— 
and in two consistencies: quarter-paste for the painter, 
ready-mixed for the consumer— ready-to-apply — 
teady-to-satisfy the taste of every customer... the 
needs of every job. 


' ., Lhe genius of Devoe chemists produced Devopake 
DEVOPAKE® does it in white and gave the paint dealer and the painter 
BETTER, QUICKER his first really satisfactory oéil-base, self-priming, easy- 
spreading, high-hiding one-coat paint. Now these chemists 
come forward with Devopake in seven ready-mixed 
Great hiding power. colors that step up sales and satisfaction .. . quicken 


One coat coversanyinteriorwall time on the job... increase the field of its application. 
surface — plaster, wood, metal, . 
wallboard, wallpaper, brick, 7 to 1 are the highly favorable “odds” that Devopake 


concrete. now offers you in competition ...and puts this already 
No sizing or priming. popular fast-selling specialty at new levels of profit 
Economical — low first costand possibilities. Stock up now on the full, seven-color 
greater surface coverage per line of Devopake for quick response to the increasing 
gallon. = demand for this paint that is keyed to the war by its 
Big-brush workability. saving of manpower, money,and all manner of surfaces. 


Durable—stands up under wear 
Paste this COUPON on a postcard 
N.Y.C. 


and washing. 
DEVOE & RAYNOLDS CO., INC., Ist Avenue & 44th St., 


with greater satisfaction 





Comes in seven, practical, ready- 
mixed colors. 
No “ghosting” or “flashing.” Please send new color card showing seven ready-mixed 


Gas agneqa 9 8 


F Devopake colors. HA-3 
Quarter-paste consistency takes 
‘ ‘ NAME 
1% pints thinner per gallon. aan a 
*both quarter-paste and ready-mi<ed ADDRESS ae ale 
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.. . NOT JUST “WINDOW GLASS” 


@ A good window glass should be clear, brilliantly finished on both 
sides of the sheet, as free as a sheet glass can be of imperfections and 
distortions, and dependably capable of permitting satisfactory vision 
through it. To an exceptionally high degree, Pennvernon Window 
Glass meets these requirements. Che Pennvernon label is a reliable guide 
to window glass of genuine quality. It also identifies a glass readily and 
promptly available anywhere in the land through our many branches 
and thousands of dealers. Pittsburgh Plate Glass Company, Grant 


Building, Pittsburgh, Pennsylvania. 


ENNVERNON WINDOW GLASS 


PITTSBURGH PLATE GLASS COMPANY 
PITTSBURGH stands for Zualiiy Glass and aint 





SELL “PENNVERNON“——~\ 
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Are you 
the man they're 


talking about?r 














“ ... he said my old toaster could be “You'd be surprised to see what he has 
fixed all right—and that it should last in that store—I’ve bought a lot of new 
for the duration.” things there.” 


LOT of hardware dealers have turned a difficult situation 
A to their advantage by making their stores headquarters 
for bond sales and other war activities—by doing especially 
good service jobs—by taking on attractive new lines of mer- 
chandise. These wide-awake dealers are building future oppor- 
tunities for business when merchandise, which is now re- 
stricted, can again be supplied in quantity. 

We are in much the same kind of boat ourselves. Most of the 
steel ordinarily used for Cyclone “Red Tag” Hardware Prod- 
ucts has gone to help win the war. But when victory comes we 
will again be able to supply all you need. When that day comes 
we want people to remember Cyclone quality and the Cyclone 
Red Tag. So we are running our advertising month after 
month in some of America’s best read magazines. In the post- 
war scramble for business, the Cyclone “Red-Tag” can, as it 
has in the past, make your sales easier and quicker by remind- 
ing customers that you handle well-known quality goods. 


CYCLONE FENCE DIVISION 


(AMERICAN STEEL & WIRE COMPANY) 


Waukegan, Illinois - Branches in Principal Cities 


United States Steel Export Company, New York 
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head the community drive?” 
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HARDWARE CLOTH SCREEN CLOTH 
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“The hardware man is an old friend of 
everybody in town. Why not have him 
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Strange postmarks 


AIL from Iceland and the Solomons, 

from Alaska and Australia—letters 

from far-away lands are in the postman’s bag. 
We're getting a world viewpoint. Places which 
once were mere names to us have come alive. 
Now they’re part of ovr world. We're saying 
with appreciation: “Hello, neighbor, glad to 


meet you!” 


But we're getting a new slant on home, 
too! More than ever we appreciate the 
familiar faces of the people who continue 
to serve us; the butcher, the baker, the 
merchant. More than ever we value the 
merchandise on the retail shelves. 


And when we buy, we try to get the best. When 
a man needs single edge blades he turns nat- 
urally to genuine Gem Blades. He knows that 


Gems will give him smoother, longer-lasting 
shaves. He’s found, also, that Gems are a real 
economy because their durable, super-keen 
edges give more shaves per blade. 


Because of this preference, Gem is doing 
everything possible to keep the retailer 
adequately supplied. Gem continues its 
famous “Avoid 5 o'clock Shadow" adver- 
tising in leading national magazines, a 
constant monthly reminder to the Ameri- 
can shaver of Gem's high quality and 
economy. 


That’s why it’s good business to keep Gem 
Blades in stock and on display. Wholesaler can 
now fill orders for Gem Singledge Blades in 10¢ 
and 25¢ packages . .. Gem Division, American 
Safety Razor Corp., Brooklyn, N. Y. 


Now—more than ever—it’s important for customers to know that 


the retailer has Gem Blades in stock. Gem Blades come in self-selling 
vending cards. Display these cards and build regular Gem customers. 
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The complete National Line will 


be ready to serve you again 
* * * when yon arrives 
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BUILDERS’ 
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And the more we bend our 
efforts toward a smashing 
offensive, with a knockout 
blow to the axis, the sooner 
will come that great day 
when the American way of 
life with peace and plenty 
will be with us again. 


Of course there will be many 
changes. Various improve- 
ments and stepped-up pro- 
duction methods will reward 
an eagerly waiting buyers’ 
market. There will be new 
materials and new products. 


National 


is happily and patriotically 
contributing its share to the 
great offensive by filling gov- 
ernment orders on schedule 
time. Likewise it is meeting 
many needs for builders’ 
hardware as required for 
essential building and repair 
and maintenance work. The 
use of government priority 
forms when ordering mert- 
chandise will facilitate 
prompt delivery. 





NATIONAL MANUFACTURING COMPANY 
STERLING, ILLINOIS 
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Every day, on battle fronts in every corner of the world, 
American precision bombing is slowly but surely crushing 
the Axis might. Every day our military forces are facing 
less tanks, less guns, less warships — and the war comes 
one step nearer to the end. And every day war materials 
flowing from the Regina plant are sped on their way to 


the bomb racks of our fighters who are loosing this fury 


IN TIME OF PEACE 
Vacuum Cleaners 
Electric Floor Polishers 


Smoothcut Can Openers 
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EVERY DAY THERE ARE LESs! 




















upon the enemy — with an ever-increasing tempo. 

With a sense of humility we have placed the skill and 
knowledge of our workmen in the service of the best 
trained and most skillful army in the world. These crafts- 
men have solidly built through the years our reputation 
for fine quality and precision manufacture. When the 


product js Regina-made—the target meets its master. 


IN TIME OF WAR 
Matériel for the Army 
and Navy — for Victory 
and for permanent peace 


<a 
@ THE REGINA CORPORATION - RAHWAY, NEW JERSEY 
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HELP YOUR 


CUSTOMERS 
daue their 
flashlights 


and comiAeiue 
Here’s How Your Batteries batteries eee 


Are Now Being Used Flashlights and dry batteries of 
RAY- O-VAC all types are getting harder to 
get every day. Show your custom- 
ers how they can easily repair 
their flashlights . . . and tell them 
to use them sparingly. 


i 


ait. 











On far-away airfields Marine mechanics 
make .repairs, refuel and reload guns at 
night, often their only light from flashlights, 














tempo. 

skill and FLASHLIGHT BATTERIES 

the best 4 — To ; 

evan No Longer Available For Civilian Use ° Expl; 

te ; F y LEAK n ° 

putation Our entire production of LEAKPROOF is now going to the armed forces pred 0 Ion PROO hi 

hen the all over the world . . . that’s why your jobber can no longer supply you. vereigne Use, our wailaby ie 

aster. ‘ : lat 

— But after the war you will again look to LEAKPROOF sealed-in-steel flash- the “ry of eaatically” ang 
light batteries . . . guaranteed to protect against ruinous corrosion, to stay National it rh F in 
fresh longer, to deliver more power! lication, ““#ding 

BUY WAR BONDS BUY WAR STAMPS 
PrLA@ eet GH TS ads BATTERIES 
RAY-O-VAC CO., MADISON, WIS. 
ISEY 
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| - PDDING DOWN SOLDIERS 


and air corps. 
facility ato , 
a : . sporting gooes 
4 ; uch with your SP -pat-co 
ae ie a be first to know eat 
Sjuipment js again available tor Y 1-S-3 
eq ° 

sports enjoyment. 


a-pat-co 
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American Pad and Textile Co., 


Thousands of American sportsmen who 
have gone to fight for freedom will have 
STAY-A-FLoaT Ta-pat-co equipment with them on the bat- 
tlefront. All of our facilities are being de- 
voted to war needs for the duration. 

While we are unable to furnish, sleeping 
LIFE PRESERVERS bags, life preservers, and other Ta-pat-co 

ATG2 equipment to sportsmen at home, we are 
ez using advertising to perpetuate the good 

will and preference you, our dealers, helped 
to build for Ta-pat-co before the war. 

The advertisement reproduced above, is one of a series 
created for that purpose. It appears in national maga- 


zines having more than 3,000,000 circulation. 
1-STP-3 


Ta.- pat-co 


OUTDOOR Pfs EQUIPMENT 


£/GHTING 


AMERICAN PAD AND TEXTILE COMPANY, Greenfield, Ohio 








BOAT CUSHIONS 
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ANYONE 
WHO HAS A 
CHAMPION 

DRIVER 


Users of CHAMPION 


screw drivers will be 






glad to know that 
UNION makes chisels 
and hack saw frames, 
too. CHAMPION 
drivers make friends, 
so hand them CHAM- 
PION every time. 
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HARDWARE COMPANY 
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ESTABLISHED 1854 


sol-4-11 ‘ich xo) (tele l <1) 


NEW YORK OFFICE ISi' CHAMBERS STREET 
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rr 
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vat gance OF 


“FREE MANUAL ES 


Care and maintenance manual for 
owners, furnished to dealers imprinted, 
in reasonable quantities, without co#t. 
Mail coupon. 


Here are some of the Myers Power Sprayer advertise- 
ments now running in fruit publications and national 
farm papers. These ads tell sprayer owners that Myers 
dealers are ready to supply replacement parts for 
any sprayer Myers has ever built. Fittings, nozzles, 
spray guns, agitators, pump assemblies, engines, 
tanks and all accessories and repair parts can be The F. E. Myers & Bro. Co. 

ordered and sold without being rationed. Complete 128 Fourth St., Ashland, Ohio 

power sprayers are available under Government regu- Send ane 4 eeae a0 fete mon Cove ant Mite 
lations. Write us for full information. tenance Manual. 
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; ) and a NEW Improved Package 
SZ Takes Their Place 


; Yes, the tin that would have been used in Walvet and Cleveland 

; Cleaner cans has gone to war. But these two products are ready 
Your Jobber in a new and improved package—one that does not require essential 
war materials. So you are assured that you can sell these products 


Has WALVET an a —which you know will sell. 
CLEVELAND CLEANER Order from Your Jobber Today! 


THE CLEVELAND CLEANER & PASTE CO. 
NOW! Cleveland, Ohio 


Available in 10% 
packages as well 
as 40 oz. (Walvet) 
and 12 or. (Cleve- 
land) packages. 











HERE is the modern, stream- 
lined caster—the ball bear- 
ing “ACME” caster that rolls 
smoothly and easily in any 
direction. Protects floors, 
rugs and floor covering of 
any kind. 


“Armee 
CASTERS 


A fast-selling item and a 
real profit-maker. “ACME” 
Casters sell themselves. Ali 
you have to do is roll an 
“Acme” on the counter and 
the sale is made. The ex- 

2 See) ey * | clusive ball bearing feature 
BALLCONTACT ‘S , 5 =| makes “Acme” the out- 
| WITH FLOOR yr = —t—“<it;~*””*t*tSS «| SOttanding caster of the trade. 
THE SCHATZ MANUFACTURING CO te discontinued Jor, the duration. We 


U. S. A. customers with high priority ratings. 





REPRESENTATIVES LOS-TED AT 
Detroit: 2640 Book Tower * Chicago: 902 S. Wabash Ave. 
Cleveland: 402 Swetland Bldg. * Los Angeles: 5410 Wilshire Blvd. 


HARDWARE AGE 









chandising idea—for example: 





beater more sanitary? 





This is one of the biggest selling egg 
beaters on the market. It has been on 
the counters for years and has led sales. 
But we will never be satisfied until it is 
just as perfect as we can possibly make 
it. What can you suggest? 


A&J KITCHEN TOOLS ° 
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% Could you improve the handle?—the mechanism? 
% Can you suggest a new egg beater? 


% Can you suggest a way to make this popular 


SUST TO GET STARTED - 


EGG BEATERS ° 


We will pay $50.00 to the person who submits the best 
idea for improving any A & J item—and $5.00 for every 
idea we consider usable. Fair enough? 


This is right down your alley! Because what we’re after is a mer- 


*% Can you think of any improvement, for example, on the A & J 
egg beater shown here—or any other A & J item? 


Start Thinking About This Right Now! 


Here’s an easy, quick way to make 
$5.00—or $50.00. Your idea may 
hit you any second—any place— 
in the store—in the office — be- 
tween work and home. Your wife 
—or your husband may help you 
with a suggestion. But when you 
get it—jot it down and send it in! 


NOTE: Be sure to give your name 
—for whom you work— what 
position you hold—and your 
business address. 








NO STRINGS TO THIS OFFER 


Here’s all you have to do: Sketch your 
idea roughly and tell us about it briefly 
in your own words. If you’re one of 
those folks who can’t draw a lick, 
just outline your idea in plain English. 
Style doesn’t count—it’s the idea that 
counts. Remember, you are not lim- 
ited to the products shown on this 
page. Work from the Katzinger prod- 
ucts on your counter or our catalog 
or your old listing sheets. 


ALL SUGGESTIONS MUST BE IN BY 
APRIL 1, 1943 


RULES: All ideas submitted become the property of Edward 
Katzinger Company. Our decision as to winners will be final. 


y) Ay 
Me Uf 


~~ 


EDWARD KATZINGER COMPANY « CHICAGO, ILLINOIS 


CAN OPENERS ° 
KATZINGER OVENEX AND PLAIN TINWARE © GENEVA FORGE CUTLERY © KATZINGER FLASHLIGHTS 


SPECIALTIES 
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THE BIT WITHOUT A 
CENTER SPUR.. 


The Forstner Augur Bit Is 
Guided By Its Circular Rim 


Has Gone To War VU 
HE Forstner 


The / +, Navy, and Air Corps chose " 
oe aes a a Augur Bit bores at 
Diamond tools for active duty on the angles, cuts any 


front lines. Over 90% of our factory's arc of a circle, and 
leaves a smooth- 


win the war. When that job is done, it'll peo: Pagan 


be BUSINESS AS USUAL. toughest, knottiest 
D | AM O N D C A L K If your customers have war uses for 
j . these heavily demanded bits, you can 
CO 4 get them with hand brace shanks, 
HORSESHOE . from !4° to 114” by sixteenths; with 
‘ machine shanks, from 154” to 3” 
4622 Grand Ave. , by eighths. 
Duluth . . . Minn. ; 


output is being used to help our nation 


Jhe PROGRESSIVE MFC. CO. 


TERRINGCTRR:+>- CONNECTICUT 





EARING- STEED 
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“STAR SERVICE SHARES” 





These specially constructed Star lister shares are on the 
job to “keep ‘em plowing.” Designed for longer wear, they 
have extra-heavy 1|-piece point and extra-thick center rib of 
solid steel. They save your customers time, work, and 
money; they step-up sales and profits for you. Send today 
for catalog and trade prices. Every Star Share is fully | The WRIGHT family has produced wire and 


guaranteed as to quality, fit, and finish . .. patterns are wire products through three wars. Today, all 
aitahin f asttonlt S - iddlel ieone the resources of this organization are first for 
available for practically all plows, listers, middlebreakers war. Every effort possible is being made by 


in No. 1 soft center or No. 2 crucible steel of the highest us to meet the requirements of our customers, 
and with equipment that will bring to them 


stan manuracroning comeany CF WRIGHT sé 


CARPENTERSVILLE, ILLINOIS, U.S.A. WORCESTER: MASS. 


ESTABLISHED 1873 
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WOODFIX 





LIQUID PORCELAIN 


A thick pastelike material 

that when dry hardens into PURE OIL COLORS ~ . Gi 3 tet ant wee sone Wen 

wood. Practically no shrink- 30 standard colors. Triple ground in pure linseed oil. glazed finish to any chipped Perfect sealer for all pipe 
age Unusual tinting strength. With special assortment of porcelain or tile surface. joints. Stops leaks in a jiffy 


tubes in all sizes we give beautiful all metal display- 
and-stock-cabinet free. 


Sheffield 
: \ino.eum 
| PASTE 





Sheffield 
5To ver iPt 
Ron enamel 





TINNERS 
RED 

















HEAT.pROOF on aa 
Gos Yhead oo Motel Gace. ° Arreg uber 
Ready For Use 
GLoss MAK 
“Hhattield Bromas Prederssteoe 
y ct ee 
IRON CEMENT TINNERS RED 
BLACK IRON ENAMEL meep _ GASKET & RIM LINOLEUM PASTE 
Z Finely pulverized iron com- Weatherproof metal paint SHELLAC s : 
A deep black enamel that is pound for stopping leaks in that can also be used on Water-resistant adhesive ce- 
heat and rust resisting. For water, gas, oil, and steam wood. For sealing auto gas- ment for linoleum on floors, 
either interior or exterior use pipes, etc. kets. Also applying bi- sinks, etc. 


cycle tires. Unusual ad- 


Also BLACK SCREEN ENAMEL 
hesiveness. 





= 
Testa ; | beifiel? 
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 CAACH 
FILLER 


WEL NOT SHRINK 

















PAINT & SUPER SPAR 


VARNISH E190 R CLEANER VARNISH 
REMOVER aay . CRACK FILLER w 
. riple action powder, KLEEN A BRUSH ; ; aterproof. Will not 
Removes paint and which when mixed with eee Mix with water to paste check, crack or turn 
varnish almost in- water removes paint and Cleans old paint brushes right down to the form. Dries hard as white. Dries in 8 
stantly. varnish, cleans, bleaches. heel. Attractive self-selling counter display. wood. Non-shrinkable. hours. 


Write for Complete Catalog and Price List of Sheffield's 40 Fast Sellers 


Che Sheffield Bronze Powders Stencil 


Cleveland, Oto. 





MARCH 4, 1943 





AGE 













} 
y } 
V7. 
5 ~ a 5 
Vi: 


WOOD ... is pro- 
ducing more and 
more . . . to win the 
war more quickly. 








A NAME WHICH MEANS “LEADERSHIP THROUGH SPECIALIZATION’ 


Propuct leadership springs from specialization. It 
comes from the devoted labor of heads and hands uniting 
in the day by day production of one product . . . always 
endeavoring to make that product better and better. . . 
always irsisting that each upward step in quality be main- 
tained in each tool produced. Specialization, such as this, 
leads constantly to those new ideas which make a product 
more durable, more efficient, and more useful. 


The Wood Shovel and Tool Company has specialized 
not only in the manufacture of shovels, spades and scoops 
but also in the creation of improvements in their design 
and workmanship. New features in these products, first 
originated and introduced by Wood, have formed mile- 
stones in the full modernization of man's most ancient 
tool of useful labor. 


TOOL COMPANY | 


™ WOOD SHOVEL "2x som 


A NATIONAL ORGANIZATION SPECIALIZING EXCLUSIVELY IN SHOVELS, SPADES AND SCOOPS p 
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Many OPINIONS - bur only 
One DETERMINATION 


We know folks who grumble a little about short rations of gasoline and fuel 
oil and sugar and coffee. But they want our fighters on all fronts to have ample 
high octane gas and double portions of the best food possible. And they don’t want 
our allies to starve. 

Some men think we should let them have more chain regardless of prior- 
ities. But they don’t want us to take it away from Uncle Sam. 

Other men used to think we should not have accepted so many government 
orders. But now they insist we should do everything in our power to end the war 
as soon as possible. 

We Americans disagree on details—but we agree unanimously that 
America’s first job is to win the war and get the boys back home with least 


possible loss of life. 


AMERICAN CHAIN DIVISION The highest possible pref- 


erence rating should be 
obtained and shown on 
orders placed for chain. 


York, Pa., Boston, Chicago, Denver, Detroit, Los Angeles, New York, 
Philadelphia, Pittsburgh, San Francisco 


AMERICAN CHAIN & CABLE COMPANY, Inc. 


BRIDGEPORT + CONNECTICUT 
’ 








TRU-STOP Brakes, AMERICAN Chain, WEED Tire Chains, ACCO Malleable Castings, CAMPBELL Cutting Machines, FORD Hoists, Trolleys, 
HAZARD Wire Rope, Yacht Rigging, MANLEY Auto Service Equipment, OWEN Springs, PAGE Fence, Shaped Wire, Welding Wire, 


% ESSENTIAL PRODUCTS... . TRU-LAY Aircraft, Automotive, and Industrial Controls, TRU-LOC Aircraft Terminals, AMERICAN CABLE Wire Rope, 
Vv yO READING-PRATT & CADY Valves, READING Electric Steel Castings, WRIGHT Hoists, Cranes, Presses. . . In Business for Your Safety 
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Don’t Buy 


From Stran gers — 


Despite repeated warnings 
to the trade, hardware dealers 
continue to be robbed, and 
often legally, by previously 
unknown vendors of various 
types of merchandise. There is 
seldom any redress to be had. 
The crooks who operate these 
“phoney” merchandise and 
assortment rackets are smart 
enough to have an air-tight, 
legally phrased contract form 
which gives them all of the 
protection and provides the 
dealer with none. Usually, 
the only thing to do is to pay in 
full and make the best of a 
poor bargain. But once hav- 
ing been victimized you should 
not listen to the next glib- 
tongued stranger, representing 
a house unknown to you, who 
makes what is superficially a 
bargain offer. This particular 
racket has increased greatly 
under present day, war-time 
conditions. These crooks 
know that hardware store mer- 
chandise is scarce and _ that 
most dealers have money and 
need new goods to take the 
place of items that cannot be 
obtained. The variety of types 
of goods they offer is almost 
unlimited. Every week some 
dealer relates a tale of woe 
and the story is always the 
same. The goods were not as 
represented and the dealer 
contracted for a fairly large 
quantity. They were paid for 
in advance or sent C.O.D. The 
contract is sound and the deal- 
er is victimized. Frequently 
the firm allegedly making or 
distributing the goods cannot 
be located at the given ad- 
dress, or it is found that the 
business has moved. At any 
rate, the dealer is “stuck” and 
wants somebody to do some- 
thing about the situation. In 
no case that I have encountered 
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in my 27 years of experience 
has the mulcted dealer had 
any legal redress. The only 
cure for this condition is an 
iron-clad policy to buy only 
known goods from known 
sources of supply, sold by 
salesmen you know or whose 
credentials are sound. All re- 
liable salesmen for all repu- 
table houses have ample means 
of identification. Reliable sup- 
pliers will make good—others 
will not and do not. 


Advertising 
Services—W atch 
What You Sign 


There are many advertising 
services available to the retail 
hardware trade. Most of these 
operate on a yearly contract 
basis with an automatic re- 
newal clause covering subse- 
quent years unless either party 
cancels under stipulated con- 
ditions. These services in- 
clude suggested copy and lay- 
outs for ads, reader notices, 
displays, advertising cuts, ete. 
Some of them are very good, 
are worth the money and are 
supplied by highly responsible 


and competent firms. Others 
are not. But practically all of 
them use a contract form, sim- 
ilar to the one previously 
described. Usually, the term- 
ination of the contract, and its 
required monthly fee provides 
no future opportunity for the 
dealer to utilize either copy or 
cuts furnished during the life 
of the contract. In other words, 
the copyright, privilege of 
use, etc., rests in the owner- 
ship of the service organiza- 
tion. Too many dealers, who 
subscribe to such services, fail 
to read or thoroughly under- 
stand all of the conditions and 
do not carefully consider all of 
the angles that are legally im- 
posed upon them when they 
sign such contracts. If they 
did there would not be so many 
misunderstandings, lawsuits 
for collection and other difficul- 
ties. Too often in the quarrels, 
incident to such misunder- 
stood contracts, the dealer is 
legally liable even though his 
misunderstanding be an honest 
one. If you are considering an 
advertising service contract be 
sure you read thoroughly and 
understand what you are sign- 
ing and know completely your 
obligations under the agree- 
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ment. That is the only way to 
be sure and safe. 


New OPA Policy? :— 


If, as reported, Prentiss 
Brown, the new OPA head, is 
actually going to give practi- 
cal and experienced business 
men a greater voice in draft- 
ing future price regulations 
he will certainly enjoy a wide- 
spread support. The one great 
weakness in the existing OPA 
regulations is the general 
opinion that they have been 
formulated by theorists who 
are completely innocent of 
any business experience. 
Canada, on the other hand, 
has selected outstanding, suc- 
cessful leaders to 
handle its price regulations, to 
make policies and to adjust 
them as conditions require. 
The Canadian counterpart to 
our own OPA has in its key 
positions men who came from 
business before the war and 
who expect to return to busi- 
ness when the war is over. This 
is definitely not the case with 
many of our own OPA’s exec- 
utive personnel—but it should 
be. If Mr. Brown is thinking 
of patterning his future or- 
ganization and policies along 
Canadian lines, American 
business will benefit greatly 
and will be in better shape to 
aid the total war effort. 


business 


Consumer ( /oopera- 
tives Continue to 
Gain:— 


In 1942, the Consumers’ Co- 
operative movement, in_ this 
country, made further gains. 
About 2,500,000 American 
families spent approximately 
$700,000,000 for goods and 
services at cooperative retail 
stores. In 1941, 29 co-op 
wholesale establishments han- 
dled $104,386,000 in various 


kinds of merchandise sold 
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through such channels (1942 
figures are not yet available). 
A total of 49 manufacturing 
units are now owned by the 
movement, including five oil 
refineries; 70 miles of oil pipe- 
line; two paint factories; 11 
fertilizer factories; a lumber 
mill; 12 chick hatcheries and 
a tractor factory. Coincident 
with the announcement of this 
data comes word that the Con- 
sumer Cooperatives launched 
a weekly, nation-wide radio 
program on Sunday, Feb. 14. 
Presumably, the purpose of 
this radio program is to attract 
more consumers to the move- 
ment, so it behooves every hard- 
ware man interested in the 
profit system for wholesale and 
retail distribution to listen to 
these programs and be pre- 
pared to offset such propagan- 
da if it is brought to his atten- 
tion by interested customers. It 
should also be noted that the 
cooperative movement, on an 
organized national basis, is on- 
ly a little more than 10 years 
old in this country. The actual 
birthday of the National Co- 
operatives, Inc., Chicago, was 
Nov. 21-22, 1942. Five years 
ago co-op wholesale sales were 
$43,328,000 which, when com- 
pared to the 1941 figures, in- 
dicates more than 125 per cent 
increase. In many respects the 
co-op movement is a greater 
competitive menace to inde- 
pendent wholesale-retail dis- 
tribution than are chain stores 
for the co-op movement has 
some government support and 
much support from many 
church and similar organiza- 
tions. 


Second Hand 


Goods? :— 


David Ginsburg of OPA is 
quoted as saying: 

“The used-goods trade has 

been a poor relation. I pre- 

dict that 1943 will see it 

coming out in good society 

and no one need _ feel 











ashamed to associate with 

it. The second-hand dealer 

is going to put on a top- 
hat.” 

There may be more truth 
than poetry to Mr. Ginsburg’s 
opinion. With the better class 
stores, in all retail fields, there 
has been but a very small and 
unimportant volume in the sale 
of used or reconditioned goods. 
Under war stress this situation 
may be drastically changed for 
the duration. Here and there 
hardware dealers have started 
to deal in used tools but by no 
means has the idea been wide- 
spread nor has it, as yet, 
gained much enthusiasm in the 
hardware trade. It would seem 
perfectly sound, currently, for 
hardware stores to consider 
the used goods angle on scarce 
merchandise. Many custom- 
ers in every area have little 
used or completely inactive 
household goods, tools and 
even spare appliances. Much 
of this merchandise could be 
acquired for modest amounts, 
reconditioned and sold at some 
net profit, giving other custom- 
ers needed equipment and pro- 
viding the hardware dealer 
with some “plus” business not 
now enjoyed, nor otherwise 
available. It is also quite 
likely that some used merchan- 
dise might be handled on a 
consignment basis so that deal- 
ers would not have to make 
any advance investment. For 
years, women’s club and char- 
ity units have operated so- 
called “exchange bazaars” on 
such a basis taking a percent- 
age, usually 20 per cent, when 
the sale was made. If, of 
course, some reconditioning is 
required extra compensation 
should be given the dealer and 
in such cases outright pur- 
chases might prove more efh- 
cient and less complicated. 
Don’t take a superior attitude 
about any legitimate means for 
staying in business and making 
some income for the war pe- 
riod. 
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WAR WORK BUILDERS’ HARDWARE 














IN SWEET’S Architectural Catalogs you'll find 12 pages numbers that can probably be delivered as promptly as 


of Lockwood's ‘Victory Line’’—an up-to-date display that your priority rating permits. 

has the distinction of being the only catalog of a builders’ As you well know, the regulations-involving the use of 

hardware lock manufacturer in the 1943 Edition. critical material change from day to day. But at least these 
LOCKWOOD’S CATALOG No. 21 is a complete and two published sources of information give a better, clearer 


usable guide book for Builders’ Hardware Dealers. It 
tells what Lockwood items may be supplied in accord- 
ance with WPB Limitation Order L236. It conforms to 
approved specifications as they stand today—and shows 


LOCKWOOD HARDWARE MFG. CO.. Fitchburg, Mass. 


Division of Independent Lock Company 


picture of builders’ hardware within recent war limita- 
a tions, and should enable the Builders’ Hardware Dealer 
\ to serve his customers and their architects promptly 


and profitably. 





PATRICIAN POLYFLEX MORTISE LOCK BOR-LOC UNIFAST CAPE COD SUPER CLOSER 


at 2 eee 
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1943’s Victory Garden Program 





(Courtesy U7. S. Dept. of Agriculture) 
This garden within the limits of Chicago will be duplicated in many cities this year. 


T is estimated that 
approximately 20,000,000 Victory 
Gardens will be planted in all 
parts of the United States during 
1943. America must have these 
gardens in order to build up the 
nation’s total food supply and 
thus help win the war. 

Aside from being the patriotic 
duty of every American to help in 
the program, it also affords the 
hardware dealer an excellent op- 
portunity 
and at the same time enjoy some 
The community 
hardware store will be the logical 
place for 


to aid his community 
profitable sales. 
victory gardeners to 
purchase the supplies and equip- 
ment needed for maintaining their 
gardens. Seeds, garden _ tools, 
work clothing, fertilizers and in- 
secticides are just a few of the 
items that will be needed from 
hardware stores. 
In 1942 the 


victory garden 
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program met with amazing suc- 
cess, not only in rural districts but 
also in many of the city areas. 








A GANDER WILL MAKE YOUR RATIONS GO FURTHER 











This Victory Garden poster will 
be sent to all local committees 
for distribution to retailers by 
Retailers War Campaigns, Pub- 
lication Office, iocaied at 3699 
West Arthington St., Chicago, Ill. 


According to reliable sources, 
there were about 15,000,000 Vic- 
tory Gardens throughout the coun- 
try. However, this year the need 
is much greater and a larger num- 
ber of Victory Gardens must be 
planted. Secretary of Agricul- 
ture Claude R. Wickard, national 
food administrator, has called on 
every town, city and suburban 
family with a sufficient plot of 
open, sunny and fertile ground or 
access to a community or allotment 
type of garden to join the 1943 
Victory Garden Program. 

Besides the publicity that the 
government agencies will give to 
this program, the 1943 advertising 
of many large manufacturers will 
promote the Victory Garden idea. 
Consumer magazines are devoting 
a great amount of space to the 
program and will, in all proba- 
bility, even increase that activity 
now that spring is approaching. 
Radio programs, movie shorts and 
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other important types of pub- 
licity are planned to acquaint the 
public with the program and, at 
the same time, instruct them in the 
proper methods of gardening. 
All this emphasis to the garden 
program will help the hardware 
dealer by informing his customers 
of the need for the gardens and 
the equipment needed to care for 
them. 

A Victory Garden window dis- 
play in a hardware store can be 
tied-up easily with the promotion 
that is given by the government 
agencies, large manufacturers and 
Victory Garden committees. Some 
of the seed companies have al- 
ready prepared display posters. 
circulars and other advertising 
material to help the dealers capi- 
talize on the need for equipment 


in planting these gardens. 


Lectures on Gardens 


In communities where no. or- 
ganized committee has been ap- 
pointed, the hardware dealer can 
become the backbone of the move- 
ment. After all, he is the logical 
man to assume the responsibility. 
His knowledge of gardening equip- 
ment, seeds and hardware make 
him invaluable to the community 
in this work. An excellent ex- 
ample of this was the work done 
by W. C. Fleck & Bro., Inc., 
Jenkintown, Pa., in 1942. This 
hardware company gave a series 
of gardening lectures in its retail 
store, devoted its window displays 
to victory gardening, and mailed 
postal card announcements which 
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usiness for You! 


There will be 20,000,000 of 
these gardens this year and 
every one of them will mean 
sales for the hardware store 


asked the recipients to indicate 
their preferences as to the time 
and subject of lectures. From 1590 
to 2000 announcements of the 
plan were mailed, in order to 
make sure that the lecture pro- 
gram idea would properly tie in 
with the interests and needs of 
the local people. People in the 





(Courtesy U. S. Dept. of Aariculture) 
Mrs. William Davis of Three Bridges, N. J., does all the work 
in her home vegetable garden—so will’ many others in 1943. 


town were invited to suggest sub- 
jects for discussion and 26 sub- 
jects, ranging from soil prepara- 
tion to planting, general care. etc., 
were listed on the reply card. 


Thus the company helped the peo- 


ple in the vicinity grow more and 
better vegetables, created a vast 
amount of good will and, at the 
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same time, helped enlarge the 
country’s food supply. 
There will be other services 


connected with the Victory Garden 


Program which will increase the 


dealer’s profit. Since farm and 
garden tools have been greatly re- 


of the 


will be calling on their dealer to 


stricted, many customers 
repair old and broken tools. A 
“tool repair corner,” discussed in 
the February 18 issue of Harp- 
WARE AGE, can be easily set up 
to render this service and bring 
added revenue to the store. When 
the crops are harvested, there will 
be demands for supplies to bottle 
and preserve some of the foods 
Again 
“cash 


for winter consumption. 
the hardware dealer will 
in” on the demand. 
Fortunately, most of the tools 
needed for these gardens are al- 
ready in the possession of the 
prospective gardeners. Some 
small tools may be needed but the 
shovels, rakes, hoes and trowels, 
which are so scarce at this time, 
are in the cellars of the gardeners 


or at least can be borrowed from 
a neighbor. Therefore, the dealer 
is not faced with the problem of 
answering the question, “where 
can I get the tools.” 


Live Stock and Poultry 


In some places in the country, 
live stock and poultry are being 
raised. Of course, this does not 
apply to cities. Chickens, goats 
and rabbits have helped solve the 
problem of the food shortage in 
This is adding to 
the milk, butter, eggs and meat 
supply of the nation and also pro- 
viding the hardware dealer with 
many fine customers. To 
raise this poultry a person must 
start with baby chicks, which 
many hardware stores are already 
selling, then feed is needed, wood 
for a coop, poultry sprays, nails, 


some sections. 


new 


fence, pails and many other prod- 
ucts that the hardware dealer can 
supply. 

Secretary Wickard stressed 
some very interesting points in a 


statement recently released by the 
Department of Agriculture, when 
he said: 

“All who have available a plot 
of open, sunny space with fertile 
soil should make plans now for 
their Victory Gardens. If a suit- 
able not available at 
home, all who can do so are asked 
to obtain plots on community or 
allotment gardens that can be 
reached by bus or street car. The 
important thing is to grow a gar- 
den in 1943. Where fertilizer is 
needed, a victory garden grade 
has been authorized with the joint 
approval of the U. S. Department 
of Agriculture and the War Pro- 
duction Board. Agronomists 
agree that this grade, which car- 
ries 3 per cent nitrogen, 8 per 
cent phosphoric acid and 7 per 
cent potash, is probably the best 
formula that can be made avail- 
able to the victory gardener dur- 


space is 


ing the wartime emergency. It is 
being made available through 


regular fertilizer dealers to help 
food production.” 
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Here is a suggested window display to use in connection with the Victory Garden campaign this spring and 


summer. 


The poster shown on the central panel is described on page 38. There will be many promotional ideas 


to be obtained from government agencies, large manufacturers and Victory Garden committees during the year. 
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hen Vegetable Planning Guide for a Family of Five 








(Condensed by special permission from a New York Herald-Tribune chart) 
plot ee ee ee ney : 
o ~~ n 
tile 2 | £ ons $  2,6/ Ff) 2/8 
Zic | sz = a S8\z & o> a 4 zz 
for 2eiai8 | a5 : arg = 86/58, s2=|8)| 2 82 
= = - s= see s o oo 32 
a \g.|s |e8| 2 é soa =. a-=|es| <2 | 3 | 8) 39 
- | oo | . £ = = = = —e) 
z2\@ ie} §3 | s 2s Ss €2/s¢\ e353 F Se 
at o*| 5 |es $3 = Ess zs S$$\/82| ses | 8 /| S| 28 
- rF£|z2 |aoa| «s rS) zea ao O0/o@|/ 442 5 6 oO 
or Beans, Pole*. 50/ 1 | — 36 poles | Ib.=100 poles May 15-30 2 344 65-70 x 42’ 
- Beans, Lima*t. . . 50} 2 14 ft. | tb.=150 ft May 15-30 1 21, | 70-76 x 6” 
de Beets*t..... 150; 4 | 30 | 15ft. | oz. = 100 ft Apr. 1-July 1 1 11,| 55-80 | x | x 3” 
The Broccoli. . . | 50) 2 40 | 150 plants | oz.=1500 plants 40 | Apr. 15-June 1 Vy | 2M 70 | 18” 
Brussels Sproutst.... | 25| 1 | — | 150plants | oz.=1500 plants | 40 | Apr. 15-May 15 %/ 212) 9 | x | 20” 
ar- Cabbage, Early*. 25; 1 — | 180plants | oz.=2000 plants 40 Apr. 15-30 Y| 2 65-75 | x 18” 
Carrotst | 150; 4 | 30 | 25ft. | oz.=200Ft Ape. t-duly 1 Bit] Sz | .| @ 
- is Cauliflower, Early... . so; tji-— 75 plants | oz.=1500 eats 40 Apr. 15-30 Ya | 212 | 85-95 18” 
Cauliflower, Late. . 23/1] — 75 plants | oz.=1500 plants | 40 June soit 1 | 3 110-120 | 24” 
ade Celery... 25; 1 — | 100 plants | oz.=1000 plants 55 July 1 %| 3 115-140 | 6” 
“ Cucumbers 10; 1 | 20 ft. | oz.=100 ft. May 15-June 1 Vo | 34% | 62-75 | 12” 
int Cucumbers for pickles* 10; 1 20 ft. | oz.=100 ft. June 15-July 1 | 34%| 55-60 | x 12” 
Eggplant... 25/ 1 50 plants | oz.=1000 plants 55 | June 1 24%| 70-80 30” 
ent Leeks ; 25; 1 | 20 ft. oz. = 150 ft. Agr. 1-May Ye} 2 150 6” 
‘ Lettuce, Cutting. 50| 4 | 14 | 50ft. oz. =500 ft. Mar. oan. 15; July 10-15 1% | 1%) 42-45 12” 
ro- Lettuce, Head. . 50; 4 | 14 | 5Oft. | oz.=500 ft. Mar. 15-Apr. 15; July 10-15 2 | 142 | 63-84 | 12” 
ate Muskmelon. | 25} 1 | — | 10hills | oz.=50 hills May 10-2 Ye | 3% | 85-95 | a 
Ss Okra*. | 20) 1 | | 15 ft. oz. = 180 ft. May 20-30 1 | 2%] 80-62 | x 15” 
ar- Onionst..... | 200 2 | 40 | 30ft. | oz.=200 ft. | Apr. 1-May 20 % 1 95-120 | x 2” 
™ Parsley... ‘ /; 0; 1] — | 40ft. | oz.=300 ft. 45 Apr. 15-Aug. 1 | 1 75 3” 
per Parsnipt... 30; 1 — | 20ft. | oz.=150 ft. } Apr. 1-May 15 | 2 110-130 x i 
: Peas*. 100; 1 | | 20ft. | tb.=120 ft. Mar. 15-Apr. 15 2 2 -58 | x 1,” 
er Potatoes, Earlyt. 50; 1 | — - peck = 100 ft. Apr. 15-30 a \3 80 .| wv 
Potatoes, Latef... 50; 1 | | peck=100 ft. May 15-30 4 |3 | 120-140] x 10’ 
est Radish, Spring | 40; 4 | 14 50 ft. oz. = 200 ft. Mar. 15-Apr. 20; Aug. 20-30 '% 1 5-29 4, 
- Radish, Summer. | Bi tt - 50 ft. oz. = 200 ft. June 15-July 10 1%) 1%) 38-40 | 3” 
ril- Radish, Winter+ |} | 1 - | 50 ft. oz. = 200 ft. July 20-Aug. 5 | 2 50-55 | x 5” 
Spinach*.... 200 | 4 14 | «(25 ft. | oz.=100 ft. Mar. 15-Apr. 15; Aug. 1-10) 4 1 35-50 x 3 
ur- Squash 10; 1 - | 6hills | oz.=25 hills May 15-25 1 3% | 54-62 | 7 
. Sweet Corn* 300; 3 | 2 | 40ft. Ib. = 250 ft. May 1-June 20 1 z) 80-90 | x 15” 
1s Tomatoes, Early* 60; 1 | 200 plants | oz.= 2500 plants 45 May 10-June 1 | 3 64-70 | x 36 
h Tomatoes, Late* 50' 1 200 plants | oz.= 2500 plants 45 May 10-June 1 | %|4 75-90 x 48 
i Turnipst 75| 2 | 120 | 150ft. | oz.=600 ft. Mar. 15-Apr. 15: July 20-31 12/ 1% 40-60 x 3 
P *Good for Canning. +Good for Storing. 
The above chart is designed to give the necessary information relative to planting a garden which should 
produce sufficient vegetables for a family of five persons. Dates given apply to 40 deg. north latitude. 
North of this latitude gardens should be planted later in order to avoid frost. Plant earlier south of it. 
Those who are planning victory and the hardware dealer should offers the dealer an opportunity 
gardens are now starting to pur- be in a position to fill their needs. to help his country and create 


chase the equipment necessary The Victory Garden Program — good will, and profit. 





Novelty Gift Section Attracts Women 


PACE formerly occupied — by 
small appliances has been con- 
verted into a fine novelty gift sec- 
tion at the Babcock Hardware Co., 
Oconomowoc, Wis., and the spot has 
proved very popular with women 
who wish to buy gifts for various 
friends and relatives, and also to 
add distinction to their own homes. 
This department is up at the front 
of the store and is very conspicuous 
in a harmonious sort of way. Women: 
naturally gravitate toward it and 
begin to inspect the items. The back- 
ground of the display was individu- 
alized by covering the wall with an 
attractive wallpaper design which 
adds much charm to the area. There 
are two large shelves in the center 





as well as one lower master shelf. ; 

On the sides of the center fixture | - 
_ — small tiers of shelves where Gift giving is usually a problem but this section in the Babcock 

a variety of items are shown. Hardware Co. store makes it less difficult for the firm’s customers. 
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Sales of Solid-Color Dinnerware 


~ Average From $150 to $200 a Month 


BOLT iwo 
ago M. Dusel Hardware, Ken- 
more, N. Y.. installed its initial 


stock of solid color dinnerware 


years 


and the line made a hit right 
from the start. Colorful appear- 
ance and the fact that customers 
could make up their own sets to 
suit their own tastes contributed 
largely to its popularity. Today. 
with a basic stock having a retail 
value of $250.00, the store usualls 
enjoys sales averaging from 
$150.00 to $200.00 a month and 
sometimes tops the latter figure. 

Individual items, priced from 
15 cents to $3.30, are also listed 
in complete services of four and 
six running from $5.75 to $9.55. 
Most of the sales are for indi- 
vidual pieces, although the show- 
ing of complete sets encourages 


customers to acquire a complete 


set in a single purchase. Items 
such as water jugs. gravy boats 
teapots and refrigerator sets are 
especially popular with gift seek- 
ers. Customers who are buying 
for their own use are also at- 
tracted to these items because of 
Many of 
the sales are made for gift pur- 


their decorative value. 


poses or to replace broken pieces. 
Frequent Window Displays 
Although shipments were slow 
for a time, they have been very 
good in recent weeks with the 
result that the inhabitants of this 


town of 20,000 are again active 
in buying the line. Window dis- 
play space is frequently given to 
the line and there is an attractively 
arranged display of the merchan- 
dise inside the store. The ac- 
companying illustration shows an 
interior table display in which 
there is a 12-ft. sweep of solid 
dinnerware. A shelf serves to add 
height to the display and is used 
for the purpose of showing tea- 
pots, salt and pepper shakers and 
similar items. This shelf also 
provides support for an extensive 
display of cups and mugs. 


Non-priority line builds 
business for the M Dusel 
Hardware of Kenmore, WN. Y. 
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This 12-ft. table of solid color dinnerware is an eye-catcher 
for customers. Cups and mugs in six colors hang from the shelf. 
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The seed department is located at the front of the store where the 
customers can’t miss it. The fixtures used were made in the store. 


Seeds Pave the Way for Sales 
of Garden Goods 


A REAL seed de- 


partment is a fine advance agent 
for the sale of fertilizer, insecti- 
cides and garden implements as 
well as seeds, according to the ex- 
perience of Jax Seed & Hardware 
Co., Ensley, Ala., which is tying 
in this year with the Victory 
Garden campaign for all it is 
worth. The seed department is 
given an up-front position but a 
special place is provided for the 
display of insecticides and fer- 
tilizers, the latter mostly in the 
concentrated, packaged form. 
Garden tools are just to the rear. 

“Customers come in first in the 
spring for seeds, in fact they did 
not wait until spring, for we be- 
gan selling before the winter was 
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The Jax Seed & Hardware Co. of 
Ensley, Ala. starts early and 
stresses Victory Garden needs 


over,” says Jack Calloway, pro- and insecticides, which they will 
prietor. “We endeavor then and need in connection with their gar- 


there to sell them needed fertilizer den program. But if they do not 


FRESH SEED 


FOR SPRING SEASON—JUST ARRIVED 


% Fertilizer % Garden Tools 
% Farming Implements 


JAX SEED AND HARDWARE Co. 
1916 Ave. E. Ensley, Ph. 8-2426 


New Store Hours 7:30 a.m. to 6 p.m. 
Saturdays, 7:30 a.m. to 7 p.m. 














One of the firm’s small ads reproduced in actual size. 
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siderable literature from _ seed 
houses and federal agencies. He 
is a member of a local civic com- 
mittee which is doing all it can to 
stimulate back yard gardens and 
the raising of more foodstuffs in 
general. In building up his en- 
tire business, including seeds, Mr. 
Calloway even went to the extent 
of calling on people in __ their 
homes, inviting them to come 
down and trade with him and 
offering to open an account with 
them. 

The head of the Jax seed de- 
partment is an all-year ‘round 
gardener himself. He has induced 
some of his customers to adopt a 
planting schedule which will as- 
sure them green vegetables 12 
months in the year. In Alabama, 
he asserts, the job is easy, being 
only a matter of picking the 
plants and spacing the planting. 

During the spring months four 


Urge Maintenance of Property 


| 
| 





SAVE Critical Materia 


Revworr the old sow, “A stitch un time saves 
ne’? The modern version is, “Prompt repairs 















ADVERTISER 


PHONE NO 


Estmotes promptly given 


ADVERTISER 


PHONE NO 





PHONE NO 
ADDRFSS 


—— ADORE 





Here are three of the series of suggested advertisements which has 
been issued by the Division of Education, Federal Housing Administra- 
tion, Washington, D. C. The series stresses two themes: renting to war 
workers and maintaining existing property in a sound liveable condi- 
tion. Requests for the series should be made to the above address. 





times as many persons will 
patronize the Jax seed depart- 
ment as any other department, in 


fact it takes three to four sales- 


Mr. Calloway has joined in the 
promotion of Victory Gardens in 


buy then, they probably will come 
back later. 


“Garden growers come in every way possible. He has ad- : ‘ 
oftener for seed than for any vertised in several newspapers pesnens te war on the trade. The 
other item. First they come to — and over the radio stations. He busiest week is the one preer to 
get the early planting varieties was the only hardware store to Good Friday. There is an old 
such as peas, lettuce, onions and participate in a special Victory saying that vegetables planted 
beets, and later they return for Garden issue of a local labor then do their best, and the cus- 
the beans, squash, tomatoes and paper. He has distributed con- tomers seem to believe it. 
other seeds and plants which 
would be killed by frost. This az 


‘exposes’ them to our complete Fishing Pictures Attract Customers 
rFEXHE Bohn Hardware Store, 

Woodstock, Ill., has a bulletin 
board in the store just inside the 
front door which attracts the atten- 
tion of many fishermen. The board 
contains the pictures of people in 
the town who have caught fish of 
various descriptions. 


garden line which, of course, in- 
cludes the fertilizers, insecticides 
and tools. 


is scanned almost daily during the 
duration of the season. 


As a matter of fact, 
our sales of these other items 
have been so good that we have 
had to ration fertilizer, so as to 
assure a more even distribution of 
it to our regular customers.” 





In displaying seeds, Mr. Callo- 
way finds it a good plan to show 
a picture of the vegetables as well 
as a sample of the seed, and his 
department is so arranged that he 
can do that. 
read instructions, but they like to 
look at The latter 
are especially helpful to those 
who may know the plant by ap- 
pearance but possibly by a differ- 
ent name. This is true of the large 
segment of Italian population in 
Mr. Calloway’s district. Most of 
them are big truckers and buy lots 
of seeds and he caters especially 
to them. 


Customers dislike to 


illustrations. 


+4 


This board is always inspected by 
many people who want to see who 
has caught the biggest fish. The 
store’s fishing supplies department 
is adjacent to this board and such 
publicity helps sales there. 

The store stages an annual con- 
test offering fishing supplies prizes 
to fishermen who catch the biggest 
fish in various classifications. The 
fish photograph bulletin board also 
contains a copy of the Illinois state 
laws pertaining to fishing and this 


The human interest angle of this 
display serves to attract many of 
the local fishermen to the sstore. 
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Soap is given plenty of attention in this window. A patriotic background and 
miniature billboards supplied by a soap manufacturer help sell War Bonds. 


his Hardware Store Sells 80,000 
Cakes of Soap Each Year 


There's no shortage of supply 
in this line and Elderfield- 
Hartshorn Co. hasn't found any 
shortage of customers for it 


\ \ ELL known as a 


progressive hardware store to the 
inhabitants of Niagara Falls, 
N. Y., Elderfield-Hartshorn Co., is 
also known to many residents in 
that area as a good place in which 
to buy soap. As a result, the 
store does a good job in selling 
this common commodity in both 
bath and laundry numbers to the 
tune of about 800 cases of 100 
cakes in the course of a vear. The 
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store has handled soap for a num- 
ber of years because it is an ex- 
cellent traffic builder as well as a 
profit maker. 

L. A. Hartman, manager of the 
housewares départment, say s, 
“Eighty per cent of the people 
visiting the store just to buy some 
soap will buy other items. We 
carry soap to attract attention and 
advertise it in our weekly news- 
paper ads. One woman came, the 
other day, just to buy some soap. 
and before leaving the store pur- 


chased other household items to 
the extent of $4.12.” 

Some soap is always displayed 
at the wrapping counter in the 
housewares department. It is in- 
frequently shown in a_ display 
window, although the one _illus- 
trated on this page shows soap 
in both cake and powder form, in 
laundry and toilet grades, together 
with wash boards, clothes drier 
and other laundry necessities. 

Like all of the display windows 
of the Elderfield-Hartshorn store. 
these days, “Buy a _ Bond,” 
“Civilian Defense.” and “Keep 
*Em Flying Posters” are a very 
prominent part of this display. 
The management of the store is 
proud of the fact that all of its 
employees voluntarily invest at 
least 10 per cent of their pay in 
war bonds or stamps. Whenever 
possible, customers are encouraged 
to take at least a part of their 
change in War Stamps. 


45 

















“As the going gets tougher, those who don’t know how 


to bring on the right 


USTOMERS are 
getting used to one thing now. 
They begin to realize they can’t 
rush into a store and come out 
with the exact item they wanted 
or with all they wanted of many 
an item. 

But there is another thing they 
are not getting used to. Perhaps 
they never will—-and that is 
shabby treatment in stores. 

Most customers realize stocks 
of goods are short and you are 
helpless to do much about it. 
They also realize that skilled help 
is scarce and growing scarcer. 
But they also know the human 
element can be taught and trained 
and improved. And they still like 
to be made to feel that their 
patronage is appreciated and not a 
nuisance. 

That is your job 
to you to do it. If you don't 
work this attitude all through 
your store and employees, many 


and it is up 
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‘close’ 


begin to flounder.” 


good customers won't come in so 
often and others will trade some- 
where else. 

Also, there’s an art in closing 


sales for specialty items or those 
LILY 

that run into money and show the 

That’s what we 


largest profits. 
want to consider next. 

If you ve ever seen a horse rac’ 

and who hasn’t?——you know it’s 
the finish that counts. In that re- 
spect, selling is just like a horse 
race. 

Boy, they're off! 
break and everything even. 

Selling of most items involves 
a variety of factors. Most of us 
have the “wind” and the ability to 
run along fairly well in the early 


A nice clean 


stages. 

Boy, they're at the halfway 
mark! Two or three are neck 
and neck; the others are be- 
ginning to scatter out. 

In selling, as the going gets 
tougher and each selling step be- 





comes more important, those who 
don’t know how to bring on the 
right “close” begin to flounder. 

Boy, they're at the finish line! 
The winner surged across with 
power, several fought it out for 
“place” and “show.” The others 
straggled in a length or two apart. 
Far down the field—Incompetence 
“also ran.” 

In business, the results may be 
stated differently, but they add up 
to about the same thing. 


A Series of Steps 


There is no one sentence or 
step in selling that is all-impor- 
tant. Rather, a sale of any im- 
portance (not small staple items) 
is composed of many different ele- 
ments and the better they all are, 
the easier and quicker the sale can 
be made. 

And when that “psychological 
moment” arrives, you will find 
that it probably is neither psycho- 
logic nor momentary. 

It’s like getting engaged to be 
married: if you go through the 
usual stages of acquaintance-to- 
friendship-to-courtship, including 
flowers and candy and amuse- 
ments, you and your “prospect” 
gradually arrive at the point 
where the “sale” seems perfectly 
logical and natural. There really 
is nothing “oh-so-sudden” and 
surprising about it! 

The best “close” 
usually the least obvious one 
often attained without even ask- 
ing formally for it. If you and 
the prospect have just naturally 
gone along together through the 
various stages of selling, the 
“close” then becomes a formality. 


for a sale is 


Three Things to Watch 


You can tell through certain 
buying signals when the prospect 
is getting “warm” and then there 
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is no use to delay the close. 
Watch these three things, particu- 
larly: 
1—What the prospect does. 
2—How the prospect looks. 


3—What the prospect says. 


How to Understand Him 


Things the prospect may do 
include: examining the merchan- 
dise more closely, reading instruc- 
tions for using, feeling for his 
pocketbook or check book, talking 
it over with friends or relatives. 

The way the prospect looks is 
best figured out by those who can 
look him straight in the eye and 
establish a definite personal spark. 
Not every salesperson can do this, 
yet it pays to be as observant as 
possible and try to get certain 
reactions by asking questions 
occasionally or by making state- 
ments that will draw out the pros- 
pect. 

What the prospect says is un- 
mistakable, and when he starts to 
wonder how it works, when you 
can deliver, which size or color 
or style of article, or the terms 
of payment and other such details, 
you can be pretty certain he is 
getting ready for the final plunge. 

One of the best ways to close 
slow buyers is to find out exactly 
what is holding them back. 
“Feel them out” with proper 
questions, or let them do some 
of the talking, until you are sure 
of the main points involved in 
their particular case. 

Then you can aim at the exact 
spot, instead of scattering your 
ammunition around. 

Dale Carnegie said that many 
salesmen do too much general 
talking, that what they should do 
if they really want to influence 
customers is to get the customer 


talking about his own personal 
problem. 
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By BRIANT SANDO 
Sales and Advertising Consultant, 
Louisville, Ky. 





“One of the best ways to close slow buyers is 
to find out exactly what is holding them back.” 


“A man is more interested in 
the boil on his neck than he is 
in the war in China,” was how 
Mr. Carnegie put it. 

Too many people “trust to luck” 
—too few trust to formulas. 

Henry Hoke, of the Direct Mail 
Center, has worked out a set of 
formulas called “The Facts of 
Life” that chart the path to re- 
sults in direct advertising (copy, 
cuts, layout, etc.) with almost 
mathematical precision. He has 
tested and proved the relative 
values of certain colors, sentences 
and layouts. 

In face-to-face selling you can 
work out similar formulas to fit 
your needs, and then follow them 
until their use becomes almost 
automatic. 


Selling Step by Step 
Remember how you first learned 
to drive an automobile? Step 
by step. Your instructor slowly 
emphasized each point: 


First, turn on the switch. 
Second, be sure gears are in 
neutral. Third, step on the starter. 
And so on. 

Slowly and timidly you took 
each step until practice enabled 
you to run them all together 
smoothly, swiftly, surely. 

It’s the same way in following 
formulas for selling—-soon they 
become a part of your system 
and you learn to proceed step 
by step without conscious effort. 

Fill your sales talk with “human 
interest” and lead the prospect on 
in to the meat of your story by 
saying things in a different way 
or by suggesting ideas that will 
carry him right along with you. 

Some retail people have been 
prone to think the surest way to 
close the sale is to cut the price. 
That simply shows they have not 
progressed through the necessary 
“steps in selling” to get a satis- 
factory answer. 

A good illustration of the folly 
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and fallacy of price cutting is this 
simple statement in arithmetic: 
2x] 2 
1000 x 0 = 0 

A million sales at zero profit is 
still zero. No use to kid yourself 
about that! 

Some times certain stores, made 
jittery by competition or hungry 
for expanding sales volume, resort 
to price cutting on lines that 


should never be cut. In so doing 
they turn their backs on trade 
history and ignore.all the teach- 
ings of the past. 


It Isn’t “Smart” 


‘ 


‘smart’ —it is 
for profitless 


This isn’t being 
being a “sucker” 
sales volume. 

The retailing industry has made 
good progress the last few years 


in reducing the ranks of the 
“chiselers’—but there are still 
some who will chisel on either 
price or quality, or both. In spite 
of ceilings and shortages! 

With the cost of doing business 
constantly hiking upward through 
levies of additional taxes on busi- 
ness and individual incomes, we 
must all learn that business at no 
profit is not business! 


Features Mothproof Cabinets 


ORTABLE mothproof fiber 

clothes cabinets are a_ fast 
selling item at the Eicksteadt Hard- 
ware Co., Marengo, Lll., during war- 
time, according to Eric Eicksteadt, 
owner. 

These cabinets sell for $2.98 and 
$3.98 and will fit very well into al- 
most any home. They are of the 
right size to be tucked away into 
the corner of a large closet. There 
is a sliding door for the front and 
there is room inside to hang 10 or 
more garments. The whole affair 


Throughout the Year 


can also be dismantled and stored. 

Mr. Eicksteadt always has one of 
these cabinets on display at the 
front of the store year around and 
he says that numerous women in- 
spect it and always ask questions 
about it. Largest sales on the item 
are in spring and fall. He sells 
about 65 of these cabinets a year 
with sales in spring and fall being 
about equal. 

“By having that one model on dis- 
play at the front of the store, we 
are constantly reminding folks that 


they need one or two of them in 
their homes,” says Mr. Eicksteadt. 
“Thus when the season is right 
folks will buy. To sell an item 
like this you must have it on dis- 
play at the proper time and also 
suggest it and its low price to the 
women customers.” 

Ladies who come to the store for 
cleaning supplies are very good 
prospects for these moth protective 
closets, he says, for they are in the 
mood to improve their homes as 
much as possible. 


Shopping Baskets on Wheels Build Sales 





This display of baskets on wheels brings customers to Ray’s. 


ITH gasoline and tire ration- 

ing forcing merchants to cur- 
tail their delivery services and 
obliging the average citizen to lay 
up the family automobile for weeks 
at a time, there is a great deal of 
carrying of bundles by customers in 
retail stores. 

The Wm. Ray & Son Hardware 
Co., Belvidere, Ill., took this factor 
into consideration when it stocked 
large baskets on wheels that shop- 
pers can push along the streets with- 
out much effort. The baskets are 
woven and are also of fiber and will 
hold many packages. They are espe- 
cially helpful to the woman who 
must shop for groceries and carry 
her own packages home. 

The woven basket on wheels costs 
$2.49 while the fiber one, which is 
slightly larger sells for $3.98. The 
wheels of both are made of hard 
polished wood and enable a woman 
to push the apparatus along easily 
even when fully loaded. They also 
have small wooden legs at the front 
which prevents the cruiser from tip- 
ping when it is standing upright. 
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Sales of Wooden Merchandise 
Doubled Since Christmas 


Wolff & Watt, Wilmette, Ill, has 
found that these non- priority 
items build up store's traffic 


aa 





The central window of the store is given over largely to wooden items, 
including new shopping and safety aids and globe maps of the world. 


\ ™ Wolff & 


Watt of Wilmette, Ill., featured a 
variety of wooden merchandise 
and substitutes in its central win- 
dow results exceeeded expecta- 
tions. In fact, sales were so good 
that the firm’s business in wooden 
articles, including ladders, bas- 
kets and pails, has just about 
doubled since Christmas. 

This window previously had 
been given over to a full display 
of canners, the wooden articles 
being installed as the canner stock 
was depleted. As a matter of fact, 
the two canners, and other metal 
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items shown in the illustration of 
this window, had actually been 
sold at the time this picture was 
taken. 

Shopping carts and baskets are 
particularly popular. One of the 
partners in the firm says of these 
items, “People who formerly used 
cars for shopping trips now come 
here for shopping carts of all 
sizes. Those selling at $2.95 are in 
the greatest demand. Shopping 
baskets, priced from 15 cents to 
$2.00, also are selling well to those 
who do not care for the carts. We 
put chamois in this window and 
in various spots in the store be- 
cause many people are anxiously 


looking for it and we want them 
to know we have it. The steplad- 
ders shown in the window are 
good year "round sellers, and the 
14-quart wooden pails at 98 cents 
are popular. Although pails for 
keeping sand for air raid purposes 
are not required in Wilmette, they 
are recommended by civil authori- 
ties and so are in considerable de- 
mand.” 

Clothes baskets are popular 
items and are offered at from 
$1.19 to $2.00 the best sellers 
being priced at $1.19 and $1.59. 
About a dozen stepladders are sold 
monthly and about the same num- 
ber of market baskets each week. 
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The purpose of this club is to 
exchange ideas and information. 
Take part by submitting your 
successful ideas for publication. 


URTAILED civilian _ pro- 
duction and shortages in 
many lines. of mer- 

chandise carried in the hardware 

store have made repair, rental and 
maintenance services a necessity. 

Many stores in all sections of the 

country have always furnished 


Many 


realizing the fact that these ser- 


such — services. more are 
vices are essential if the present 


supply of hardware store mer- 
chandise in customers’ hands is to 
be kept in good condition until 
the war is over and replacements 
Not only 


are these services necessary for 


can again be obtained. 


the customers, but they furnish an 
excellent source of profit to the 
store. 

Here’s the point! Just what do 
you know about the services your 
firm is offering to customers? Do 
you know how many there are, 
what they do or how much they 
You know the merchandise 
you sell and you know how to sell 
it. You know what it will do for 
the customer and how long it will 
last. But can you tell a customer 
anything about a sharpening job, 
a new handle for an axe or a 
spade or repairing a milk can? If 


cost? 


you can’t, it might be well to do 
a little checking up and get some 
first hand information. This 
doesn’t necessarily mean that you 
have to spend every odd minute in 
the shop, but it does mean that it 
would be a good idea if you would 
ask the head of the firm some 
questions about the services he is 
furnishing. No salesman ever lost 
his job because he asked a few 
constructive questions. 

These services 
be a war- 










» may 
time 
but a good many 


necessity 
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Know Those Services! 


of them will be continued after 
have firing. 
They mean profit and no store 


the guns ceased 
owner is going to discard a profit- 
able department. Then, too, they 
are tremendous builders of good 
will. If you can’t sell a prospect 






something that’s new it will, at 
least, soothe his ruffled feelings if 
you can repair what he already 
has. Furnish services and you 
make him a friend of the store. 
And if he is a friend he will be a 
steady customer. That's why we 
suggest that you know what these 


services are all about. 





March 
“Selling Sentence’ Contest 


Build “Selling Sentences’’ About These Items: 


1—Folding Lawn Chair 
2—Lawn Seed 


3—Wood Bathroom Cabinet 
4—Ironing Pad 


5—Servicemen’s Furlough Bag 


WIN CASH PRIZES—SEND IN “SELLING SENTENCES” 


Harpware AGE will pay $2.00 for the best selling sentence on each of the 
five merchandise items listed above. $1.00 each will be paid for all other 
“Selling Sentences” published and which the judges deems worthy of such 


honorable mention. 


Entries must be received not later than March 26. Winners will be an- 
nounced in the Retail Sales Idea Club pages of the April 15 issue of Harp- 
ware AGE. In case of ties, duplicate prizes will be awarded. Decisions of the 
editors will be final and all material submitted becomes the property of 


Harpware Acer. 


' FIVE SIMPLE RULES 


1. Just write your suggested “Selling 
Sentences” for one or more of the items, 
preferably on a penny postal card (let- 
ters may be submitted) and mail to 
Harpware AcE Retail Sales Ideal Club, 
100 E. 42nd St., New York, N. Y. Con- 
testants may submit as many “Selling 
Sentences” as they wish, but each must 
be submitted on a separate postal card 
or sheet of paper. 

2. Write your own name and address 
on the cord (or letter), as well as the 
name of your company. 

3. Be sure to write the name of the 
November “SELLING SEN- 
CONTEST—-on each card (or 


contest 
TENCE” 
letter). 

1. Only individuals who have regis- 
tered for membership in the HARDWARE 
Ace Retail Sales Idea Club are eligible 


to participate in this contest. If you 
are not a member, you can become one 
by simply filling in the registration 
form shown on these club pages and 
mailing it to the Club. There is no cost 
for membership. 

5. “Selling Sentences” will be judged 
on how well they explain to customers: 
(1) what the item will do for them; 
(2) how the item does it, and, (3) how 
long it will do it. “Selling Sentences” 
should be brief and to the point. Make 
every word count. Penmanship, or form 
are not factors in the contest. Sen- 
tences typewritten on postal cards (or 
letters) will be appreciated but are not 
required. However, if answers are sub- 
mitted in another form this will not 
influence the decision of the judges in 


? 


any way. 
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Proves Value of 
Waterproof Paint 


“We recently featured water- 
proof paint in a window and, in 
order to make sure that it would 
attract attention, we showed a 
tank made of porous tile which 
had been painted on the outside 
with the waterproof paint. We 
filled the tank with water demon- 
strating the actual proof of the 
value of the paint. This attracted 
plenty of attention and our sales 
have more than doubled.” 

Lena Day 
DeVore Hardware Co., Inc., 
Monongahela, Pa. 


xk & 
Adjusting Meat Saw Blades 


“I frequently put new meat 
saw blades in adjustable and non- 
adjustable meat saws. For the non- 
adjustable frames, I use a 4-in. 
turnbuckle wired on either end of 
the frame to pull it together. 


Copy this form on a penny 
post card if more than one 
form is necessary. 
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FOR EACH OF THESE IDEAS $1.00 WAS PAID 








When the blade is put in and the 
turnbuckle is released, the new 
blade will be tighter and will give 
better and longer use.” 

Harotp R. BaRLow, 

Owen Hulett Hardware Co., 

Williamstown, Ky. 

x k * 

Grows Grass on a Sponge 


“For several years we have been 
displaying the kind of grass our 
best lawn seed will produce. We 
soak a sponge with water, place it 
in a bowl and then put a little 
lawn seed on the sponge. In two 
or three weeks’ time there is a 
nice, green coat of grass growing 
on the sponge. As the grass grows 
longer, we clip it off with grass 
shears. This method eliminates 
the use of earth and the sponge 
holds enough water to moisten 
the grass.” 

Lena Day 
DeVore Hardware Co., Inc., 
Monongahela, Pa. 





You receive $1.00 for each idea 

considered worthy and accepted 

for publication. Watch these 
pages of successful ideas. 


Keep Ahead of the Season! 


“After studying the problems of 
our fellow townsmen with respect 
to cost and rationing of food, 
gasoline rationing, higher taxes, 
etc., we decided to feature our 
garden seed, tools, pruning and 
hedge shears, hose repairs and 
canning supplies well ahead of the 
season. 

“Just as we figured, our cus- 
tomers are buying these items 
now, and in a majority of cases, 
we have had to reorder in order to 
take care of the demand for the 
regular season. These out-of-sea- 
son displays make many of our 
customers stop and think they had 
better plant a garden this year, 
repair the old hose and do as 
much canning as it is possible for 
them to do.” 


H. A. STIMMEL, 
Worthington Hardware Co., 
Worthington, Ohio 


YOU PAY NOTHING 
Any Retail Hardware Employee May Take Part 


Just Register—Paste Coupon on Penny Postal Card—Mail Today 


REGISTRATION FORM 


HARDWARE AGE 
Retail Sales Idea Club, 


100 E. 42nd Street, New York, N. Y. 


| hereby register for membership in the Hardware Age Retail Sales Ideo 
Club. | am a reader of Hardware Age and would like to take part in the activ- 


ities of this club, as often as | can. 








Name 
Firm St. 
City State 





| am submitting the following question or subject as worthy material for dis- 


cussion by this organization. 
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WAR-TIME SERVICE on Washing 
Machine Repairs Builds Volume 


The Perkins Hardware Co. repairs 
from 20 to 30 machines a month. 
Some repairs reach $25.00 mark 


) the 25 


years he has been in the hard- 
ware business, Gar Williams, presi- 
dent of the Perkins Hardware Co., 
Waukesha, Wis., has sold more 
than 4,000 washing machines. On 
every sale he made certain that 
the customer was satisfied. 

In these war days when new 
washing machines are no longer 
available for sale in retail chan- 
nels, Mr. Williams finds that his 
washing machine policy during 
that 25-year period is bringing re- 
sults. He gets a great deal of 
service business on washers at 
the present time and services from 
20 to 30 of them every month. 

He says that about 2,000 of his 
original 4,000 customers are ac- 
tive at the present time and a 
large percentage of them coming 
to him for service. 


Repairs Mean Profits 


Washing machine repair jobs, 
states Mr. Williams, may be 
simple or difficult. Some can be 
done in his shop while others 
must be done in the home. In 
some instances it merely means 
ordering a part from the factory 
and making a profit on the trans- 
action. On the other hand, re- 
pair jobs on washers, where the 
work is done in the Perkins shop 
can run from $1.00 to $25.00. 
Numerous repair jobs total more 
than $10.00 each. 

In the case of a broken agita- 
tor, where the job must be 
handled through the factory, he 
figures on making at least $2.00 
for handling the order. During 
these war days, he believes a 
hardware dealer is entitled to a 
good profit on service work. 
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Gar Williams inspects a broken washing machine agitator 
and roll. It’s a shop job and will pay a handsome profit. 


“Almost 25 cents out of every 
dollar I deposit in the bank 
comes from washing machine re- 
pairs,” declares Mr. Williams. “It 
forms a very substantial part of 
our income in these times. We 
are not set up to handle radio re- 
pairs, but we will tackle almost 
any other sort of a repair job. 
Our specialty is washers and 
people in this section know it. 
They will come from distances of 
15 and 20 miles here for service 
on their washers, even during 


these days of gasoline rationing. 
It shows that they have confidence 
in us and our work.” 

Mr. Williams telis his washer 
repair customers outright that be- 
cause of gasoline rationing, ‘is 
rations just won’t permit him to 
call for and deliver washers, save 
in emergency cases. He expects 
customers to bring in their wash- 
ers whenever possible and to call 
for them when finished. He reports 
that he gets about 90 per cent 
cooperation from his customers, 
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Will soldiers want to go hunting 
after the war? 


Japs out. And that reminds me... how 


a once in awhile someone asks 
was the hunting at home?” 


— us: “What do you folks think about 
the future of the sporting arms and am- 
munition business after the war? Will sol- 
diers be interested in shooting for sport?” 


Those letters are typical. You bet 
soldiers will be interested in hunting after 
the war. Furthermore, military training 
is certain to develop many new devotees 
of the shooting sports. 


Well, let’s turn to the mail box . . . let- 
ters we’re receiving from friends in the 


armed forces: 
Add the fact that, due to war research 


A soldier writes from North Africa, on and experience, sporting arms and ammu- 
the scene of bitter fighting for control of nition will be finer than ever after the war. 
Tunisia. And in the third sentence he And wildlife restoration agencies are 
says, “I’ve been meaning to write you be- wisely looking after the game supply, so 
fore to ask how the hunting season was, that it will be plentiful. 


but we’ve been too darn busy here.” ; : 
These facts, and many others, point 


toward the normal and possibly increased 
sales of sporting arms and ammunition 
when peace returns once more. Remington 
Arms Co., Inc., Bridgeport, Conn. 


Sidelines..: 


Heard about the dachshund least? Why, we’d say that’s 
that was entered inadog race? almost your civic duty! 

It was on a circular track— * * * 

and he overtook himself! 


A sailor “somewhere in the Pacific’ 
writes: “You'll be interested to hear that 
my ship has made six trips to Guadal- 
canal convoying transports to flush those 








Weather Forecast for Babies: 

sew Damp, followed by squalls. 
* * * 

For a nation of coffee drink- 

ers, don’t Americans make 

some pretty gosh-awful cof- 


“Where’s the Remington rep- 
resentative these days?” That 








“Guess we'd better patch up our feud, 
Rufe—the store’s plumb outa shells.” 
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fee? Especially now that peo- 
ple are trying to stretch their 
rations. Why not feature mod- 
ern coffee-making equipment 
that makes the best with the 


friendly, obliging fellow who 
used to serve you is now work- 
ing all-out for Uncle Sam in 
one of the eight great military 
arms and ammunition plants 
operated by Remington. 
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Hardware Store Finds Jewelry Profitable 


“The brilliancy of the new 16 by 10-ft. jewelry department has increased 
store traffic and has brought in new customers,” says Ben B. Weissberg. 


partner of the Weissberg Hardware Co., McDonald, Pa. 


“We have had a 


very successful beginning in all price ranges,” says Mr. Weissberg, “both 
because of the appeal of the new department and the attractive window dis- 


play of jewelry.” 


The new department is located directly in front of the 


cashier's window where can be seen by all customers. 








which he considers to be excellent. 

This dealer also tells his washer 
customers that he will buy old 
washing machines outright. His 
customers keep this in mind and 
often “tip him off” about friends 
who have old washers to sell. Mr. 
Williams frequently buys such old 
machines, reconditions them in his 
shop and then offers them for re- 
sale. He does this work himself 
and performs most of it during 
his spare time when he is taking 
his turn at sales work in the store. 
With the help of one man in the 
tin shop and one girl in the sales- 
room, he manages to handle all 
his sales and service during war- 
time. 

“Whenever we get a chance we 
tell our customers to take good 
care of their present appliances,” 
states Mr. Williams, “and they 
listen to us because they know 
it is for their own good. We, 
too, want to see our customers get 
the benefit of their present appli- 
ances until the war is won and 
new models begin coming off the 
assembly lines again.” 

Mr. Williams lists every washer 
repair job in a separate book in 
his office and makes note of just 
what was done to each machine. 
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He finds that this is very helpful 
in checking his work. He also 
makes notes of additional repairs 
needed and thus he can remind 





customers from time to time of 
this additional work. Not all 
customers have their machines put 
in first-class working condition 
when they bring them in for re- 
pair. They ask, in some cases, 
just for emergency repairs. 

The washing machine repair 
service, declares Mr. Williams 
keeps him in constant touch with 
the home owner. He thinks this 
is highly important for it not 
only brings the customers to the 
store but lays the groundwork for 
more sales of appliances during 
the post war period. 

Mr. Williams also has a list of 
purchasers of washing machines 
from his store during the past 
eight years and he finds this list 
very helpful in preparing direct 
mail letters and cards on service. 
Those whose names he hasn’t got 
know he sells and services their 
brand of washer and come to him 
also. 

“People want to keep those 
washers operating,’ says Mr. 
Williams, “and if you do a 
good job for them they will come 
back when in need of additional 
repairs in the future and recom- 
mend you to their friends.” 








Bulk Seed Display Builds Business 


HE Archer-Davis Hardware Co., 

Genoa City, Wis., handles bulk 
seeds and packaged secds and sells 
quite a few of both types each year. 
For those who like to buy bulk seeds 
the firm has constructed a special 
display cabinet which rests on top 
of one of the wrapping counters and 
which can be seen very readily by 
anyone who is interested. 

The doors of the puil out slots are 
painted a glistening black and the 
names of the seeds therein are paint- 
ed in white. This makes a very 
good contrast. Customers can walk 
up to this cabinet, study the signs 
and then pull out the drawer of 
seeds which they are going to buy. 

Four unlettered drawers at the 
bottom of the case contain empty 
seed envelopes and this facilitates 
selling. A small scale is placed out 
in front during the season and this 
means quick service for the cus- 
tomer. 

Harry Davis, manager of the firm, 
states that people like to feel the 
seeds they are going to buy and that 
is why the cabinet is popular with 





them. This seed cabinet is placed 
out where it faces the main aisle of 
the store as early as Jan. 15 each 
year, and this helps to make farmers 
and other gardeners buy their seeds 
at an early date. 





The case and lettering suggest 
seeds to any farmer who enters 
the store and selling is easy. 
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Seeds Bring Business to Seavey’s 


Arbor and trellis also 
help build spring sales 
for this Dover, N. H, firm 


= and garden 


seed and everything that goes 
with them are featured by the J. 
Herbert Seavey hardware store 
in Dover, N. H. This town has a 
population of more than 13,000, 
and serves a trading area of 
about 50,000. 

“We put seeds on display as 
soon as they come in and try to 
get our orders early,” says Nor- 
man E. Seavey. “People are more 
lawn conscious today than ever 
before and want better lawns. We 
use growers seed bulletins to in- 
terest customers in our lines. 
Next year we plan to use a slide 
projector and show color photos 
of lawns grown with our seeds. 
Then we can show Mrs. Smith 
how Mrs. Jones’ lawn actually 
looks. 

“People know we have this line 


This display of 
arbor and trellis 
was featured in 
front of the lawn 
seeds. Artificial 
flowers were used 
to carry out the 
springtime effect. 


but some of them think that seed 
is just seed. Therefore, we sug- 
gest they look at lawns grown 
with our best seeds. Lawn seed is 
carried at prices of from 35 cents 
to 65 cents a pound. We sold our 
lawn seed to a number of home- 





Customers are invariably impressed by this bulk display of beans, 
peas and corn the price of which is prominently shown on the card. 
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owners for whom we had supplied 
the builders’ hardware, pointing 
out the fact that the builder had 
purchased the hardware from us.” 

Seavey’s goes after seed busi- 
ness by means of window displays 
and by distributing copies of the 
growers lawn bulletins. As a good 
will builder, the firm loans seed 
spreaders to customers. The 
height of the store’s seed business 
is reached by the middle of June, 
however, garden business is 
pushed further in the fall with the 
sale of blooming chrysantheum 
plants. 

Last spring garden lines were 
supplemented with the addition of 
arbors and trellis. Arbors, with- 
out seats were sold at $5.95, those 
with seats for a higher figure. 
Trellis at $1.19 and 98 cents also 
made a hit, from 25 to 30 trellis 
and arbor outfits being sold the 
first three weeks these items were 
in stock. Trellis and arbor sales 
also were given a boost by show- 
ing this merchandise in a window 
for a short period. 


55 








exican Goods Are Profitable, 


olorful—and Available 


TT 
HERE is a_ wide 


variety of Mexican goods avail- 
able today. Many hardware stores 
are featuring these colorful items 
which can be used both for gifts 
and for many practical purposes 
in the home. Almost all of this 
merchandise permits a full 100 
per cent mark-up and all of it is 
decidedly unusual and _ attractive 
when displayed. 
are precisely alike in color or de- 


No two pieces 


sign, for they are all hand-made 
in Mexican villages where primi- 
tive methods are employed. For 
example, individual items in a set 
will not be absolutely uniform 
nor can precise duplicates be 
It is the individuality 
of the shapes and colorings which 


promised. 


make this line so _ interesting. 
There is of course some _ basic 
similarity in sizes, shapes and 
color schemes but there is always 
enough variance, due to hand pro- 
duction methods, to insure va- 
riety and interest. 


A Diversified Line 


Broadly speaking, Mexican 
goods may be classified as_pot- 
tery, baskets, woodenware, glass- 
ware and display pieces. A va- 
riety in all groups permits, for a 
moderate stock investment, sufh- 
cient merchandise to develop an 
almost bizarre gift department 
such as is shown in the accom- 
panying illustration. This _par- 

. 
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(Photo and display courtesy Fred Leighton’s Mexican Imports, New York City) 


Mexican merchandise, all handmade, has eased the burden 
of priorities, solved the problem of “what to buy” and given 
the American home new appointments. 


ticular sample display was _pre- 
pared especially for the hard- 
ware trade as a display guide 
and as representative of a basic 
assortment of approximately 540 
pieces which could be purchased 
by dealers for about $152.74 
f.o.b. New York warehouses. The 
retail value is roughly twice that 
amount or slightly over $300. This 
particular assortment includes: 
200 pieces of pottery retailing 
from 10 cents to $2.25 each: 224 


pieces of glassware retailing from 
22 cents to $3.35 each; 96 baskets 
retailing from 10 cents to $3.25 
each and 20 display pieces of re- 
tail value from 15 cents to $2.50 
each. The grass rain cape, which 
is entirely practical, and is shown 
as the front piece on the display 
costs the dealer $2.75 and is sold 
at retail for about $5.50. These 
unique rain capes vary from 5 to 
614 ft. from left to right and are 
about 4 ft. long (up and down). 
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y, UWMIECS L056 CCPL Jb ’ CIME?L Rapid-Flo filter disks, acclaimed by pou a’s dairy farmers 
YL James Phelesapher's Barbee 


in a national poll. Asked to name the best filter disk, twice as many 


GRAND CHAMPION GUERNSEY voted for J & J Rapid-Flo as for all other brands combined! 


GRAND CHAMPIONS—IMPROVED DAIRY 
HERDS... Both are contributing to the program 
for increased milk production. 


¢€ 


More dairy products are urgently needed. To 
assure the production of clean milk, every precau- 
tion should be taken. J & J Rapid-Flo filter disks 
aid in the drive for clean milk by providing vital 
Double Protection: 


| A reliable, everyday checkup on basic sanitary precautions 
for producing clean milk —the farmer's own sediment test. 


y) A strong, efficient filter, removing dirt which may get into 
milk in spite of all precautions. 
' Continuous research and improvement resulting in 
unfailing reliability, plus the overwhelming prefer- 


ence expressed by dairy farmers, have earned top 
honors for Rapid-Flo—truly, the Grand Champion 
filter disk. Every dairy farmer needs and can have 
the benefits of J& J Rapid-Flo at no extra cost. 


Barbee, Grand Champion Winner at Waterloo, 1941 and 1942, FILTER PRODUCTS DIVISION 
is owned by St. James Farm, Naperville, Ill., under the expert 
management of Albert E. Cox. It is worth noting that Rapid-Flo 


filter disks have been used for over 15 years at St. James Farm. 4949 West 65th Street Chicago, Illinois 
’ 








They are worn cape fashion in 
Mexico so that the raindrops shed 
off as they would off a thatched 
roof. 

Many of the glassware items 
are actually sold primarily in 
sets such as a beverage group in- 
cluding a decanter or water 
pitcher and six or eight glasses, 
but for space economy only 
samples are suggested in this dis- 
play arrangement. The larger 
baskets at the left and;in the fore- 
ground come nested in sets. of 


T is common knowledge that the 
prime law of Nature is self- 
preservation. From the beginning of 
time, men-——impelled by this instinct 
have killed, robbed, cheated and 
lied. Today, we free men are en- 
gaged in the greatest mortal combat 
of all time—in order to preserve 
ourselves and the way of life which 
we know to be right. 

Thus, and thus only, may we con- 
done the mass murder and destruc- 
tion we are performing on our en- 
emies, who plainly are our fellow 
men. Our enemy, on the other hand, 
is led by men who quite ruthlessly 
commit murder solely for the self- 
gratification and power which the 
act gives them. 

This is the difference between the 
barbarian and the civilized man. 
This is the difference between hu- 
manitarianism and_ plain. selfish 
greed. 

Suppose we examine ourselves 
here on the home front in the light 
of these differences. I imagine there 
is not one of us who would admit to 
any acts of barbarism. Yet, in real- 
ity, there are few of us today who 
are not guilty. 

Those who deliberately or even 
unwittingly are responsible for work 
slow-downs are members of the “me 
first” school of thought. Workers 
who stay off the job for purely self- 
ish reasons are equally guilty. Cer- 
tainly, promoters of, and _partici- 
pants in, strikes during war times 
are included in this national rogues’ 
gallery. But there is an even broader 
classification at this time. one which 
is more insidious because its vast 
membership—in most cases—is un- 
aware of its effect on the war effort. 

When new restrictions on pur- 
chases of domestic goods are an- 
nounced, when the date of a new 
rationing plan is published. other- 
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three and may be sold either in 
sets or separately. Directly be- 
low the larger baskets at the left 
is one corner of a Mexican ship- 
ping crate in which goods are 
shipped. These crates are often 
used as part of the departmental 
display as they are decidedly un- 
usual and are surprisingly strong 
and rigid for this purpose. 

The display equipment is a 
simple, standard type. stepped-up 
display table set on a_ regular 
counter height base. The floor 


“Me First!” 


wise extremely patriotic Americans 
go charging for the stores in order 
to assure themselves of ample sup- 
plies of the goods affected. 

Certainly this is the type of selfish- 
ness best exemplified by the Axis 
leaders—grasping for the sake of 
grasping, greed for greed’s sake. 

The planners of our national econ- 
omy at this time know what they are 
doing. Under the various necessary 
rationing programs, all of us are as- 
sured of supplies of virtually every- 
thing we need for ordinary living. 
There is no need to cause runs on 
suppliers. The man or woman who. 
through “connections” lays in a vast 
supply of sugar, coffee, butter, oil. 
gasoline or whatever plainly is not 
impelled by the instinct of self- 
preservation, but solely by the urge 
to grab while the grabbing is pos- 
sible. 


In the Army But Still 


yr HARRY O. WILDER, 
319 Ord. M. T. Depot Co.. 
Camp Barkeley, Texas, may be in 
the Army but he still wants to keep 
abreast of what’s going on in the 
hardware business as the following 
extracts from a recent letter from 
him will show: 


“T have been associated with the 
Wilder Hardware Co., at Corbin. 
Ky., for the past 19 years and have 
always looked forward to receiving 
and reading Harpware Ace. I 
have been in the Army for two-and- 
one-half months and have little time 
for reading. But now that I have 
time, I want you to send me Harp- 
ware AGe, beginning January, 1943. 

“T want to keep up with the hard- 
ware trade, new merchandise and 
ideas for I intend to be back in the 


space required for this display is 
approximately 61 in. wide and 31 
in. deep. The top shelf is 644 in. 
deep and the other three shelves 
are each 8 in. deep. The backs or 
“step-ups” are uniformly 8 in. 
high. The step-up unit, in this 
picture, is painted bright yellow 
and provides a good contrasting 
background for the many-colored 
Mexican pieces. Above the main 
display three Mexican sombreros 
add atmosphere to the general 
display. 


We should learn well the lesson 
of unselfishness from the self-sacri- 
fices of our men in service. They 
are giving everything that we may 
live in security. You don’t see any 
“me first” attitudes with them. If 
you did, you would be the first to 
condemn it. Why? Because it ob- 
viously jeopardizes your own secur- 
ity. Therefore, can we be so blind 
as to condone “me first” activities in 
this country and overlook this same 
undermining influence at home 
which likewise and perhaps more 
importantly threatens our security? 





Epirors’ Note: This timely and 
hard-hitting editorial was written by 
Thomas I. S. Boak, works manager 
for Winchester Repeating Arms 
Company, New Haven, Conn., and 
appeared in that company’s publica- 
tion “Victory Drive News.” 


Interested in Hardware 


hardware business when this war is 
over. 

“Our firm is still in business and 
I am still a partner.” 





HARRY O. WILDER 
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Next to the Stars and Stripes ... 


AS PROUD A FLAG AS INDUSTRY CAN FLY 


I. doesn’t go into the smoke of battle, but 
wherever you see this flag you know that it spells 
Victory for our boys on the fighting fronts. To 
everyone, it means that the firm which flies it has 
attained 90 percent or more employee participa- 
tion in the Pay-Roll Savings Plan . . . that their 
employees are turning a part of their earnings 
into tanks and planes and guns regularly, every 
pay day, through the systematic purchase of 
U. S. War Bonds. 

You don’t need to be engaged in war production 
activity to fly this flag. Any patriotic firm can 
qualify and make a vital contribution to Victory 
by making the Pay-Roll Savings Plan available 
to its employees, and by securing 90 percent or 
more employee participation. Then notify your 
State Defense Savings Staff Administrator that 


Signifying 90 Percent or More Employee Participation in the Pay-Roll Savings Plan 


you have reached the goal. He will tell you 
how you may obtain your flag. 

If your firm has already installed the Pay-Roll 
Savings Plan, now is the time to increase your 
efforts: (1) To secure wider participation and 
reach the 90-percent goal; (2) to encourage 
employees to increase their allotments until 10 
percent or more of your gross pay roll is sub- 
scribed for Bonds. “Token” allotments will 
not win this war any more than “token”’ resist- 
ance will keep our enemies from our shores, 
our homes. If your firm has yet to install the 
Plan, remember, TIME IS SHORT. 


Write or wire for full facts and literature on instal- 
ling your Pay-Roll Savings Plan now. Address 
Treasury Department, Section D, 709 12th St., 
NW., Washington, D. C. 


Make Every Pay Day “Bond Day" 
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Early April—Stress Fishing Tackle, 
Painted and Unpainted Furniture 
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John D. 
guests: 


On January 21, 1943, the Army-Navy ‘‘E’’ for 
production excellence was awarded to Harrington 
& Richardson Arms Company. Principal speaker 
at an impressive ceremony that day was Lt.-Col. 


Governor of Massachusetts; Col. C. C. Swindler, 
U.S.M.C.; the Hon. William Bennett, Mayor of 
Worcester; and many others. 






Blanchard, U.S.M.C. Distinguished 
His Excellency Leverett Saltonstall, 

















"SAY—I'D LIKE TO 'A BEEN THERE MYSELF" 


E CAN understand how you feel, fellow. You 

and your buddies have stalked Japs in the 
jungles, plunged by parachute behind enemy lines in 
Africa, blasted enemy beach heads — with Harrington & 
Richardson Reising Submachine Guns blazing in your 
hands. You think well of your gun; it has stood by 
you in the thickest of the fight. You’d have enjoyed 
meeting the folks that made it, and seeing them honored 
for their great achievement. 

Well, we had quite an impressive ceremony. Colonel 
Blanchard told us what you’re up against, and now we 
understand even better the necessity for giving you plenty 
of great H&R guns, on time. We’re pledged to do it 

. every one of us, proof testers, inspectors, milling 
machine operators, stenos, switchboard girls, bench 
workers, all. 

We’re going to keep on deserving our “E”’... watch 
our smoke. 

For 70 years, H&R made sporting arms, now out for 
the duration. But when a great new generation of shooting 
fans returns victorious from the battlefields of this war, 
there’ll be a great new line of H&R sporting arms, built 


HARRINGTON & RICHARDSON ARM 


with the extra benefit of all we’re learning about 
quality in design and production, as we turn out 
the H&R Submachine Gun. And that’s worth 
waiting for. 


Model 55, Harrington & Richardson Reising 
Submachine Gun—.45 cal., 614 lbs., folded 
length 22’’; cyclic rate, full-automatic, 
450-600 rounds per min.; man-killing accu- 
racy over the length of three football 
fields end-to-end. 







S CO., WORCESTER, MASS., U.S.A. 


HARRINGTON & RICHARDSON 
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New Merchandise for Hardware Stores 
Dominates Wisco War-Time School 





WISCO OFFICERS—Left to right, rear row: Dan Young, director, Richland 
Center, Wis.; H. J. Lillebridge, director, Delavan, Wis.; Henry Kozelka, di- 
rector, Prairie du Chien, Wis.; J. J. Voegeli. director, Monticello, Wis.; bottom 
row: J. A. Fitschen, secretary and general manager, Madison, Wis.; P. M. 
Ellingson, treasurer, Edgerton, Wis.; Roy Beat, president, Mt. Horeb, Wis.; 
Darwin Follett, vice-president, Coloma, Wis.; F. E. McKichan, director, Fenni- 
more, Wis.. New director, Jos. Eagen, Avoca, Wis., is missing from this group. 


HE entire program and ex- 
hibits of the 15th annual mer- 
chandising school and sales 

show of the Wisco Hardware Co.. 
Madison. Wis., were geared to the 
war-time requirements of hardware 
dealers—-that they may survive the 
duration period in proper condition 
to take advantage of the post-war 
era’s opportunities. About 400 deal- 
er-stockholders and manufacturers’ 
representatives registered for the day 
and night sessions held by this 
dealer-owned wholesale firm at its 
headquarters, Jan. 25, 26 and 27, 
1943. At the outset, General Man- 
ager John A. Fitschen sounded this 
keynote and announced that the com- 
pany had added 851 items to take 
the place of goods no longer avail- 
able. The exhibits were either new 
merchandise or such lines as paints, 
lubricating oil, polishes. wooden- 
ware, glassware, chinaware, etc., 
which are expected to be available. 
More than a score of executives 
of various manufacturing companies 
brought messages covering the cur- 
rent situation, shortages, need and 
use of priorities and general outlook 
of their respective lines. Special em- 
phasis was given to the profit and 
volume possibilities of the paint de- 
partment with talks by A. B. Ben- 
son, district sales manager, Lowe 
Bros., Dayton, Ohio, and Lloyd C. 
Collister, vice-president and general 
manager. John Lucas & Co.. Phila- 
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delphia, Pa. These two experienced 
paint men told an inspiring story on 
the availability of paint and of the 
probable greatly increased market 
opportunities for maintaining overall 
volume through proper development 
of the paint department. 

C. W. Harris, field sales manager, 
Galena Oil Co., Cincinnati, Ohio. 
outlined the tremendous hardware 
store opportunity in the sale of lu- 
bricating oils, reminding dealers 
that many service stations are clos- 
ing due to gas and tire rationing and 
that farm needs, due in part to the 
use of old and rebuilt machinery will 
require more than normal lubrica- 
tion. He explained how to set up 
an oil department and display and 
where to develop packaged and bulk 


oil sales. 


Business Trends 

Faculty members of the Univer- 
sity of Madison brought statistical 
data, simply told, indicating prob- 
able trends of the retail business as 
did special representatives of OPA, 
WPB, the U. S. Treasury Dept., and 
the U. S. Dept of Commerce. Their 
various kinds of survey material all 
pointed to a marked downward trend 
for the average retail hardware store 
which prompted Mr. Fitschen to 
remind the dealers that aggressive 
merchants are not content te drift 
with the tide and remain in the 


“average class.” He also pointed 


out that in order to have averages, 
some dealers were high and others 
low and that it is up to each indi- 
vidual dealer to place himself in 
either the low, average or high 
group. One government bureau 
speaker predicted that 1943 volume 
would approximate the 1932 level 
and that the decline in 1943, com- 
pared to 1942, would be about 45 
per cent for durable goods and 
about 121% per cent for non-durable 
goods. 

Darwin Follett, Wisco vice-presi- 
dent and president ef the Wisconsin 
Retail Hardware Association, sound- 
ed a note of caution on the difficul- 
ties ahead, and urged thoughtful 
planning to utilize the best facilities 
at hand in order to stay in business 
during the war period. In similar 
vein, Charles J. Heale, vice-president 
and editor of HarpwARE AGE, said 
that dealers who survive the acid 
test of staying in the picture for the 
duration will be stronger and better 
merchants for their experiences and 
accomplishments. He urged that all 
available new goods be obtained 
and promoted and that such avail- 
able lines as paint, lubricating oil, 
glassware. china, woodenware, etc.. 
be pushed harder than ever. He 
also recommended the development 
of every possible repair, rental and 
maintenance service and stressed the 
need of good management to cope 
with a probable volume decline, ex- 
tremely high taxes and other costs 
beyond their control. The need of 
greater energy than ever before, the 
hiring of women employees to take 
the place of men, the constant scru- 
tiny of credits and the increasing im- 
patience of customers with more 
money and less available goods to 
buy were also brought out by this 
speaker. 

An unusual and colorful feature 
of the Wisco gathering was the Mili- 
tary and Naval Dinner held at the 
University’s Memorial Union. State 
officials and uniformed officers of 
the Army. Navy, WAACS and 
WAVES were present as guests 
helping to complete the war-time 
atmosphere which dominated the 
entire meeting program. 
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Hall Features 





SAMUEL E. HUNT 
President, 
Hall Hardware Co., Inc. 


PPROXIMATELY 800 dealer- 
stockholders and manufac- 
turers’ executives and repre- 

sentatives attended the — thirtieth 
annual stockholders’ meeting of the 
Hall Hardware Cv.. Ine.. Minne- 
apolis, Minn.., dealer-owned whole- 
sale hardware firm, held at its head- 
quarters Feb. 16 and 17, 1943. The 
entire seventh floor was devoted to 
a wide variety of goods on display. 
primarily “alternate merchandise.” 
much of which was entirely new for 
hardware store consideration. The 
displays were also available on Feb. 
15, the day before the official open- 
ing. More than 400 stores were 
represented at the meeting. 

Great emphasis was placed on 
adding these new lines to take up 
the slack occasioned by the scarcities 
in conventional hardware lines due 
to war conditions. Attention was 
also given to the increasing impor- 
tance of taking every opportunity to 
make use of available priorities on 
critical materials. Various depart- 
mental buyers explained which pri- 
orities were available on their lines 
and gave instruction in the use of 
these preference ratings. 

General Manager S. P. Duffy 
sounded the keynote saying that no 
matter how difficult and annoying 
dealers might find governmental 
regulations of their personal and 
business lives such experiences were 
mere inconveniences compared to the 
downright hardships faced — by 
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“Alternate Merchandise’ — 


rges More Use of Available Priorities 


(Americans in the combat battle areas 
and those who live in enemy-occu- 
pied countries. Sales Manager Wm. 
Grinnell said dealers would have to 
learn to live with restrictions, lack 
of adequate manpower and inventory 
and actually learn this new way of 
doing business from which position 
there is no escape. 

Jos. Culver, buyer, told of the 
difficulties in wire products and re- 
minded dealers that many poultry 
items, formerly made of galvanized 
sheets are now made of wood, fiber 
compositions and other non-critical 
materials. Other buyers who spoke 
briefly of their lines were: A. Chris- 
tianson, housewares and dairy sup- 
plies; Miss Irene Hogan, dinnerware, 
Frank A. Feyder. 
tools, sporting goods, ete.; Ed. 


Ralph, stoves. and Carl Brandtner. 


glassware, etc.: 


who predicted the possible introduc- 
tion of Victory model electrical table 
appliances and stressed the present 
day greatly increased opportunity for 
selling oils and greases both in small 
packages and in bulk. 

Ralph J. Williams, Ray-O-Vae Co.. 
Madison, Wis.. outlined briefly the 
difficulties facing flashlight battery 
manufacturers whose products are 
so vitally important in the war ac- 
tivity, particularly in combat areas. 
Fred Rockwell, who has been han- 
dling priorities problems for Hall. 
reported on his several trips to Wash- 
ington and his contacts with WPB 
and OPA officials. He urged all 
dealers to answer promptly any re- 
quest from these governmental agen- 
cies so that allocations and new 
priorities ratings could come along 
more promptly. 

B. A. Buckmaster, buyer, pre- 
sented the 1943 paint program, in- 
cluding color cards, color harmony 
charts and an outline of the radio 
program including an actual sample 
of Clelland Card and His Gang put- 
ting over a typical weekly radio pro- 
gram. It was announced that in ad- 
dition to this formal radio program 
there would be various spot an- 
nouncements in the general area 
served by Hall dealers. 

O. L. Davis presented the mer- 
chandising plans of 1943 offered 
Hall dealers explaining that the 
1943 problem was the direct oppo- 





S. P. DUFFY 


Secretary and General Manager. 
Hall Hardware Co., Inc. 


site of the situation faced in the 
early depression years—then mer- 
chandise was plentiful and buying 
power and employment were off 
today buying power is high and 
goods are scarce. He urged that 
dealers obtain all kinds of merchan- 
dise that could be sold and said it 
was futile, in these times, to hold 
any contempt for any kind of avail- 
able goods. He also mentioned that 
many alternate lines would hardly 
have sufficient volume to entirely 
take the place of lost lines, and for 
that reason such new lines must be 
numerous and pushed hard and ad- 
vertised so that consumers will know 
dealers have such goods which nor- 
mally they might not expect to find 
in hardware stores. At this point 
the Hall spring catalog for dealers 
to distribute to consumers was dra- 
matized and explained. 

Tuesday night at the Hall audi- 
torium a special U. S. Navy program 
was presented. This included sing- 
ing and music by sailors from the 
Naval Air Cadets Station, Wold- 
Chamberlain Field, Minneapolis, and 
also a group of official war motion 
picture films showing actual combat 
in Egypt, Midway Islands and a film 
showing how these cadets are trained. 
Part of this program is broadcast 
weekly over Station WCCO. 

Wednesday morning the stockhold- 
ers held their executive meeting 
electing directors and deciding on 
operating policies for 1943. 
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OUGH JOBS AHEAD ..a hungry 
war-torn world to feed means extra hard work 
for horses and mules. To supplement mechani- 
cal power diverted from farm to battle-front 
means there will have to be more teams in the 
field more days in the year. 

By protecting the shoulders of horses and 
mules in this all-out food production program 
...- by reducing lay-offs from sore shoulders, 
and by making collars more comfortable .. . 
Ta-Pat-Co Collar Pads make an important con- 
tribution to the war effort. 


Push Ta-Pat-Co Collar Pads 
—Keep the home plows turning , 







American Pad & Textile Co.. Greenfield. Ohio 


SVENT SORE SHOULDERS AND COLLAR CHOKE 


1-TP-5 


TA-PAT.-€O COL 
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Wisconsin Convention 





NAME & PLACE 
Retail Hardware Association conven- 
tion, Feb. 2-3, 1943, at the Audi- 


Wisconsin 


torium, Milwaukee, Wis. (Head- 


quarters, Plankinton House.) 


NEW OFFICERS —President 
W. E. Fitzgerald, S. Milwaukee, suc- 
ceeding Darwin Follett, Coloma; 
vice-president, W. H. Niebergall, 
Wausau. Directors: W. E. Fitzger- 
ald; W. H. Niebergall; Joseph H. 
Kitz, Oshkosh; W. T. Johnson, Rice 
Lake; B. F. Strong, Waupaca, and 
(new) Gerald Zenz, Lancaster. Ad- 
visory board: A. Vanden Wymelen- 
berg, Green Bay; Malcolm Douglas, 
Janesville, and Darwin Follett, Colo- 
ma. H. A. Lewis, Stevens Point, is 
secretary-treasurer. 


RESOLUTIONS— P rote sted 
sales by armed force post exchanges 
of merchandise to civilians in compe- 
tition with established retail outlets; 
approved WPB efforts and pledged 
continued cooperation. Urged action 
by WPB and the U 


of Agriculture to provide rope for 


. S. Department 


defense farming. 


ADDRESSES — President Dar- 
win Follett said that changes brought 
about threaten the dealers’ very ex- 
istence and that the upheaval has not 
yet reached its crest. He urged deal- 
ers to get: a realization of what they 
are up against; confidence and the 
desire to stay in business. Plan in- 
telligently, push long neglected 
items, clean up, collect delinquent 
accounts, reduce expenses and over- 
head and plan for the near future. 

Herbert George, in civilian life a 
department manager for Marshall- 
Wells Co., Duluth, Minn., wholesale 
hardware house, and now senior 
Distributors 


hardware consultant. 
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WISCONSIN OFFICERS— 
Left to right, seated: Presi- 
dent W. E. Fitzgerald, S. 
Milwaukee; W. H. Nieber- 
gall, Wasau, vice-presi- 
dent. Standing: Darwin 
Follett, Coloma, retiring 
president; O. F. Peterson, 
Waupaca; J. H. Kitz, Osh- 
kosh; A. Vanden Wymelen-. 
berg, Green Bay, advisory 
board. 


Branch, WPB, said hardwaremen 
must use dll resourcefulness to do a 
satisfactory volume. Demand _ far 
exceeds supplies of steel, copper and 
aluminum. He outlined the purposes 
of L-63 and PD1X and said that un- 
der CMP, claimant agencies will re- 
ceive only materials required. Spend 
time selling available items. Sell 
tools and other items of critical ma- 
terials only to those who need them. 

Perry Patterson, assistant to Chief 
of Industrial and Hardware Branch, 
WPB, said that the distributors’ 
branch is a clearing house for study- 
ing problems from wholesale and 
retail angles. Ratings do not in- 
crease production. 

Joseph H. Liston, Washington, D. 
C., special representative of Donald 
M. Nelson, chairman, WPB, said 
modern warfare is a head-on colli- 
sion of production forces. In 1939 
we had 10 billions appropriated for 
the war, now the figure is up to 238 
billions. 





H. A. LEWIS 


Secretary-Treasurer 


Russell Lynch, district manager, 
Office of Defense Transportation, 
said ODT was formed to conserve 
domestic transportation facilities for 
successful prosecution of the war. 
During October, 1942, Class I rail- 
roads in the Unnted States handled 
20 per cent more freight than in 
May, 1942, with only 4 per cent 
more cars as the result of ODT reg- 
ulations. We don’t know how far we 
can go with synthetic and reclaimed 
rubber. Retail delivery restriction is 
mandatory and a reduction of at 
least 25 per cent in monthly mileage, 
as compared with the same period 
last year is required. 

Paul N. Reynolds, Madison, Wis.. 
executive secretary, Wisconsin Tax- 
payers’ Alliance, said taxation fol- 
lows appropriation. If taxes levied 
are not high enough to meet ex- 
penses it is necessary to go in debt. 
Per capita debt in Wisconsin was at 
$28 per person in 1915, including 
state, national and local debts, hav- 
ing increased to $413 per capita in 
1941. You are assessable stockhold- 
ers in your government, he declared. 
There’s less danger in raising taxes 
to meet war cost than there is in 
borrowing more. He urged reduction 
in state taxes. 

William J. Peterson, Madison, 
Wis., executive secretary, Wisconsin 
State Chimber of Commerce, said 
the war is being fought to a finish 
to protect the things that have made 
America great. but we must guard 
and maintain things at home. Ameri- 
ca is a country for the little people. 
If it is to be saved from creeping 
collectivism the little people must 
save it. 

George L. Kohn, price specialist. 
Milwaukee District Office, OPA, said 
that that agency was not seeking to 
punish retailers. Wherever possible, 
revised price regulations on various 
products and lines are specifying 
that the mark up above cost shall be 
so much. instead of setting the price 
in accordance with specified months. 
Revised price schedules are being 
made to better fit businesses to 
which they anplv and to involve 
much less record keeping. 

Rivers Peterson. manrging direc- 
tor, NRHA, participated in several 
question and answer sessions with 
government agency representatives 
and made the featured address of the 
closing session. Mr. Peterson stated 
that the beginning of the year found 
most hardware dealers in the most 
liquid position in which they had 
ever been. He advised them to dig 
out obsolete merchandise, line up 
with Victory Garden campaign and 
keep expenses down. 
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NEW YORK STATE OFFICERS—Left to right, seated: F. G. Howard, Bing- 
hamton, first vice-president; F. I. Greene, Syracuse, president-elect; S. H. 
Atkinson, Brooklyn, retiring president; F. E. Pelton, Herkimer, treasurer. 
Standing: F. J. Smith, Hamburg; H. L. Canfield, Le Roy, advisory committee; 
J. R. Ewing, Olean; H. S. Close, Middletown, advisory committee; C. R. 
Stewart, Fort Plain: J. R. Westerman, Walden; George Waterhouse, Pittsford; 
W. F. Bender, Buffalo; A. Hermann, Glendale; C. R. Selkirk, Cobleskill; Harry 
Hoblin, Bronxville. 


New York Convention 


VAME & PLACE. -New York 
State Retail Hardware Association 
convention, Feb. 9 and 10, 1943, at 
the Hotel Syracuse. Syracuse, N. Y. 


VEW OFFICERS - President, 
i. Ll. Greene. Syracuse. succeeding 
S. dl. Atkinson. Brooklyn: vice 
presidents. FF. G. Tloward. Bingham 
ton and J. E. Peek, Canandaigua; 
KF. KE. Pelton, Herkimer, treasurer. 
New directors: Harry Hoblin, Bronx- 
ville: W. F. Bender. Buffalo; C. R. 
Selkirk Cobleskill: directors — re- 
elected: J. Ro. Westerman, Walden: 
Fr. J. Smith, Hamburg and C. R. 
Stewart, Fort Plain. Other direc 
tors: M. F. Snow. Hornell (now with 
WPB): George Waterhouse, Pitts 
ford: A. Herrmann, Glendale; H. S. 
Carleton, Troy: J. R. Ewing, Olean: 
R. T. Wiles, Saranac Lake (with 
U. S. Navy) E. A. Geist. Buffalo 
(with U. S. Army): M. W. Howe 
Canton: L. J. Walter, Remsen and 
lr. W. Leavenworth, Amsterdam. 


RESOLUTIONS — Urged use 
of state surplus to reduce toxes: 
urged reduction of state spending 
to minimum: urged a “pay-as-you 
go” tax plan: favored simplification 
of methods of dittributing smaller 
farm items now subject te U. S. 


Department of Agriculture ration- 


ing such as milk cans. farm fence. 
ete. : protected mv unnecessary reg- 
ulation ol Lousine — and urged repeal 


of wartime regulations as soon after 
peace as possible: favored larger al 
lotment of steel for farm equipment 
and girden tools: opposed in’ prin- 


ciple provi tons ota proposed state 
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hill fixing state penalties for viola- 
tions of price ceiling and other war 
laws and making employer or prin- 
ciple liable for such violations by 
employee or agent; pledged war ef- 
fort support and requesting a state 
trade diversion law applying equally 


to all forms of distribution. 


{IDDRESSES —President S. H. 
\tkinson, Brooklyn. expressed hope 
that this country will take the initia- 
tive in the peace to follow this war. 
Hardware dealers must have mer 
chandice to help maintain homes, 
factories and farms and must believe 
orders restricting them were given 
to accomplish necessary purposes. 
he said. Dealers should not forget 
staples in their line and should go 
after paint sales and repair services. 

E. R. Masback, president, Mas- 
back Hardware Co., New York City, 
wholesalers, urged the dealers to 
get closer to their regular whole- 
salers than ever before. Turn white 
elephants into cash as quickly as 
possible and be wary of dealing 
with firms you know nothing about 
he warned. Don’t buy and buy 
buy and sell. Balanced stocks are 
important, 

Secretary N. H. Kiley. Syracuse 
outlined association activities and 
services and warned there will be 
worse competition for the hardware 
dealer after the war. 

\. L. Seaife, Bridgeport, Conn.. 
merchandise manager. Applian 
Division, General Electric Co.. said 
that post war planning is no differ- 
ent than any other planning. People 
are markets and women the purchas 


ing agents of this country. There 
will be radical changes in selling 
after the war, 

Harris H. George, CPA and at- 
torney, Syracuse, discussed partener- 
ships and corporations as forms of 
business for hardware dealers and 
outlined terms of the Victory Tax. 

B. K. Sheldon, Syracuse, Priorities 
Analyst, WPB, said retail stores 
have to some extent been left out of 
the entire priorities system. Retail 
dealers will, because of the war ef- 
fort, get less and less merchandise. 

Martin Tarzian, Brooklyn dealer, 
urged selling repair services at fair 
and reasonable prices and the sell- 
ing of entire overhaul jobs instead 
of mere repairs. 

Robert O. Graves, New York City, 
Regional Stove Rationing Represen- 
tative, OPA, explained the coal stove 
rationing plan, Ration Order No. 9, 
which can be called a selling plan. 
Intended to channel stoves to areas 
where fuel oil shortage is greatset 
it will make available 300,000 such 
stoves. These may be sold on ration 
order from local ration boards to 
persons without heat of any kind, 
both to replace heating stoves which 
are beyond repair and as a substitu- 
tion for oil stoves. 

Rivers Peterson, Indianapolis, 
Ind., managing director, NRHA, 
said the road ahead is hard but not 
hopeless. Taxes will be higher, reg- 
ulations will increase and will be 
enforced more drastically. More 
items will disappear from. stocks. 

Leslie Hill Prince, Albany, Citi- 
zens Public Expenditure Survey, 
said many war controls will likely 
continue following the war. He 
urged a pay-as-you-go tax plan 

J. W. Hansen, Chief Price Attor- 
ney. Syracuse District Office, OPA, 
suid that from September, 1939, un- 
til publication of the General Maxi- 
mum Price Regulation. price ad 
vances at different levels averaged 
as follows: producers or manufac- 
turers, 66 per cent; wholesalers, 31 
per cent and retailers, 25 per cent. 
OPA is going away from fixed base 
prices in new and_ revised price 
schedules. 

D. J. Rizzo. Business Specialist. 
Svracuse District Office, OPA, said 
the General Maximum Price Regu- 
lation covers most of the commodi- 
ties sold. He outlined provisions of 
schedules on finish builders’ hard- 
ware, used vacuum cleaners and 
used household refrigerators and an- 
swered numerous questions on the 
General Maximum Price Regulation 
and on price schedules covering ser- 
vices and various specific lines. 
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‘ 
f 


A N “RE” has been transferred from Los | and promotion of food and House. 
rmy- avy war e Angeles, where he was manager| hold products both here and 
of the Pacific region. W. S.! abroad. 
Fernholz, formerly southern re- 


Simonds Fachhbare Plants |r re) a erence 





Satan te Senet. FROM ANIMAL TRAP CO. . 
WHITE MOP WRINGER co. Richard P. Healy has resigned iaae 
CLOSES N. Y. OFFICE as general sales manager of the chus 
Animal Trap Co. of America, of 1 
White Mop Wringer Co., Ful- Corp 
tonville, N. Y., manufacturers of % , ons 
| floor cleaning equipment, has ae 
closed its New York office and turer 

warehouse during the absence of but 

| Arthur Ohlbaum, the company’s the 

representative for the past 20 a 
years in the metropolitan area, “ 
who recently received a lieuten- cata 

ant’s commission in the Army. Si) 
All mail is to be directed to dien 
the main office in Fultonville. fami 
i Be guisl 
Wor 
KLAPP SALES MANAGER Lieu 

CF HOLLINGSHEAD CORP. U.S. 
he R. M. Hollingshead Corp., He. 
The Army-Navy “E” flag won by the Simonds Saw & Steel Camden, N. J., has announced offer 
Co. and some of the participants in the ceremony. Maj. Danie! the appointment of J. W. Klapp outs! 
Simonds, Gifford K. Simonds, Jr. general manager of the as sales manager of the “Whiz” has 
company, Brig. Gen. Burton O. Lewis, Sakari Lindstrom, em- i iauliotl Dette Wo € Cog. R. P. HEALY Sout 
plovee with 47 years continuous service, Alfred W vollacott. am wee becomes neneeel won| Listes, Ps. Me. Beals hes net Gua 
mayor of Fitchburg, and Capt. Gordon C. Hall. U.S.N.R. aver of the “All-Nu” Products | announced his plans for the fu a 
dent 


Division. J. W. Klapp, who re-| ture. At present he is taking a 
Presentation of the Army-Navy Among the guests of henor | cently joined the corporation has | vacation at Clermont, Fla. 
“KE” pennant by Brig. General) were Hon. Leverett Saltonstall, 
surton O. Lewis, U.S. A., Boston | governor of the Commonwealth 
Ordnance District, highlighted | and the Hon. Alfred Woollacott, R. p Samuelson Heads Tool Sales 
the program on Feb. 9, when the | mayor of the city. 


employees of the two Simonds The ceremony was fiesta to For Greenlee Tool Co. Division 








Saw & Steel Co. Fitehburg,| the members of the emplovee s ' ° . ; ‘ 

Mass., plants received the Army- | families and friends over the |o- O. Vincent Haegg, assistant | of Greenlee Bros. & Co., Rock 
* : oa a ee apg er 

Navy “E” award for high ef-| cal radio station. Roy Williams, | seeretary and manager of wood. | ford, IIl., of which Greenlee Too! 


ficiency in war production. The | president, Associated Industries | working machinery sales, suc- Co. is a division. Mr. Alverson’s 
retirement from active business. 


pennant was accepted for the | of Massachusetts, was master of | ceeds A, FE. Alverson as secretary é - 
after 42 years of service with 


company by Gifford K. Simonds, ceremonies. 


Jr.. general manager Greenlee, was reported in th 


Capt. Gordon C. Hall, U. S. Feb. 4 issue of HArpware Ace. In 
N. R., presented the Army-Navy NEW SOUTHERN OFFICE f addition to being secretary ol 
“E” pins and they were accepted OPENED BY DETROIT REX the company, he has been in 
on behalf of the employees by Che Detroit Rex Products Co.. E) charge of all tool sales for 
Theodore T. Carlson, president, | Detroit, Mich., metal cleaning en ’ te YY sneer nee Tool Co. and its parent 
Simonds Employees Aid & Bene- | gineers, has established new re- éx organization. ; 
fit Association. Major Daniel gional sales and service offices - Raymond J. Samuelson, for the 

7 past 19 years assistant to Mr 


Simonds, president of the com-| in Birmingham, Ala. Effective ; 
Alverson, will now manage th 





pany, now on leave to serve with | at once the address is as follows: 
the U. S. A. First Service Com- | Detroit Rex Products Co.. 2308 


mand, commended the employees | 4th Avenue, North Birmingham. 


tool sales. 
Other executive personnel 


on winning this high honor. \la. changes in the Greenlee organ 


Nearly 2000 employees from The new facilities will enable zation include the election of A 


bert H. Eggers as president su 


the Armor Plate and the Saw | the company to give better ser- 
ceeding George C. Purdy who 





and File factories gathered with | vice to those southern state in- 
their guests for the ceremony in| dustries in the metal cleaning becomes chairman of the board 
the Simonds Controlled Condi- | field. 


tions plant at Fitchburg Wm. A. Vensel, recently ap- R. J. SAMUELSON Geddes as second vice-president. 


and the selection of Leslie H 
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NEWS 


RADE 


and our management in establish- 


Harrington & Richardson Wins 
Army-Navy “E” Award 


presentation being 


With 
made lor 


the 
the first time in Massa- 


chusetts by a high-ranking officer 


of the United States Marine 
Corps, Harrington & Richardson 
Arms Co., Worcester, Mass., 


known for 70 years as manufac- 
turers of shotguns and revolvers, 
but now in all-cut production of 
the H&R 
Gun, recently received the Army- 
Navy “E” 


excellence. 


Reising Submachine 


Award for production 


Speaking before a large au- 
dience of H&R employees, their 
families, friends, and 


guished guests assembled in 


distin- 
the 
Worcester municipal auditorium, 
Lieut. Col. John D. Blanchard, 
U.S.M.C., made the presentation. 
He cited 
offic ial 
outstanding role the Reising gun 


several incidents from 


records illustrating the 


has played and is playing in the 


South Pacific. particularly in 
Guadalcanal. 
Francis A. Smith, vice-presi 


dent and general manager of the 


reek Ke & 2 


ee 


Speakers’ platform at the ceremony recently held at the Worcester 


company, accepting the pennan 


pledge d 


to “produce 


more and 
more and more until every | 
Jap who dares oppose ls hy 


gone to his ancestors, until eve: 
Nazi Hitlerite is 


behind the white flag of compl 


crawling 


surrender.” 
Major Walter ¥ Brown. 
USA., token ‘Ee 
lapel pins to five representativ: 
They 
Sjoberg. plant 
Mrs. Edith 


representing 


presented 


employees. were Gusta 
superictendent: 
Beaumont Calhane 
women employees; 


Ivaw Swenson, oldest employee in 


point of service, who has been 
with the company 60 year=; Am 
brose R. Martell, newest em 


ployee eligible for the pin, and 
Steven Williams, president. Fire- 


arms Worker. Union, who made 
the response for employees. 

President Jay ( lark. a. Was 
and said, 


proud of your 


master of ceremonies 


“To am naturally 
achievement and of the splendid 


cooperation between our workers 





a production record that Un 
the Navy Fon 
restal said was outstanding when 


he advired 24 that we 
thre 


der-Secretary oj 


us on Dec. 
been chosen to receive 


Army-Navy “E” 


had 


production 


award. 
Fotlowing brief addresses by 
he Mayor and the Governor, 


Mr. Clark presented Lieut. Col. 
Blanchard. On the speakers’ plat- 
orm were officers of the Army, 
Navy. Marines and Coast Guard, 
employees of the 


turce former 


company, who are now in the ser- 


vice, members of the First Naval 
District public relations — staff 
from Boston, and many other 


vuests, 


JENNINGS RESIGNS FROM 
LAMSON & SESSIONS CO. 


a vice-president 
of the Lamson & Sessions Co., 


Jennings, 
Cleveland, Ohio, retired from ae- 
tive business on Feb. 1 for rea- 
health. 

Mr. Jennings started with the 
Oct. 1, 1907, and 
the various de 
partments of the bolt plant for 


1913 to 1919 


sons ol 
company on 
Was engaged in 
From 


siX vears. 


& 
ot ~- © 
ey . ae : 
E Lt “ , 
: <A ff a & 
4 - ' 
fuditorium when the 


irmy-Navy “E” for outstanding production was awarded to Harrington & Richardson Arms Co. 
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JENNINGS 

he was a salesman on the road. 
In 1919 he 
sales manager and became sales 
1920. Later he be 
came successively assistant secre- 


Was made assistant 


manager in 
lary, secretary, factory manager 
of operations and vice-president 
1926. He 
vice-president 
1933 


in charge of sales in 
elected 


treasurer in 


Was and 
and has been 


1941. Mr. 


remain as a dires 


vice-president since 
Jennings will 
tor and substantial stockholder in 
& Sessions. 


Mr. Jennings is a 


Lamson 
director of 
Johnson & Jennings Co.. Upson 
Walton Co. and the Guarantee 
Specialty Mie. Co. all of Cleve 


land. 


MOREHOUSE & WELLS CO. 
SUFFERS FIRE LOSS 


Damage in excess of $25,000 
was suffered by the Morehouse 
& Wells Co., wholesale hardware 
Decatur, Hl. 
smoke recently 
destroyed part of the company’s 


distributors, when 


fire, water and 
stock and caused damage to the 
building. 


Wilbur 


general 


According to 
phrey, president 
manager of the firm, the loss was 
about $2,000 on the building and 
approximately $23,000 in stock. 
A large stock of light bulbs was 
destroyed in the blaze and dam 
ge to linoleum and other items 


was caused by water which 


seeped into the basement wher 


they were kept. It is believed that 


the fire started in the shipping 
room. However, there was prac 
tically no interruption of busi 
ness, 
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J. Gilpin Bright, AirF orceMajor, 


Thrice Decorated for Bravery 


itor heroes from 
1s Major 


son of Stanley 


Among the ay 
the hardware fraternity 


J. Gilpin Bright, 


president, 





MAJOR J. 


GILPIN BRIGHT 


Reading, Pa., wholesale hardware 


distributors. Although but 24 | 
years of age, Major Bright has 
heen thrice decorated and has 


seen action in more than 80 aerial 
combats. In July, 1941, just a few 
weeks his 
from Princeton University he left 
Amer 
ican Volunteer Group of the Chi 
nese Air Fores 


following graduation 


for China to serve with the 


the famed “Flying 


gright & Co., | 


| bv shooting 


| Chennault, 


firmed triumph when he de 
stroyed two fighters on the 
ground in Thailand. The next 
day he received credit for his 


first confirmed air combat victory 
down a Japanese 
fichter plane. Two weeks later he 
shot 
sent a fighter plane to its doom, 


down another bomber and 
in flames, on Jan. 26, 1942, 

Claire L. 
the 
Air Forces in China award- 


Brigadier General 
commander of 
\rmy 
ed the Distinguished Flying Cross 
to Major Bright, who was at the 
time recuperating from a severe 
ittack of dysentery. The citation 
stated, “This gallant action, while 
sick and weak, in destroying one 
certain and one probable enemy 
aircraft in a single-handed action 


| against strong enemy forces, fol- 
lowed the action of the previous 
day in which Major’ Bright 


| aircraft in 


brought down one other enemy 


in aggressive attack. 


These two actions on successive 
days demonstrated not only su- 
perior flying skill but extraordi- 
nary heroism in connection with 


ligers.” For his services in China 
he was twice decorated by the 
Chinese government. Commis- 
sioned a major in the U. 8, Army | 
Air Foree, early in July, 1942, 
he has already turned in three 
combat victories while flying for 
this country. Major Bright has 


Australia and at 
New Guinea and at different sta 


seen service in 


tions in the United States. While | 


Port Angeles, Wash., 


he was appointed commanding of 


serving at 


ficer of a squadron. 
his summer 


devoted to 


Several of vaca 


tions were studying 


the hardware business as an em 
ployee in the shipping and re 
Bright & Co. 


Ilis flying activities began while 


( eiving sections of 


he was a sophomore at Princeton. 
Following completion of 
years at he 
naval aviation cadet at Pensacola, 


college 


and a 
1940. 


action 


Fla., receiving his wings 
commission as ensign in 
Later he volunteered for 
with the “Flying Tigers”. 

Although his entire record as 
an army officer has been an ex- 
ceptional one, the month of Jan- 
uary, 1942, particularly 
dangerous one. On Jan. 8, 1942, 
he was credited with his first con- 


was a 
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two | 
became a | 





military actions against an armed 
enemy. Major Bright’s outstand- 
ing achievement reflects the high- 


est credit on the military forces 
of the United States and is an 
inspiration to both officers and | 


men.” 

Major Bright’s brother, Joe, is 
now at Aberdeen 
Grounds, Md., Ordnance Replace- 


Proving 


ment Training Center, having en- 
listed last September. 


THOMAS E. MAHER JOINS 
FREDERICK JOHNSON CO. 

Thomas E. (“Ed”) Maher, 
2926 St. Paul St., Denver, Colo.. 


an experienced salesman, former- 





THOMAS E. MAHER 


| 
| 
| 
| 
| 
| 
| 





ly employed by jobbers in the 
Mississippi River Rocky 
Mountain territory, recently joined 
the Frederick Johnson Co., man- 


and 


ufacturers’ agents, 
He will cover the States of Colo- 
rado and Wyoming for the com- 
including 
Bent 


several lines. 
Products, 


pany’s 


Abrasive Inc., 


zinger brushes, Hartwell handles, 


United 
and 


Holland 
Machine 


metal cutting and threading tools. 


tacks, 


products, 


C. REID HUDGINS HEADS 
G. M. WILLIAMS CO. 

C. Reid Hudgins recently be- 
came president of the G. M. Wil- 
liams Co., New Conn.. 
succeeding J. P. Arm- 


strong as head of one of the old- 


London, 
Taylor 


est hardware businesses in the 
country. All the outstanding 
stock of the company has been 


acquired by Mr. Hudgins and his | 


family. 





4 


C. REID HUDGINS 


Mr. has 
general manager of the business 
his association with it in 
1937, will hold the position of 


Hudgins, who been 


since 
treasurer as well as president; 


his Reid Hudgins, 
ceeds his father as vice-president, 


son, C. suc- 


and the elder Hudgins’ wife, 
Mrs. Margaret S. Hudgins, is 


secretary and assistant treasurer. | 


A veteran in the hardware 
business, Mr. Hudgins started his 
career with The Hawks-Maupin 


| Co., Portsmouth, Va. After serv- 





ing in the Navy during the last 
war, he became assistant general 
manager of C. A. Nash & Son, 
Norfolk, Va., and later joined the 
Russell & Erwin Mfg. Co., New 
Britain, Conn. From New Britain 
he went into business with Tull 
Brothers, Inc., Hartford, 
leaving there to take over a sales 
agency in Houston, Tex., where 


he represented a number of hard- | 


Seattle, Wash. | 


Screw- 


Union | 


Conn., | 


BURT HEADS TRADE SALES 
FOR SHERWIN-WILLIAMS 


A. H. Burt recently was ap- 
| pointed general manager of trade 
| sales of the Sherwin-Williams Co., 
paint Cleveland, 


manufacturers, 





A. H. BURT 


Ohio. He succeeds L. F. Collis- 
ter, who became general manager 
of John Lucas & Co., Inc., Phil- 
adelphia, Pa., a short time ago. 

Mr. Burt brings to 
office a long experience with the 


his 


new 


company, having served previous- 
ly as executive manager of dealer 


sales. 


EDWARDS TO RETIRE 

AS ATLAS TACK PRES. 

Roger D. Edwards, president 
and manager, Atlas Tack 
Corp., Fairhaven, Mass., has an- 


sales 


nounced to employees and stock- 
holders of the company that he 
will enter his name for re- 
election as an officer at the an- 
nual meeting to be held March 
New York City. Mr. 
made this decision so 
devote his entire 
duties in the War 
Department which he accepted 
last November. At the time of 
his government appointment Mr. 
granted a 


not 


17 in 

Edw ards 
that he 
time to 


may 
the 


tem- 
from 


Edwards was 


porary leave of absence 


the Atlas Tack Corp. 





ware and building material man- | 


ufacturers. 


ROGER D. EDWARDS 
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BASSETT RESIGNS FROM 
AMERICAN FORK & HOE 


H. Lee Bassett, who recently | 


resigned as president of Turner, 


Day & Woolworth Handle Co., | 





H. LEE BASSETT 


Louisville, Ky., has also resigned 
from American Fork & Hoe Co., 
Cleveland, Ohio. Mr. Bassett, 
who has not announced his plans 
for the future, resides at 2751 | 
Claythorne Rd., Shaker Heights, | 
Ohio. 

oe 
PARKER WIRE GOODS | 
NOW PARKER MFG. CO. | 


At a recent meeting of the 


stockholders of the Parker Wire 


Goods Co., Worcester, Mass., | 
the company’s name was 
changed to Parker Mfg. Co. | 


The reason for the new name is | 


because of the much _ wider | 


jrange of 


ware 


products which the 


|company is now manufacturing. 


There has not been any change 
in the management or any of 
the business policies of the com- 
pany, which was originally in- 
corporated in 1901. 

It also was announced that an 
addition to the company’s plant 
is now being made. 


ALLEN RESIGNS AS 

ASS’NS SECRETARY 
Ralph S. Allen, New York 
manager of the Diamond Expan- 
sion Bolt Co., recently resigned 
after five years as secretary of 





RALPH S. ALLEN 


the Metropolitan Hardware As- 
sociation and after 10 years as 
secretary of the Brooklyn Hard- 
Association. The resigna- 
tions were necessary due to the 
added duties of Mr. Allen’s posi- 
tion and will take effect at the 
annual meeting of each associa- 
tion in March. 

Mr. Allen will continue to 
serve as secretary of the Hard- 
ware Square Club. 


Western Home Furnishings Market 


Attracts 


Thousands of home furnishing 
dealers and buyers gathered in 
San Francisco for the 55th con- 
secutive Western Home Furnish- 
ing Market at the Western Mer- 
chandise Mart, Feb. 1 to 6. This 
trade event attracted wide at- 
tendance from throughout the 1] 
western states, with particularly 
heavy registrations recorded from 
the Pacific Northwest and Inter- | 
Mountain areas. 

Opening day of Market Week | 
drew the greatest attendance of 
dealers and buyers ever recorded 
on one day in the history of the 
Mart. 
were maintained until mid-week | 
registrations leveled off. | 
With many lines of merchandise | 
at a premium, buying was ex- | 


| 





High attendance records | 


when 


ceedingly active in all divisions 
of the industry. Manufacturers, | 
generally, were selling on an al. | 
location basis, and were able to | 
handle the heavy demand. 
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} 
gram 


| ciation, San 


Pacific Coast Buyers 


One of the highlight 
events was the Western 


trade 
Furni- 
ture Conference “Industry Din- 
ner,” held in the Mart on Feb. 2. 
On this Retail 
Furniture Cali- 
fornia and the Mart management 
were co-hosts to nearly 1000 vis- 


occasion the 
Association of 


iting members of the five West- 
ern Retail Furniture Associations 
and Mart Exhibitors. 

Speakers for the evening pro- 
were Col. Lawrence H. 
Whiting of Chicago, president, 
(American Furniture Mart, and at 
present serving with the Army 
as Chief of the Classific&tion 
Branch, Military Personnel Di- 
vision, Services of Supply: Ros- 
coe R. Rau, also of Chicago, 
executive vice-president, National 
Retail Furniture Association, and 
Charles W. Collier, managing di- 
rector, Pacific Advertising Asso- 
Francisco. 
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@ 
Ll - 
its future 
assured (3 |: 


Civilians will continue to do without equip- 
ment essential to the maintenance of pre- 
war living standards until Victory is won. 
But every day of war is adding to the host 
of families who must have new cooking and 


heating appliances as soon as available. 


This condition is building a future oppor- 
tunity for every Stove Dealer—it is another 
reason why you should maintain your posi- 
tion through servicing the stoves in your 


community. 


In the meantime, you can also speed the 
day of Victory by urging your customers to 


BUY U. S. SAVINGS BONDS 


Allen flies the Min- 
ute Man flag show- 
ing 10% gross pay- 
roll participation. 










Our facilities are de- 
voted almost entirely 
to war work. 


















PRINCESS RANGES for coal and wood * PARLOR FUR- 

NACES for coal, wood, gas and oil © STREAMLINE RANGES 

for coal, wood and oil © HEATERS for coal and wood * 

LAUNDRY STOVES for coal * HOT WATER HEATERS 
for coal *© COOK STOVES for coal and wood. 


ALLEN MANUFACTURING COMPANY 
NASHVILLE, TENNESSEE 




















KNUDSON PRESIDENT 
a , OF HENKLE & JOYCE 





; ‘ Evan Knudson has been named 


Henkle & 


president of 
Hardware Co., 


j 
$ 
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~ MAYBE YOUR 
JOBBER CAN’T DELIVER 


WHITNEY HAMPERS! 


EVAN KNUDSON 


who passed 
1942. 
Mr. Knudson has been with 


away on 


the company since 1938, having 
Kan.. 
engaged with — his 
brother in the hardware and im 





moved from Goodland, 


where he 


IF he can't, don’t blame him. Blame us at Whitney. plement business. 


Or rather, blame the thousands of customers who are de- 


KEYSTONE SOUND FILM 


manding Whitney Hampers. Frankly, the demand has become AVAILABLE TO GROUPS 


so great that we must ask jobbers to refuse to sell any new The story of the continuing 
need for scrap iron is unfolded 
dealers for several months to come. in a dramatic 15-minute sound 
slide film just released by the 
We , , . Keystone Steel & Wire Co.. 
E feel our first loyalty is to those of you who “pal > . 
. ‘ Peoria, Hl. “Where is the Bat 
tlefront?” a strictly non-com- 


have been our customers in the past. To you we promise to 
mercial film, was produced in 
cooperation with the Salvage Di- 


, vision of the WPB and shows a 


sequence of scenes from variou- 


do our best to meet your needs, but please do not be dis- 
appointed if your jobber cannot always supply your require- 
. when you want them 


ments . The demand upon our 


production capacity has become enormous. 


Joyce 


wholesale hard- 


ware distributors, Lincoln, Neb.. 
succeeding the late R. M. Joyce, 


Nov. . 


world battlefront- as well a 
views of intensified war-industry 
centers. The entire sequence | 
knitted together by martial musi 
| and emphatic narrative. The com 
pany will supply prints and res 
ords of the film for group show 
ings where local equipment an 
facilities are available. 


REINERT PROMOTED BY 
WELLS LAMONT CORP. 
G. Edward Reinert, a district 
representative for Wells Lamont 
Chicago, Ill, manufac 
turers of work and dress gloves. 


Corp., 


recently was called to Chicago 
to join the executive staff of 
the company. He 
charge of the correspondence 
and order departments of | the 


assumes 


company’s eight factories. 
Prior to his association with 
the Wells Corp., Mr. 


Reinert was tool and farm good- 


Lamont 


buyer for the former Simmons 


Hardware Co. for many years. 





G. EDW. REINERT 


Later he was with American 
Hardware Supply Co., Pitts 


burgh, Pa., for several years. 


New England Housewares Shou, 


There are No Better Hampers Made than 


The tenth annual New England 


ZS Housewares Show, held at the 
. ; Parker louse, Boston, Mass., 
Feb. 8 to 12 and sponsored by 

7 NEV the Housewares Club of New 


England, Ine., was the most suc 
cessful ever held. Governor Sal- 


tonstall opened the show on Feb. 


* 8 and thereafter the rush of buy- 

4 A ie B F re S ei ; ers was on. Many exhibitors 
reported after the first two days 

i a” they had sold more merchandiss 


F A WHITNEY CARRIAGE CO than anticipated and in some 


cases lines were withdrawn from 
ONE PARK AVE.) LEOMINSTER, 
NEW YORK 


The Only Nationally Advertised 





MASSACHUSETTS sale. 


SAN FRANCISCO - 666 Lake Shore Drive, CHICAGO From standpoint — the 





every 


74 


Feb. 8-12, Largest Ever Held 


show was the largest ever held. 
Exhibitors’ space Was sold out 
which meant 140 display room- 
in which were shown more than 
275 lines. The buyer attendance 
ran around 1950 with over 500 
registering the first day. 
Non-priority or replacemen! 
items were features of the show 
such as coffee mixers minus rub 
ber gadgets, bread _ slicing 
boards, fire place grates made of 
glass and other non-essential ma 
terials, wooden pails, glass ove 


kitchen 


sets and cleaning powders, etc. 


roasters and canniste: 
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N. Y. CONVENTION PARTY 
DRAWS MORE THAN 250 


The banquet and entertainment 
that marked conclusion of tie 
annual convention of — the 
New York State Retail Hardware 
\ssociation, and held Wednesda 
Feb. 10, at Hot 


ling, the 
Syracuse, Syracuse, N. Y.. at 
tracted more than 250 dealers. 
manufacturers, guests and their 


ladies. Sponsored jointly by the 


lealer association and by the 
\s-ociates the entertainment pro 


musical 


gram comprised novelty 
and dancing numbers. 
In appreciation af his servi 


S. H. Atkinson, 


ng president of the dealer as«o 


Srooklyn, retis 


iation was presented with a 
wallet set by N. H. Kiley, Syra 
cuse, secretary of that organi 


ion. Speaker of the evening wes 
James E. Gheen. New York City. 
public relations counselor and 
imorist. 

\t the Associates annual meet 


Wil 


orbin 


held previously, E. J. 
Williamsville, C 


Screw Corp.. Was elected presi 


Hams, 


the Associates, succeed- 
ing A. C. Klotz, Rochester, Bar- 
ker, Rose & Kimball, Inc. G. C. 
Costello. Burhans & Black, Inc., 


dent of 





the 
Mr. 


Syracuse, is new 


Kiley, 


vice-pre: i- 


dent and secretary 


treasurer. 





WALTER 


TRITTIPO 


Chicago district manager. 
Proctor Electric Co., Philadel- 
phia, Pa.. has been granted «a 
leace of absence for the dura- 


tion and has been commis- 
sioned a major in the United 
States Army He is now. sta- 


tioned in Washington and is 
serving as executive officer with 
the division 


Services of Supply. 


‘4 STAR 


of Headquarters, 


SQUARE CLUB HEARS 
JUSTICE JOHN MacCRATE 

Hon. John MacCrate, Justice 
of the Supreme Court, State of 
New York, 


and speaker at 


Was guest of honor 

the Feb. 16 
meeting of the Hardware Square 
Club, held at = the Masonic 
Temple, 23rd St. and Sixth Ave., 


New York City, the 


being attended by more than 50 


meeting 
and Justice 
MacCrate, touching on the lives 
Presidents Lin 
Washington their 


application to present day affairs, 


members guests. 


and opinions of 


coln and and 


pointed out that both were sur 


vevors in their early years and 


as a result learned to look at 
things and measure them a 
curately. When they dealt with 


words they used them so peopl 
could understand what they 
meant and could be guided by 
them. They had no objection 
to discussion of their opinion 


by the people. Yesterday’s ma 


jorities become tomorrow's mi 
norities, he warned. a << 
Flamman,. Mellen, Flamman & 


Simpson, president of the club. 
meeting, 
called to. the 


onducted — the 


Attention was 
club’s) war bond selling cam 
paign. three members subser!! 


Plastic Drain Stoppows 
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2 
6. 124” Drain Stopper 
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Drain Stopper 2. 114” Drain Stopper 3. 1 
7. 1°24” Drain Stopper 
11. Bath Universal 

OTHER KAMPA 4 STAR PLASTIC PLUMBING ITEMS 
Plastic Floats — Plastic Flush Elbows — Plastic Flush Balls — Plastic Seat Bumpers 





8. 174” Drain Stopper 
12. Sink Universal 


\%" Drain Stopper 4. 1°45” Drain Stopper 5. 1)4”Drain Stopper 
9. 2” Drain Stopper 





























ing to a total of $1500 worth of 
Those 


minded that the entire profits of 


bonds. present were re- 


the club’s Shore Dinner, to be 
held May 6, at the Hotel Astor, 
New York City. will be donated 
to war charities. 

Just prior to the closing of 
the meeting the happy news that 
the son of Harry Kornrumph, 
Long Island Hardware Co., 
chairman of the entertainment 
committee, who had previously 


been reported “missing in ae- 
tion” was known to be safe and 
back with his regiment. 


THEOBALD TRAVELS 
L. H. SMITH, INC. 
William Theobald has been ap 


pointed as a traveling 


FOR 


salesman 
8 Eighth 


by L. H. Smith, Ine., 
St., Pittsburgh, Pa., wholesal 
hardware distributors, and will 


cover the territory formerly 
covered by the late Joseph W. 
Edgar. Known to many hardware- 
men as “Buck,” Mr. Theobald 
had been employed for the past 
five years by L. H. Smith, Inc., as 
Prior to his 


now 


an inside salesman. 
connection with that company he 
had 
Logan-Grege Hardware Co., Pitts 
Pa., 


been for 20 years with 


burgh, wholesalers. 


KAMPA 4 STAR 
PLUMBING PLASTICS 
LEAD THE FIELD 


The beauty and practicability 
of 4 Star Plastic Drain Stop- 
pers has made them the most 
popular stopper line with 
American Homemakers. 
Now more than ever, con- 
sumers will be demanding 4 
Star Plastic Drain Stoppers. 
Starting with the May issue of 
Better Homes and Gardens 
Magazine 4 Star Plastics will 
be featured regularly. Protect 
your inventory by ordering 
from your jobber now! 


4 Star Plastic Drain Stoppers 
are available in all popular sizes 
(see illustration). They repre- 
sent a complete line of new, 
modern, non-corroding stop- 
pers that are sanitary and long- 
lasting. The permanent white 
color matches plumbing ware. 
* The Only 
NATIONALLY ADVERTISED 
Plastic Drain Stoppers 





KAMPA MFG. CO. 


Plastics Gabrication 








10. Basin Universal 
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Dinner at 


Midnight 





yi )EIN’S on the swing shift. Comes home about 12:30 


it night, simply ravenous. Our hours are all topsy- 


turvy now, but my job is to keep him well-fed and fit to 
carry on with his job. If he works overtime and comes 
home late, | have to cope with that, too. 

So my Grand range has been a blessing. I plan oven- 
meals, and that Robertshaw oven heat control helps me 
to time our meals to a split-second, or to keep the food 
warm until he gets home. It helps us save gas too, an 
important economy when we're trying to pare our bud- 
get to buy more War Bonds. 


When the war's over and we're 


ready foranew range, I m gong 





right back for another Grand. 


WHEN PEACE COMES...IT WILL BE GRAND 


G@AS AND 
etecrric 


Grand Ranges 


DIVISION OF THE CLEVELAND COOPERATIVE STOVE COMPANY 
CLEVELAND, OHIO 








Army-Navy “E” Production Awards 
Of Interest to the Hardware Trade 


Altorfer Bros. Co., Peoria, Ill. 

*American Steel & Wire Co., 
Cleveland, Ohio, Worcester, 
Mass., plant. 

*Greenfield Tap & Die Corp., 
Greenfield, Mass. 

**International Nickel Co., 
Inc., New York City, Hunting- 
ton, W. Va., plant. 

Murray Ohio Mfg. Co., 
land, Ohio. 


Cleve- 


New York Gift Show 


More than 5400 buyers at- 
tended the New York Gift Show, 
sponsored by the National Gift 
and Art 
directed — by 


and 
Little 
Management, Inc., at the Hotel 
New Yorker on Feb. 15 to 19. 


Association, Inc., 


George F. 


Representatives of wholesale and | 


retail hardware companies, as 
well as other gift outlets, crowded 
the exhibits and according to re- 
ports buying was exceptionally 
There were over 100 ex- 
lines of 


plastic, 


heavy. 


hibitors, who showed 


soods made of wood, 
leather, ete. 

During the show the National 
Gift and Art Association held its 
election of officers and reelected 
those who held the positions for 
1942. Henry Underberg, Breslar- 
Underberg, New York City, was 
reelected president; A. S. Henry, 


Philco Corp., Philadelphia, 
Pa. 

Simonds Saw & Steel Co., 
Fitchburg, Mass. 
| Western Stove Co., Culver 


| City, Cal., San Bernardino, Cal., 
plant. 
*Awards won for second time. 


**Award won for third time. 


Attended 


by 5,400 Buyers 


At another meeting for deal- 
ers, presided over by Mr. Under- 
berg, government representatives 
told of bond campaigns, the “Re- 
tailers for Victory” program and 
OPA activities. Benjamin H. 
Gordon, New York City, Com- 
mercial Agent, Regional Office, 
U. S. Department of Commerce, 


| pointed out that retailers were 


| come an 
wax, glass, china, paper, pottery, | 


vice-president and George S. Lit- | 


tle, secretary-treasurer. The 
board of directors: W. C. Bur- 
roughs, Walter Crowell, Edward 
Greeman, Harper Junius, Samuel 
Keepnews, Stanley H. Lang, Ed- 


ward S. Lynch, Emmet White, | 
and Anne C. Wilmerding. Three | 


new directors were also elected, 
Harry Burkhart, J. 
and S. Craig Preston. 


Leo Grogan 


warned a year ago to add new 
He warned that by July 1, 
1943, the already critical inven- 
tory situation would be more 
critical. 


lines. 


Lost manpower will be- 
increasingly difficult 
problem. 

H. C. Daych, U. S. Treasury 
Department, urged retailers to 
sell bonds and stamps in their 
stores and to purchase, for them- 
selves as many as possible. More 
than 50,000,000 people have 
bought more than $12,000,000,000 
worth of E bonds. We must help 
win both the war and the peace 
to follow right on the home front. 

Samuel Kalp, New York City. 
OPA Regional Office, discussing 
the “Retailers 
Victory Program” 
Supplementary Order No. 29. 
order, enabling dis- 
various “frills” 
lowering of price ceil- 


Economy For 


and OPA 


permissive 
continuance of 
without 


ings. 
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COLOR REPRODUCTIONS 
OFFERED READERS 
The unique advertising cam- 
I 1ign, currently being sponsored 
by the American Mfg. 
Brooklyn, N. Y., cordage mill, is 


lesigned to show the trade why | 
rope is not readily available for- 


ordinary civilian and commercial 
uses. Each month’s advertisement 


features a large picture of one 


type of modern LU. 8S. Naval 
vessel. 

The original watercolors are 
from the “American” series of 
modern ships of the United 


States Navy by the noted marine 
Worden Wood. The au- 
thenticity of detail of Wood’s 


artist, 


ship pictures has made his work | 


very popular. The advertising is 
running in black and white but 
the company has made reproduc- 
tions of the original paintings in 
full color. They make splendid 
framed subjects and carry no 
advertising. January’s advertise- 
ment featured a battleship, Feb- 
ruary’s an aircraft carrier and 
March a heavy cruiser. April will 
show a submarine. 
units will be covered during the 
year. A complete set will make 
a splendid collection and can be 
obtained by writing to the Amer- 
ican Mfg. Co.. Noble and West 
Sts., Brooklyn, N. Y. 


INDUSTRY ADVISORY 
COMMITTEES APPOINTED 


WPB recently announced the 
appointment of the following in- 
dustry advisory committees. 
Vechanics Hand Service 

The  government’s 
officer is Percy Ridings. 


Tools 
presiding 


Mem- 


bers: C. P. Brewster, K-D Mfg. 
Co., Lancaster, Pa.; Harry B. 
Curtis, The Bridgeport Hdwe. 


Mfg. Corp., Bridgeport, Conn.; 
George J. Michel, H. Boker & 
Co., Inc., New York, N. Y.:; Ed- 
ward Norris, Utica Drop Forge 
& Tool Corp., Utica, N. Y.; Wil- 
liam H. Hall, Kraeuter & Co., 
Inc., Chicago, Tll.; W. R. Hos- 
ford, Duro Metal Products Co., 


Chicago, Ill.; A. E. Keating, 
Trimont Mfg. Co.. Roxbury, 
Mass.; Edwin Krall, Vichek 
Tool Co., Cleveland, Ohio; J. 


W. McDonough, The Sherman- 
Klove Co., Chicago, Ill; John 
Merker, Blackhawk Mfg. Co., 
Milwaukee, Wis.;: Rogers Palmer, 
Snap-On Tools Corp., Kenosha, 
Wis.; M. L. Peterson, Crescent 
Tool Co., Jamestown, N. Y.; 
Harold L. Schlosser. Lectrolite 


Corp., Defiance, Ohio; Dillon 
Stevens, Plomb Tool Co., Los 
(Angeles, Calif.; Otto Swan- 
strom, Diamond Calk & Horse- 


shoe Co., Duluth, Minn.; C. Nel- 
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Co., | 


Major fleet | 


| son Wright, The Wright Tool 
and Forge Co., Barberton, Ohio. 


Paint Brush Manufacturers 
F. H. Rhoden is the govern- 


ment’s presiding officer. Mem- 
Barnett Buddish, Rubber- 


bers: 


|R. Foss, The Wooster Brush | § 
Co., Wooster, Ohio; Walter 
Grumbacher, M. Grumbacher, 
| New York, N. Y.; E. F. John- 
son, Wolfe Brush Co., Pitts- 





burgh, Pa.; 
Linzer & Sons, 
N. Y.; Franklin C. Maxwell, 
Elder & Jenks, Philadelphia, Pa.; 
Ernest C. Morck, Morck Brush 
Mfg. 
ia S&S 


Co., San Francisco, Calif.; 
Polk, Pittsburgh Plate 
Co., Rennous - Kleinle 
| Division, Baltimore, Md.:; Isidor 
| A. Rubin, Rubico Brust Mfg. 
| Co., New York, N. Y.; E. J. J. 
Schmidt, Gerts Lumbard & Co., 
| Chicago, Ill; L. R. Schumann, 
| Star Brush Mfg. Co., Boston, 
Mass.: Howard M. Ward, Samuel 
| M. Dell & Co., Baltimore. 
| Md. 


iGlass 


Inc., 


PAINT DEALERS’ ASSN. 
INSTALLS OFFICERS 


The annual installation of of- 
| ficers of the Hudson County 
Paint Association took 
place at its recent meeting at 
the Hotel Plaza, Jersey City, 
N. J., which event featured a 
dinner and dance. Curtailed in 
its usual elaborateness due to the 
; it nevertheless 


Dealers’ 


war 
was thoroughly enjoyed by all. 
Besides the members, representa- 
tives of paint manufacturing and 
jobbing houses in the Metropoli- 
After the 


dancing 


emergency, 


tan area were present. 
installation ceremony, 
was enjoyed and a short program 
of entertainment followed. 

The following officers were in- 
stalled: Max Kaufman, Jersey 
City, President; Nathan Israel, 
Guttenberg, vice-president; Louis 
Nadel, and 


Bayonne, secretary 


| treasurer,and Theodore Schwartz, 





Hoboken, counsel. The following 
are on the board of governors: 
Fred Goldman, West New York; 
Sol Sherman, Jersey City; Sam- 
uel A. Dashev, Jersey City; Max 
Kaufman, Jersey City; Nathan 
Israel, Guttenberg; Louis Nadel, 
Bayonne, Siegel, 


and = Irving 


Union City. 





Latest News on 


PRIORITIES 


and 


WAR-TIME ORDERS 


on page 79 





set Co., Newark, N. J.; Walter | § 


Aaron Linzer, David | § 


Inc., New York, | 





TWISTED - HANKED 
CONNECTED 





| CHALK LINE Of laid cable construction from pure, 
| STAGING white high-grade cotton, twisted into 
| HAND LINE an extra strong smooth line that has 


long since established LAWNDALE as 

top quality that repeats by name. Put- 
up 12 connecting 50’ or 100’ hanks. 
Natural or Yellow—15-18-21-24 ply. 


WRITE FOR SAMPLES AND PRICES WE ALSO 
INVITE INQUIRIES ON SPECIAL CONSTRUCTION 


CLOTHES LINE 
NET TWINE 
TROT LINE 


CLEVELAND MILL & POWER CO. 


LAWNDALE, NORTH CAROLINA 





Draw on Your 
Jobber for 


CARROM 


All-Season 
Games and Toys 





For three generations (ever since 1889) Carrom- 
Crokinole Game Boards have provided whole- 
some entertainment and highly diversified play 
variation in the American home — and profit- 
able volume for dealers. Today these game 
boards are more popular than ever. The Carrom 
line also includes a wide assortment of other fast- 
selling games and toys... for all age groups, for 
all-season play....Draw on your jobber for what- 


ever merchandise he is able to allocate to you. 








CARROM INDUSTRIES, INC. 


Established 1889 MICHIGAN 


LUDINGTON 
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his S Sell 
ee or wire OBITUARIES 
for More Productive W. P. SNYDER |more than a half century, die: 
W. P. Snyder, 58, 1943, presi- | recently in St. Francis Hospita 
o dent-elect, North Coast Retail | Evanston, Ill., after having been ~ 
to r G @ | r e n S Hardware Association, died sud- | struck by an automobile the nigl 
| C y denly of a heart attack while | — ; f | I 
, attending the association's con- | 1e hardware firm was founded 
k h Register jingl ith EXTRA PROFITS this season by Cash- ~~ “ . 2 , » Hote OS .y 
es le on fhe nationally advertised Big Summer Seller that stimulates vention in Seattle, Wash., Feb. 8. | by his fathe m ars pod wheguen 
plant growth and assures earlier, better and more productive Victory Mr. Snyder had been in the | bins, a pioneer in Chicago trad 
Gardens aes hardware business for many |in 1860, and he entered hi- 
VITAMIST is easy to use—Fits any Garden Hose years and price to establichine | father’s employ in 1887, follow 
VITAMIZES AS you SPRINKLE his own business in Arlington. | ing his graduation from hig! - 
NO FUSS—NO MESS—NO BOTHER. NO SPFCIAL NOZZLE—NO EXTRA v ae ’ —. | school. He had been engaged in 
Wash., had been in Granite Falls, | “5 re 
ATTACHMENTS TO BUY. ; : =? | 
OUTMODES ALL OTHER Wash., for three years. Previous | the hardware business for 56 tal 
VITAMIZING MI THODS to that he had been in Montana | Y€4™S- or 
RETAILS FOR $1.00 ror LUXURIANT for some time. Besides being 4 th 
Distributed through: Lawns °*¢ Gardens member of the orth ¢ oast Re- ROY D. BALDWIN ti 
JOHN H. GRAHAM CO., INC. ane pA tail Hardware Association for ae Seay ery 
Direct Factory Representatives or Z about 15 vears, Mr. Snvder had oy . Baldwin, advertising : 
105 Duane St., New York f at é : § ; ‘ae | manager of Simonds Saw & Stecl . 
lie af — viewene | -er ~d i) the associé ion’s oar ” “oe” : = r : 
HIBBARD, SPENCER, BARTLETT & co. 84 : a rgoaien he association’s board Ga, Pielies, Mine. sened an 
mo speciae a ol ¢ -) s. . . 0 
REHM HARDWARE CO.. Chicago mie snanree away recently at his home in ee 
VAN Cane MAnOwAne co. that city after an illness of over F 
ndianapolis Pg eS 
VONNEGUT HARDWARE CO. SAMUEL C. DONNAN — ; pl 
Indianapolis Mr. Baldwin had been asso ; 
PEDEN IRON & STEEL CO. Samuel C. Donnan, president | ciated with the company for mor l 
COEUR d'ALENE ‘HOWE. & FDY. CO. of the W. a Donnan Hardware | than 50 years and was also . 
Wallace, Idaho Co., Richmond, Va., died in a member of the company’s board 
REILLY BROS. & RAUB, Lancaster, Pa. Richmond hospital February 19.! of directors st 
If your Jobber cannot supply you , . ‘ al 
write to He had been president of the —- s ; 
BURGESS SEED & PLANT CO. company for the past 10 years. ” 
H. A. 432, GALESBURG, MICH. Mr. Donnan was a bachelor. FRANK M. FURLONG sn 
Frank M. Furlong, 66, who con at 
ducted a manufacturer’s agency “s 
in Chicago, Ill, for 38 years : 
ORSON B. ST a = yes 
. EBSINS died recently in that city. Mi: ee 
Orson B. Stebbins, 74, secre-| Furlong was a charter membe1 th 
tary of the Stebbins Hardware | of the Illinois Athletic Club and = 
Co., Chicago, Il. and a well- | was identified with many  civi: ” 
known figure in the industry for | and fraternal organizations. 
DEPENDABLE — ; : 
SOURCE OF hn 
SUPPLY FOR “ ” a 
Use “Club” Idea to Sell War Stamps I 
SCREW PRODUCTS) 
“He’s Fighting for You” ul 
WIDE range of top-quality fastening devices, featuring “A Stamp «a 
packaged or in bulk, to meet every possible yond for The Man Who's u 
requirement of your customers. Away” is the sales in- ; 
a , ea sptring theme of this h 
Bolts, Nuts, Screws, Washers, “Specials” — all new War Savings poster. . 
sizes, types, metals, finishes. Many unusual Distribution of _ this 
items stocked. poster will be made to ti 
Samples cheerfully furnished. Prompt Quotations. retail stores throughout : 
MANUFACTURERS SCREW PRODUCTS me March. The com 
206 WEST HUBBARD STREET CHICAGO paign will run from 
Telephones: WHitehall 4680 March I to April 30 i 
Membership in the club ! 
If You Do Not Have Your is for people having rel s 
STRONGHOLD Catalog atives or friends in th: i 
wrise fer 2 now. $6 one Armed Forces, the onl) \ 
ol waite Gees Dee obligation being to live , 
ucts information. up to the pledge to save : 
“A stamp a day.” Deal f 
ers are urged to display 
the poster in a windou 
and to use a windou 
streamer inviting membership on a prominent wall spot. It is 
also suggested a sign be displaved naming relatives or employees t 
of the store in whose honor the dealer has “joined the club ' 
{ counter card near the cash register is also offered. Supplie ] 
are available from the local War Saving Stamp Club. ' 
= HARDWARE AG! ) 
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Price Ceilings Established 
For Shellac Varnish 


Price ceilings reflecting Octo- 
ber 1941 mark-ups over current 
replacement costs have been es- 
tablished for the various grades 
or “cuts” of shellac varnish by 
the Office of Price Administra- 
tion. 

Manufacturers—-known as cut- 
ters and bleachers—wholesalers 
and retailers of shellac varnish, 
or cut shellac, as it is sometimes 
called, are affected by the action 

Amendment No. 109 to Sup- 
plementary Regulation No. 14 of 
the General Maximum Price Reg- 
ulation, effective Feb. 17, 1943. 

Generally, the prices for the 
shellac varnish will be raised 
slightly by the action. In effect, 
the measure permits the use of 
replacement costs rather than the 
actual March 1942 costs in de- 
termining prices and thus _ re- 
lieves small producers from a 
squeeze, since most of them based 
their March prices, frozen by the 
General Maximum Price Regula- 
tion, on mark-ups over actual 
costs. 

Varying prices paid for the al- 
cohol and shellac used by the in- 
dustry in producing the product 
made it impractical to establish 
a universal ceiling for each cut. 
Instead the industry’s present 
pricing structure is preserved and 
the amendment establishes spe- 
cific dollars and cents mark-ups 
that may be added over manu- 
facturer’s direct costs, which will 
have the effect of keeping prices 
iniform. 

Shellac varnish used as a pro 
tective coating, varies with the 
imount of shellac used to each 
gallon of alcohol. For instance. 
1 one-pound cut requires one 
pound of shellac to one gallon of 
ilcohol and produces 1.1 gal. of 
shellac varnish. A 5-lb. cut is one 
in which 5 Ib. of shellac were 
used with one gallon of alcohol 
resulting in 1.5 gal. of shellac 
varnish. A 10-lb. cut is produced 
from 10 Ib. of shellac and 1 gal. 
of alcohol. 

The mark-ups 
amendment are 


listed in the 
divided into 
three alcohol-cost classes: (1) 
when the delivered price per gal- 
lon is less than 35 cents; (2) 
when the delivered price per gal- 
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lon is from 35 to 48 cents: and 
(3) when the delivered price per 
gallon is 48 cents or more. 
Thus the mark-up applicable to 
the sale of any cut would depend 
on the price the cutter paid for 
the alcohol used, and can vary 
from 24 cents per gallon for a 
l-lb. cut produced from alcohol 
which did not cost more than 35 
cents, to 31 cents if the alcohol 
used was bought at a price of 
more than 48 cents per gallon. 
The mark-ups may be applied 
in cutter’s sales, f.o.b. plant, to 
the actual delivered cost of the 
alcohol used plus the cost of the 


shellac used. Retail sales made 
by cutters may be made at prices 
determined by 50 per cent mark- 
up over the listed prices. 
Charges which may be added 
for packaging in 
smaller than a barrel are spe- 
cifically listed in a table of con- 
tainer differentials. The differen- 
tials cover sales made in wooden 


containers 


containers, cans, glass jugs, and 
hottles and cover quantities rang- 
ing from 30 gal. to a quarter 
pint. 

Wholesalers, in their sales to 
retailers, may add 25 per cent 
mark-up over the delivered cost 
to them of the shellac varnish. 
\ mark-up of 50 per cent over 
the delivered costs may be added 
in sales at retail by the whole 
saler. For 
package shellac varnish for sales 


wholesalers who re 


L-Orders Appealed 
Through Field Offices 


Thirty-eight War Production 
Board Orders have been added 
to the list of those which may 
be appealed only through WPB 
field offices. At the same time, 
eight other orders previously on 
the list removed. The 
changes are effected by amend- 
ment of Schedule A of Priorities 
Regulation No. 16. 

The orders removed from the 


were 


requirements of Regulation No. 
16 are L-5-c, L-6-c, L-78, L-83, 
1-84, L-91, L-108, L-131. 

Schedule A now reads as fol 
lows: 


APPENDIX A 


Orders 

-18-b L-92 

.-18-¢ L-93 

s-21 L-98 
-21-a L-104 
y L-135 
L-136 


L-142 (Letter) 
L-150 (Letter) 
L-150-a (Letter) 
L-150-b (Letter) 
L-152 (PD-417) 
L-157 (Letter) 
L-161 

L-165 (Letter 
L-173 (Letter) 
L-179 (Letter) 
L-185 (Letter 








) L-187 
42 (Letter) L-199 (Letter) 
.-49 L-205 (Letter) 
1-59 L-218 
-59-a L-225 
-59-b L-229 (Letter) 
1-62 L-236 (Letter) 


L-64 M-11-b 

L-64-a M-83 ( Letter) 
L-73 M-122 Letter) 
L-74 (Letter) M-126 

L-77 M-177 (Letter) 
L-79 ( Letter) M-208 (Letter) 
L-80 M-209 (Letter) 
L-81 M-248 (Letter) 


Appeals for relief from the re- 


to retailers, the container differ- 
entials provided for cutters may 
also be added to the delivered 
cost of the wholesaler, and a 
mark-up of 25 per cent over the 
total may be charged. 

The maximum mark-up_ re 
tailers may add to their delivered 
costs of any cut of shellac varnish 
is 50 per cent. Retailers may also 
add the packaging differentials 
to their delivered costs and add 
the 50 per cent mark-up to com 
pute the applicable price for shel- 
lac varnish if they repack into 
-maller containers. 

For sales to government 
agencies requiring special pack- 
costs of such 
added pro 
vided they are separately listed 


aging the actual 


packaging may be 


on the invoice. 


strictions imposed by the above 
orders must be filed with the ap 
propriate WPB field 
PD-500, except 
otherwise indicated. 


office on 
Form where 

Appeals from orders not  in- 
cluded in Schedule A should be 
mailed directly to WPB in 
Washington. If no particular 
form is 
should be made by letter, in tri 
plicate (marked Ref: L or M 
Order No... .) stating in detail 
the grounds for the appeal. 


specified, the appeal 


Amendment Redefines Maintenance, 


Operating Supplies in PR3 


Maintenance, 
erating 


repair and op 
supplies, as previously 
defined in Priorities Regulation 
No. 3, are redefined by amend- 
ment of that 


nounced Feb. 3, by the Director 


regulation, an- 


General for Operations, to bring 
its definitions into conformity 
with those of Controlled Ma- 
terials Plan Regulation No. 5. 

Changes effected by this ac 
tion eliminate from the defini- 
tion of maintenance, repair and 
operating follow- 
ing categories of material, even 
though they have been carried 
as such according to established 
accounting procedures: (1) Ma- 


supplies the 


terials for maintenance or re- 


fabri 
knock- 


whether 


pair of buildings; (2) 


cated containers — (in 


down or set-up forms, 


assembled or unassembled), re- 
quired for packaging products 
to be shipped or delivered; (3) 
printed matter, stationery and 
office supplies: (4) paper, paper 
manufac 


board and products 


tured therefrom; molded pulp 


products: (5) fuel or electric 
power; (6) office machinery 01 
office equipment; (7) clothing. 
shoes or other wearing apparel 
(with specific exceptions) — if 
made of leather or textiles; and 
(8) materials for plant expansion 


or plant construction. 








Contains all 
the food 
elements 





growing 
things need 
from soil 





Help your customers grow better vegetables 
- +» richer in vitamins, minerals; help Uncle 
Sam win the war; help yourself to fast, easy 
volume sales! 


® Eighteen million Victory Gardens! That's what the 
Department of Agriculture is calling for this year! It’s 
vitally important for every American to grow just as 
much of his own vegetable needs as he possibly can. 


You can do a lot to make the Victory Gardens in 
vour neighborhood productive and really suecessful by 
featuring and recommending Vigoro Victory Garden 
Fertilizer. Vigero Victory Garden Fertilizer is a com- 
plete plant food. [t supplies all the plant food elements 
vegetables need from soil. It is clean. odorless, sani- 
tary and easy to apply. 


Vigoro Victory Garden Fertilizer will help Victory 
Gardeners get the kind of results on vegetables that thes 
want and expect. It gives vegetables greater size and 
finer flavor. enhances their mineral and vitamin richness. 


A big advertising campaign is starting to sell Vigere 
Victory Garden Fertilizer right now! Climb aboard! 
Make your store headquarters for Vietory Gardeners. 
Order through your regular source of supply. 


SWIFT & COMPANY, Fertilizer Works 
U. $. YARDS CHICAGO, ILL. 


*Write for attractive display material. 
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PRIORITIES 


AND WAR-TIME ORDERS 








Paint Manufacturers May Use 


Paint manufacturers are per- 
mitted to continue the use of 
fiber-bodied cans with metal 
ends, under the terms of Con- 
servation Order M-8l, as 
amended, the Director General 
for Operations announced Feb. 
20. Under the order as amended 
on Dec. 9, 1942, such use was 
prohibited after Feb. 15, 1943. 

Under the amendment, a paint 
manufacturer may use one-gallon 
fiber-bodied containers with 
blackplate ends. One-half of the 
ends of such cans must be made 
from blackplate or blackplate re- 
jects which were frozen in the 
hands of can manufacturers or 
their suppliers on Dec. 9. 

\{ paint manufacturer, for the 
first time, may use a one-quart 
can with a fiber body and end. 
New metal may be used on these 
cans only for rings, and the plugs 
must be made only from waste 
blackplate recovered in the man- 
ufacture of ends for one-gallon 
fiber-bodied paint cans. 

The amount of metal a packer 
fiber-bodied paint 
containers is 35 per cent of the 


may use in 


area of plate he used in his 
1912 production. By 
frozen inventories of blackplate 


utilizing 


prime steel 
involved under the 
Other changes in 
and products affected 


rejects, little new 
plate is 
amendment. 
the order 
include these: 

Paste Soap: Metal cans may 
be used only for the packaging 
of mechanics’ hand soap. The 


Metal-End Fiber Cans 


cans may be made only from 
frozen blackplate and blackplate 
rejects. Previously, they could 
be made from any blackplate. 

Toilet Bowl Cleaners: In or- 
der to describe more fully the 
intent of Order M-81, the type 
of toilet bowl cleaners which 
may be packed in metal contain- 
1943, is 
specifically restricted to cleaners 
containing at least 70 per cent 
bi-sulphate of soda. It is expected 
that fiber containers will be avail- 
able for this purpose after June 
30, 1943. 

Shoe Polish, Leather Dressing 
and Saddle Soap: The period in 
which manufacturers of shoe 
polish, leather dressing and sad- 


ers, until June 30, 


dle soap may use metal cans is 
extended to June 30, 1943, to 


| allow conversion to an all-paper 


or other type of container. Previ- 
ously, use of metal for such pur- 
poses was to be discontinued 
after March 31, 1943. The 
amount of blackplate that may 
be used in such cans is increased 
to take care of the additiona! 
three months’ production. 

Copper Bottom and Anti-Foul- 
ing Paint: Quota restrictions on 
the packaging of copper bottom 
and anti-fouling paint are re- 
moved. The entire supply of 
such products packed in tin is 
restricted to Maritime and Naval 
use. Previously, packaging of 
these products was limited to 
1942 levels. 


Milk Can Makers Must Supply 
Same States As They Did in 1941 


The United States Department 
of Agriculture on Feb. 19 inter- 
preted its rationing precedure to 
clarify problems faced by manu- 
facturers of milk cans and covers 
in the distribution of their prod- 
ucts under Food Production or- 
der No. 3. 

This interpretation emphasized 
that manufacturers of milk cans 
and covers are to supply in 1943 
the states supplied by them in 
1941 and, insofar as possible, are 
to prorate their production 
among their previous customers. 
The Department explained that 
the 30 per cent reserve, required 
to be retained by manufacturers, 


permitted a manufacturer either 
to sell all of his current produc 
tion up to a total of 70 per cent 
of his permitted production dur 
ing 1943, or if he liked, to with- 
hold 30 per cent of each  ship- 
ment made. 

It was explained also that sales 
by manufacturers to United 
States Government agencies 0! 
for export to foreign countries 
must be approved in advance by 
the Director of Food Production 
and shall be deducted by manu 
facturers from the 30 per cent 
their production which they are 
otherwise per- 


f 


not at 
mitted to distribute. 


present 


HARDWARE AGE 
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OPA Amends Ceilings for 


Special Combination Grates 


While Service Trades Bulle- 
tin No. 5 was in process of 
being printed, the trade re- 
quested OPA to enlarge the list 
of special combination grates for 
which 
shown below. 

To enlarge the list. and to 
provide a new method of pricing 


specific ceilings are 


these combinalion grates when 
sold uninstalled, OPA has issued 
an Amendment to Revised MPR 
236. The following summary of 
the Amendment should be sub- 
stituted for the section of the 
printed Bulletin headed “Ceil- 
ings for Special Combination 
Grates.” 


Ceilings for Special Combination 
Grates—U ninstalled 
When you sell any of the 
grates listed below without in- 
stallation service, here’s how to 

find your ceiling price: 
I1—From one or more persons 
offering conversion grate in-stal- 
lation service in your territory, 
; 
installation charges for the grate 


obtain bona fide quotations ¢ 


you are pricing. 

2.—-Substract the /owest quo 
tation from the installed price 
shown in the new list. 


Starting Feb. 11, 1943, your 


combination greats listed below, 


ing boiler, are as follows: 


Trade name of special 
combination grate 


“Konver-to-Kol” 
“Convert-O-Grates” 


“Stoket” 


“Blue Coal” 
“Old Company Lehigh” 
“Hudson Coal Co. Grates” 


“Hershey Machine & Foundry 

Co. Universal Conversion Grat 

“American Brake Shoe & Fou 
dry Co. Universal Conve 

version Grates” 

“Early Foundry Co. Universal 

Conversion Grate” 

“Dieter Foundry Universal Con 

version Grate” 

“Hercules” 


“Standard Universal Conversion 


Grate “i 


*Includes installations made with angle clips only. 


3—The difference is your ceil- 
ing price for that grate wnin- 
stalled. 

Upon request of the purchaser. 
you must give him the names of 
the persons who quoted these 
prices for installation service. 


ORDER L-288 AMENDED 
FOR CLARITY 

To correct typographical er- 
rors in the printed order and 
to clarify the language of foot- 
note No. 8 in Exhibit A of Limi- 
tation Order L-228, which re- 
stricts types, sizes and form of 
asphalt shingles and asphalt or 
tarred roofing materials, an 
amended version of the order was 
issued today by the Director 
General for Operations. 

The intent and meaning ot 
footnote No. 8 is made more ex- 
plicit in the amended order. The 
footnote as amended reads as 
follows: 

“Manufacture of 
for completing application, such 
as hips and ridge shingles, 
starter, valley or ridge strips, and 


accessories 


corner pieces and soldier course 
for sidings, is permitted.” 


maximum prices for the special 
installed in the purchaser’s heat 


Capacity 


(Includ- Instaled 

lype ing fire pot) Price 
Kit A Up to 24” $34.95 
Kit B 22” to 34” 39.95 
Kit A [ p to 24” 34.95 
Kit B 29” to 34” 9.95 
\-14 [ p to 20” 32.95 
\-22 22” to 26” 9.95 
vpe B 27” to 40” 37.95 
Type ¢ 21” to 27” 34.95 
tound Up to21” 11.95 
found a @&2 19.95 
tound Up to2 11.95 
Round 22” to 25” 19.95 
Rourd Up to21” 11,95 
Round 22” to 25” 19.95 
Round Up to2]” 11.95 
Round a2" ta F5" 19.95 
Round Up te 21” 114,95 
Round 22” to 25” 19.95 
Round Up to 21” 11.95 
Round 22” to 25” 19.95 
Round Up to 21” 14.95 
Reund 22” to 25” 19.95 
Circular Up to 26” 34.95 
Orbround 27” to 32” 39.95 
| Grate Up to 24” 19.95* 
> Grate 2” to 26” 54.95 
6Grate 27” to 29” 99.95" 


When fire 


brick chamber is used, add $9.00 to price. 
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o LIKE A STAR IN THE NIGHT, COLUMBIA OFFERS 


Sxztra Volume! 
Extra Profit / 


WITH THESE 


NEW ITEMS 


HERE ARE THE ITEMS YOUR CUSTOMERS WANT! 
. . . REPLACE LOST LINES .. . MAINTAIN SALES! 


FOR THE MEN IN SERVICE 


FURLOUGH BAGS HAND BAGS 











FIRST AID KITS AND CABINETS 





BUNDLES FOR 
CIVILIAN DEFENSE 


HOME AND AUTO KITS 








Canvas Laundry Cases 
and Lunch Kits 


Columbia's Full Line available —~ 
for immediate delivery! 


COLUMBIA FIRST NT Ya 
25 SO. MARKET STREET - CHICAGO 








ITS MORE 
THAN A SYMBOL 


\ 


‘OF EXCELLENCE 
It's « Promise ! 


The Army-Navy “E” Flag is presented 


to an organization for outstanding per- 
formance in making quality products 
for the war effort. In the case of the 
Greenlee organization, it is looked upon 
by the management and all other work- 
ers not only as a symbol of excellence, 


but as a challenge to greater effort. 


But it is also thought of by the manage- 
ment as more than that. It is thought 
of as a definite promise to the hardware 
trade to do everything possible to help 
supply sufficient quality tools, so that 
the men behind the lines will not be 


handicapped in doing their share to 





win this war of wars. 


Until recently, we attempted to do this 
by helping you maintain your stock of 
Greenlee Tools without obtaining com- 
plete priority information. Conditions 


now make that impossible without 
greatly handicapping our main effort 

that of making every move count in 
helping to win this war. We, therefore, 
suggest that the fullest use be made of 
the established Government machinery 
for obtaining priorities in keeping with 
the importance of the job for which the 


tools are intended. 


Catalog No. 33 shows the Greenlee line 





of hand tools, many of which are of 
vital importance in construction work 


for the war effort. If you do not have a 





copy, we shall be glad to send one. 


GREENLEE TOOL CO. 


1803 Herbert Avenue 
ROCKFORD, ILLINOIS, U.S. A. 
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L-170 Amendment Liberalizes 


Farm Machinery Production 


\ number of changes are made 
in the provisions controlling the 
production of farm machinery 
and equipment and their repair 
parts under Limitation Order 
1-170 as amended Feb. 12. by 
the Director General for Opera- 
tions. The changes are intended 
to liberalize some of the restric- 
order by 
the 


production of certain items and 


tions of the original 


permitting an inerease in 
by allowing more equitable dis- 
tribution of certain items to Lend- 
Lease The 


re the important changes made 


countries. following 
hy the amended order: 

| It removes various items of 
farm machinery and equipment, 
including barn stock 
livestock feeders, ete., from 
of L-170 where 
items are made entirely 
listed 


pens, bee 
hives, 
the 


such 


restrictions 


from certain non-critical 
materials, 
2—It 


to segregate 30 per cent of his 


permits a manufacturer 
base production of certain items 
of barnyard equipment, such as 
feed, litter and hay carriers, cat- 
tle stalls, and stanchions and fit- 
tings and add the value of the 
amount segregated to his repair 
The 


must 


parts quota. remaining 70 


per cent be considered as 
new equipment and is governed 
by the quota 


Schedule \ 


order. 


percentages in 
attached to the 
This provision 
and 


omended 
lows manufacturers in “A” 
“B” classes, as designated in the 
make 30 
cent of their base production of 


original order. to per 
such equipment for repair pur- 
poses, 
3 It removes farm hand tools 
rakes, 
entirely from 
the 
covered by 


Order 


such as hoes, sevthes, 
forks, 
the restrictions of 
These 
Schedule 5 of Limitation 
1-157, issued Jan. 8. 1943. 

t—Tt the 
rolled the 
of cattle stanchions 


stock 


steel in the original order. 


shovels, ete.. 
order. 


items are 


allows use of re- 


steel in manufacture 
stalls, 


pens 


and 
specifically denied 
5-It prohibits the listing of 
named in Schedule 
A as a repair part and its pro- 
duction as though it were a re- 


any article 





' ance 


pair part. However, an exception 
is made of harness hardware t& 
the extent that it is used for rv 
placement purposes. 

6—It 
quota of hydraulic rams not here 
tofore under Schedule A a 
19 per cent of the base rate an 
allots their manufacture to Clas. 


permits a productior 


set 


= producers. 
7—It brings water well casing 

of the that is 

manufactured from 


commonly 
steel sheet- 


type 


and used in the construction o! 
water wells for irrigation or other 
farm purposes under the term: 


of the amended order, and sets a 
quota of 85 per cent of the bas 
rate for all manufacturers. 
8—-It breaks Schedule- 
B-2 and B-5 which grouped to 


dow n 


gether a number of countries r 
ceiving Lend-Lease deliveries into 
a listing of individual countries 
und gives the percentage basis > 
that exported tv 


items may he 


each. 


PRICE CEILINGS 
ON NEW MODEL 
ELECTRIC HEATERS 


OPA, on Feb. 12, in Amend 
10, Maximum Price Regu 
210, dollars 
and cents prices at retail on new 
reflector 
Prices, includ 


ment 
lation set specific 
bowl or 
electric heaters. 
Federal tax 
at: 659 watts and less, $3.00; 660 


model type 


ing excise are set 


to 799 watts, $4.00: 800 to 999 
watts, $5.00 and 1000 watts or 
over, $6.00. These prices are 
contained in Maximum Regula 


tion No. 210, in amendment No. 
10, effective Feb. 18, 1945. 

Provision is made in the same 
for retailer to 
apply for exception to these dol 
lars and cents prices by proving 
that the prices at which he i+ 
selling are properly arrived at 
under MPR 210 and that th 
manufacturer or assembler of the 
heater complied with the law by 
obtaining his maximum price on 
the heater from OPA in accord 
MPR No. 188. Ap- 
plications for exception should 
be made to OPA regional offce- 
or to Washington, D. C. 


amendment any 


with 
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WPB Issues “War Housing Manual” 
to Guide Prospective Builders 


of 


free 


war 
housing of 


charge, a manual, combining in 


Prospective builders 


may obtain, 
form the rules and regu- 
this of 
construction and suggestions for 


handy 


governing type 


lations 


speeding building applications. 
( pies of the new “War Housing 
Manual” are available at all field 
of the War Production 


Board and Federal Housing Ad- 


othees 


ministration and at most financial 
institutions. 

Issued by the Bureau of Con- 
WPB, the manual in- 
cludes a new “War 
List” which 
materials 


struction, 

Housing 
establishes 
allowances 
for war housing construction. 
Another section includes the 
“Housing Utility Allowances,” as 
amended to Aug. 25, 1942. 

The manual presents a digest 
of procedures and requirements 
covering the filing and process- 
ing of applications for war hous- 
ing. It is designed to enable per- 
or agencies sponsoring, 
financing, constructing and fur- 
nishing materials for war hous- 
ing projects to understand pro- 
and thereby speed to 
completion this essential part of 
the nation’s war effort. 

In addition, the manual in- 
cludes the “Directive for War- 


Critical 
maximum 


cedures 





time Construction,” a section on 
the housing program, and an- 
other on the various WPB orders 
affecting war Instruc- 
tions are given for filing appli- 
cations for ratings for both pri- 
vately and _ publicly financed 
housing. The new “War Housing 
Critical List” effective 
at once and supersedes the “De- 


housing. 


becomes 


fense Housing Critical List” 
issued Feb. 24, 1942. It consti- 
tutes an appendix to the Army 


and Navy Munitions Board “List 
of Prohibited Items for Construc- 


‘on Work.” 


Reflecting additional  restric- 
tions imposed by conservation 
and limitation orders, the new 


list brings material allowance in 
line with the current position of 
materials essential to the con- 
struction, allocation and equip- 
ment of housing. It is subject 
to revision by the WPB when- 
ever warranted by changes in the 
critical position of the materials 
involved. 

The “War Housing 
List” is not a specification; it 
is a list of maximum allowances. 
It is the obligation of all who 
are concerned with using the ma- 
terials allowed to effect all pos- 
sible conservation so that current 
production can be devoted to 
direct war requirements. 


Critical 


State Board to Approve Changes in 
Farm Machinery Distribution Quotas 


The U. S. Department of Agri- 
culture by amendment to Food 
Production Order 3, gave State 
USDA War Boards authority to 
approve changes in distribution 
for rationed farm ma- 
chinery and equipment. 

The change in the department’s 
rationing procedure was made to 
facilitate the movement of 
chinery and equipment to areas 
where machinery is most urgently 
needed to produce essential war 
crops. 

One part of the new amend- 
ment authorizes State boards to 
approve proposals made by the 
manufacturers, distributors and 
dealers for exchanging quotas in 
where the exchange will 
expedite deliveries. 

In the second part, the amend- 
permits State boards to 
raise or lower county farm ma- 
chinery quotas if it is found that 
inequities exist or if present dis- 
tribution quotas do not take into 
account new conditions, such as 
additions to local crop produc- 
tion goals. 

To prevent 


quotas 


ma- 


cases 


ment 


an unnecessary 


MARCH 4, 1943 


strain on tae nation’s transporta- 
tion facilities and to avoid added 
expense to farmers buying real- 
equipment, the depart- 
State boards to 
be- 


dis- 


located 
ment asked the 
authorize quota 
manufacturers 
rather than 


exchanges 
and 
hetween 


tween 
tributors 
dealers. 


SIMPLIFY CEILING 
PRICE PROCEDURE 
FOR STOVES 


Simplification of the procedure 
for setting ceiling prices at whole- 
sale and retail on new models of 
cooking and _ heating 
stoves has been provided by OPA 
with the establishment of a 
method by which OPA may set 
both wholesale and retail ceilings 
at the same time that it reestab- 
the manufacturer's maxi- 
mum price. 

This provision is formally set 
out in Amendment No. 4 to Re- 
vised Price Regulation No. 64 
Domestic and Heating Stoves 
and became effective Feb. 16. 


domestic 


lishes 









et’s talk SENSE 
on PUMP SERVICE! 


by 
H. E. CARLOSS 


Sales Manager 
THE DEMING COMPANY, SALEM, OHIO 


We, here at Deming, have too much respect for 


your good judgement to tell you WHEN and HOW 


to meet your customers’ needs for pump service 


and repairs. 


When we organized the DEMING PUMP PRO- 
TECTION PLAN, we did so in the belief that you 
would recognize its flexibility of use. We knew 


you would distinguish between “minor repairs 


and simple adjustments” which your customers 
can handle themselves and the kind of service on 


which your customers need help. 


Where service calls are necessary, we know you 


have the courage and good judgement to SELL 


your services on a sound business basis. 


Note: The Deming Pump Protection Plan (referred to in 
the above message) has proved successful for'matiy Dem- 
ing Distributors and Dealers. If you ate not familiar with 
this plan, write us and we will send complete details. 


] 
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PUMPS AND WATER SYSTEMS 
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The Marlin Firearms plant is now 100% on war production 
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Ads like this appear in 


j ers 
lin is making custom 
Free catalogs 


And don't for- 
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r the war: 
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;™ DOWN your ideas for improving any current model 
Marlin Gun. Follow the simple contest rules and send your 
entry in. If you wish, ycu may suggest new features, not at 
present in the line. A free catalog is yours for the asking, 
to review the features of Marlin Guns. 


PRIZES IN THE BIG MARLIN CONTEST 


First prize is $500.00 in cash; second prize $100.00; third 
prize $50.00; fourteen additional prizes of $25.00 cash 
each. Seventeen prizes in all! (Marlin suggests the pur- 
chase of U.S. Savings Bonds with the prize money.) 


JUDGING 


Three famous gun editors—Bob Nichols of Field & Stream, 
Jack O'Connor of Outdoor Life, Maj. Chas. Askins of Sports 
Afie!d—will select the winning entries. All ideas for which 
prizes are given become the property of The Marlin Fire- 
arms Company and none wiil be returned. Prizes awarded 
for the seventeen ideas which are most valuable and prac- 
tical, in the opinion of the judges. Duplicate prizes 
awarded in the event of a tie. WINNERS will be determined 
and prizes announced as soon as possible. 


CONTEST RULES 


The Marlin Gun Contest is open to all sportsmen and deal- 
ers in guns, with the exception of Marlin employees. Writ- 
ten suggestions must not exceed 300 words, the shorter the 
better. No limit to number of entries which may be sub- 
mitted. Write name and address clearly on each suggestion. 
Mail entries to Dept.E, The Marlin Firearms Co., 17 East 
42nd Street, New York City. 

Entries must he received on or before July 1, 1943. Win 
cash with your ideas! Enter the Marlin Contest today. 





Marlin’s Over & Under Shotgun, 
in 12,16 and 20 gauges and .410 
bore, is bammerless, cocks on open- 
ing, bas sturdy one-piece frame. 


Marlin lever action rifles, in cali- 
bers .22, .30-.30 and .32 special, 
have the solid-top, case-hardened 
receiver, with safe side ejection. 

























Announce Authorizations for Makers of 


Class B Products to Obtain Metals 


tion of the 30 per cent advance 
allotment that the provisions in 
Paragraph S-1 of CMP Regula- 
tion 1 as amended, limiting the 


Advance authorizations, which 
may be used by manufacturers 
of Class B products to obtain 
steel, copper and aluminum for 
delivery during the month of 
April under the Controlled Mate- 
rials Plan, have been announced 
by the War Production Board. 

Authorizations are in the form 
of a letter to those manufactur- 
ers who have already made CMP 
applications for their require- 
ments of materials during the 
second quarter of 1943. Purpose 
of the advance allotments is to 
insure continued flow of mate- 
rials to support production sched- 
ules during the early part of the 
period of transition to the Con- 
trolled Materiais Plan. 

Companies whose CMP-4B ap- 
plications are now on file with 
WPB are being assigned allot- 
ment numbers to enable them to 
obtain during April up to 30 per 
cent of the amount of controlled 
for which they have 
applied for the entire second 
Preference ratings are 
also assigned so that manufac- 
turers may obtain up to 30 per 
cent of their stated requirements 


materials 


quarter. 


of other materials. 

these authori- 
zations, Curtis E. Calder, Director 
General for Operations, warned 
letters 


In announcing 


the companies receiving 
that the 30 per cent advance al- 
lotments for April do not indi- 
cate the amount of total quarterly 
allotments which will be made 
when all applications have been 
processed by the War Production 
Soard. 

Manufacturers of Class B prod- 
ucts who have submitted their 
CMP-4B applications may place 
orders for April delivery with the 
benefit of allotment numbers im- 
mediately upon receipt of their 
letters of authorization. However, 
as soon as manufacturers receive 
allotments for the full 
beginning April 1, 
make adjustments 
keep their total receipts of con- 
trolled and other materials dur- 


quarter 
they must 


necessary to 


ing the second quarter within the 
limits of the final allotment. 
The letter sent to producers of 
Class B products points out that 
prime consumers should advise 
whom 


these manufacturers to 


they make re-allotments of a por- 


use of allotments to specified 
percentages during each month 
of a quarter, do not apply in this 
instance. As a result, manufac- 
turers may place orders for all 
or any part of the 30 per cent 
advance allotment which they may 
require for delivery in April, sub- 


ject to other regulations and 
rules of the War Production 
Board. 


Priorities Regulation 11A, an- 
nounced some time ago, provided 
a procedure for transition from 
the Production Requirements 
Plan to CMP, which permitted 
companies operating under PRP 
to continue use of a percentage 
of their first quarter PRP au- 
thorization during the second 
quarter if they were not yet un- 
der CMP. However, that proce- 
dure only authorizes the use of 
preference ratings which will be 
subordinate to allotment number: 
in obtaining controlled materials 
during the second quarter. 

The letters 
which are being sent out now 
in order to give manufacturers 
of Class B products who receive 


of authorization 


them the privilege of using allot- 
ment numbers on their orders for 
controlled materials to be de- 


during the month of 


livered 


April. 


OPA ISSUES MANUAL 
ON SERVICE FEES 


Knotty problems relating to 
regulations 
mum fees charged for services 
ranging from the packing and 
unpacking of household goods by 
a common carrier to the use of 
different equipment in a photo 
finishing establishment are cov 


covering the maxi 


manual containing 


ered in a 
digests of interpretations recent!y 
published by OPA. 

The manual is the second in a 
series devoted to digests oft in 
terpretations of provisions cover- 
ing services in the General Maxi- 
mum Price Regulation and _ the 
Services Regulation (No. 165 as 
amended). 
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O.P.A.’s Police Chief 


ILLIONS of Americans have 

never heard of him, but all 
are subject to his supervision and 
all have seen, or heard of. his 
agents. Although he’s: only 33 
years old, he has charge of the 
largest, detective 
force the nation has ever seen. 


fastest-growing 


He has the power to take an in- 
ventory in any kitchen in the land. 
peer into any garage, demand busi- 


ness information and records and 
his agents can go into any court, in- 
cluding the one they have set up for 
themselves. 

He is Brunson MacChesney, po- 
lice chief of the Office of Price 
Administration. It is his duty to 
police more than two million busi- 
nesses and 132 million consumers to 
see that they obey the Government’s 
12 rationing programs. hundreds of 
price regulations and thousands of 
price directives. 

So far, despite his wide power. he 


has received little public attention. 
But he is brought into the spotlight 
by Larston D. Farrar, writing in 
Vation’s Business. 

Mr. MacChesney is described as 
“a thorough - going, full - blooded, 
deep-dyed American, who smokes 
ready-rolled cigarettes, drinks an 
occasional cocktail, is not married 
or engaged, is 2-A in the draft, owns 
a °37 Ford, has an “A” gas card, is 
a Presbyterian by birth, a Democrat 
by choice and hopes some day to go 
back to teaching school.” 


iting the 
specified 
h month 
ly in this 
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s for all 
per cent 








That Old Scrap Pile 


they may Who would think 
pril, oul That Old Scrap Pile may. 
ons and Be the final factor 


PLANETIZED STEELS ARE 


‘oduction In our fight today. 
Grandma’s old flat iron MORE IMPORTANT AN EVER 
11A, an- That was rusting away. 


provided May be part of a barrage 


That will win the fray, 
Grandad’s old bed spring 
On top of the pile, 

May sever forever 


on from 





lrements 
ermitted 
ler PRP 


reentage 


RP au- Der Feurer’s bile. 

second Auntie’s old frying pan 

yet un- May prove the right missile. 
peer That will sever forever 
> use of Goerring’s gruff whistle. 

will be Some fighting man 
number 


Flying high in the skies. - 
Life or death for him in 
That cast-iron lid lies. 

So gather your junk 

Even Baby’s marred rattle. 


naterials 
3 

yrization 
yut now 





pacer It may be that this scrap 

vies Will win the last battle. 
x . “a —F. H. Bi_persack. y 
aers 10 fc 2 

i al Bristol, Pa. | More to your customers be- don’t bend or break with part 
nth of cause they must have long-life of their useful life left. 

equipment. Steels are the business end of 

- More to you because you must £@fm implements. They are the 
~ sell more of what is available. ‘©P¢* business ‘which is ex- 
actly the thing for which you 
ting to Planet Jr. Steels are tougher are looking today. 

max! ‘ 
eencotea than the toughest soil—thanks These are days when we must 
ng and to Planetizing, Planet Jr.’s spe- all do more with less, and you 
oods 2 cial peaqcessss for hardening, cannot give your customers and 
pte tempering and finishing. They your business better steels than 
died are hard, but not brittle. They Planet Jr. Planetized Steels. 
taining 
rica S. L. ALLEN & CO., Inc., 3425 North 5th Street, Philadelphia, Pa. 

Also Makers of Planet Jr. Tractors 

nd in a 

ot i 

cover- 

| Maxi- FARM GARDEN 
= IMPLEMENTS TRACTORS 
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amendment to WPB 


“Safety equipment” 


Coated and bonded abrasives 

OPA price effective 
Feb. 12, controls over 
coated abrasive products, which include 
coated cloths, 


regulation 316, 


simplifies the 


sandpaper and abrasive 


and over bonded abrasive products, 
include 


sticks, 


The regulation contains provisions con- 


which grinding wheels, seg 


ments, stones, et 


sharpening 
tinuing the (usually) preferential maxi- 


mum prices for sales to the United 
States or any of its agencies, or to the 
United Nations or 

Federal 


a substantial user of 


governments of the 

their agencies. The Govern 
ment has become 
prod- 


ucts in war production. For sales or 


both coated and bonded abrasive 


deliveries to all other persons, the regu 
lation fixes as the maximum price the 
highest net pric e charged or offered by 
a seller for the same commodity on a 


March, 


the same class. 


1942, delivery to a purchaser of 
The regulation also pro 
vides a method of determining and ob- 
taining OPA approval of prices of new 
commodities and commodities for which 
March, 


a seller had no price during 


1942 

Fans and blowers Control of 
production and delivery of fans and 
been placed under a new 
limitation order, L-280, by WPB. The 


order 


blowers have 
requires the scheduling of de 
livery of new fans and blowers after 
Feb. 28 


port monthly his delivery schedule for 


, and the manufacturer must re- 


the next two months. The controls of 


the order do not apply to purchase 


orders for repair parts within certain 


value limits or to meet emergency 
breakdowns. The value limitation on 


repair parts is $500 for any single fan 


or blower, or 50 per cent of the original 


sales price of the fan or blower, which 
ever is the lower. 
Safety equipment curbed 


Copper and brass may no longer be 
used in manufacturing certain items of 
according to recent 


safety equipment, 


86 


Order 


No. L- 


is redefined to cover 


114. 


devices, articles and signs used to pro 


mote safety, and to 


prevent 


or 


mini- 


mize accidents, injuries or occupational 


hazards. 
automotive or trafhe 


V ices. 


equipment or 


The term does not include any 


de- 





Advances 
Linseed Oil 





Light re-cappings permitted 


Removal of rationing 


recapping of passenger car 


and 


truck tires with passenger-type c 


restrictions on 


light 


imel- 


back was announced by OP \ last week. 


with approval of the 


Owners of 


mercial vehicles 


than 7.50 x 20 will be able 


passenge 


using 


r car- 


rubber 


tires 


director. 


= 


com- 


raller 


to get their 


casings recapped with reclaimed camel- 


back without applying to local ration- 


ing boards for 


recapping of comme 
camel back, 
proportion of crude 


with truck-type 


tains a large 


certificates. 


reial_ vehicle 


which 


However. 


tires 
con- 


rub- 


ber, remains subject to present rationing 


restrictions. 
is to reduce 


ment tires by 


which takes less than half 


claimed rubber as a new war 


Portable 
OPA has 


Regulation 210, on 


heaters. It 


The purpose 


issued new 


encouraging 


electric 


these 


specifies that 


of the el 


the demand for replace- 


tire. 


ceilings, 1 


lange 


recapping. 
as much re- 


heaters 


inder 


portable 


maximum 


prices at retail for bowl or reflector type 


electric — portable 
Federal excise tax, 


shall be: 


Watts 659 and less 
Watts 660 to 799 
Watts 800 to 999 


Watts 1,000 and over 


heaters, 
effective 


including 


Feb. 


18, 


Each 
$3.00 
4.00 
5.00 
6.00 


Provision is made for any retailer to 
apply for exception to these prices by 
proving that the prices at which he is 
selling are properly arrived at, undet 
Regulation No. 210, and that the manu 
facturer of the heater complied with 


the law by obtaining his maximum 
price. The War Production Board on 
February 6 had 


against the use of unlabeled, 


warned the public 
anony 
heaters, de 


mously produced electric 


scribing them as dangerous and_ in 


efficient. 


Phonograph record prices 
OPA has ruled that manufacturers of 
new phonograph records may continue 
beyond May 1, 


albums or 


to sell records in en 
velopes, containers that do 
not bear a statement showing the estab- 
lished maximum price for the records. 
packages are from stock 
13, 1942. 


prov ided the 


printed prior to Nov. 


WPB sets flax controls—The 
WPB has imposed strict controls over 
processing and sales of raw flax. 


hackled flax, 
tossed flax and flax pullings. 


machine tow, 
These 


armed 


hacking 


used only for the 
A-1-j 


yarn for fire-fighting hose; shoe 


may now be 


forces: orders with ratings or 
higher: 
thread: saw sewing twine; and _ fish 


nets. 


Anti-freeze type C eased 
Wholesalers and retailers of type “C” 
anti-freeze have been given another 
month to dispose of stocks without sus 
taining out-of-pocket losses. OPA has 
15 to March 15 the 


date on which distributors and retailer- 


extended from Feb. 


must adhere to reduced prices for thi- 
substitute grade. Manufacture of thi- 
quality was recently banned by the Wa 
Board. Sales of 


however, been banned 


Production existing 


stocks have not, 


oa * * 


Linseed oil—Linseed oil thi 
month has continued its frequent an 
substantial advances, which started 
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December from an already high mark, 
and have kept up through eight succes- 
sive changes. By Feb. 18, the rise from 
the opening December mark had been 
15 cents per gallon, and from the low 
mark at the beginning of 1942, the ac- 
cumulated advance had reached 32 
cents per gallon, or approximately 40 
per cent. Turpentine has remained un- 
changed since September. 


Shellac varnish prices — Price 
ceilings reflecting October, 1941, mark- 
ups over current replacement costs have 
been established for various grades of 
shellac varnish. An OPA amendment, 
effective Feb. 17, raises prices slightly. 
permitting use of replacement costs 
rather than the actual March, 1942, 
costs in determining prices. 


Paint brush simplification 
Production of paint, varnish and deco- 
rating brushes, and certain types of 
industrial brushes has been simplified 
in WPB order L-251. This reduces 
types of brushes from 800 to 136, while 
the order also provides a medium under 
which added simplification schedules 
may be issued from time to time. 


Order L-170 modified—The 
Feb. 12 action was accompanied by 
substantial relaxations in order L-170 
which affects farm machinery and 
equipment. Hand _ tools——forks, hoes. 
rakes, shovels, ete.—formerly restricted 
to 43 per cent of 1940 production, are 
removed from the order and its restric- 
tions. Makers of farm equipment and 
machinery are allotted AA-3 priority 
status in obtaining their materials. 
Harness hardware, now classed as re- 
pair parts, are raised from 31 per cent. 
to 167 per cent of 1940. Barn equip- 
ment, up to 30 per cent of a maker's 
production, also may class as repairs 
and be stepped up to 167 per cent. The 
remaining 70 per cent of the maker's 
output will take his new products 
quota. Cattle stalls, stanchions and 
stock pens may be made only from re- 
rolled rail steel. Water-well casing, if 
not made by pipe mills, is raised to 85 
per cent of 1940 production. Steel, ex- 
cept for strapping and fastening, may 
NOT be used in making farm gates. 
grain bins, nests, feeders, singletrees. 
churns, beehives, and other equipment 
which can satisfactorily be made of 


wood or other substitutes. 


Exchanging farm tool quo- 
tas—The Department of Agriculture 
has given state rationing boards au- 
thority to appreve changes in distribu- 
tion quotas for rationed farm machinery 
and equipment, to facilitate movement 
to areas of most urgent need. State 
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Here’s a growing buving-habit among screw-users. Not only do 
they specify American Screw Co. brand . . . they also specifically forbid 
substitution. They have found there is no substitute for American 
quality and dependability. 

For there are important special advantages that come only with 
Screws of American make: Fall value in every gross . . . 144 matched 
screws of American-controlled quality, each one inspected for 
dimensional accuracy. Quick delivery . . . maintained by high-speed 
production. Screw industry's most advanced engineering and research 
service. . . to help on fastening problems, or to work out special 
designs for your needs. 

These American advantages are proving their value now, under 
war-production demands . . . building you a huge new postwar 
market thar will bring you fair and constant profits. 





aphiamgi ts 





WOOD SCREWS - MACHINE SCREWS - SHEET METAL SCREWS - STOVE BOLTS 
(with Slotted Heads or Phillips Recessed Heads) 
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Star Unbreakable Special Flexi- 
ble Hack Saw Blades hit the mark 
with 
cutting advantages that every 


exclusive war-time metal 


master mechanic wants. Extra 
long life, extreme flexibility and 
resistance to breakage in use in 
a frame are vital features found 
in no other hack saw blade. 


_Everyone remembers its all- 


88 


over green metallic finish. 


FREE TO DEALERS 


Our “How To” book- 
let “Metal Cutting”’ 
will help your custo- 
mers to get the most 
from their war-time 
Star Blade purchases. 







boards may now approve proposals by 
manufacturers, distributors and dealers 
for exchanging quotas where this will 
expedite deliveries, and may raise or 
lower country farm machinery quotas 
to aid local crop production goals. 


we * ” 


Galvanized sheets curtailed 
—Recently, production of galvanized 
sheet steel was halted by WPB in the 
Chicago mill area, and certain other 
less eliminate 


important sectors, to 


possible interference with output of 
steel plate and heavy hot rolled sheets 


The 


material 


for war purposes. plan is to 


center galvanized production 


in specified plants and thus release 


rolling facilities of several leading sheet 
manufacturers for other work. How- 
ever, the amount of galvanized sheets 
now to be produced w:ll about equal 
tonnage which has been rolled by all 
producers in the last few months, and 
will meet all war and essential civilian 
This 


sult in some buyers of galvanized sheets 


demands. concentration may re- 
finding regular sources of supply unable 


to accept orders. In such cases the 
WPB steel division will assist buyers in 
locating new sources. 

* 


Metal pails and _ tubs—By 
Supplementary Order L-30-A, the War 
Production Board has raised the steel 
allotment for the making of metal pails, 


buckets 
stored 


has re- 
for 


and wash tubs, and 


permission for their sale 


civilian use. The permitted use of gal- 
vanized or painted steel for these wares 
has been increased from 10 per cent to 
50 per cent of that used in tae “base” 
30, 1941. The tight- 

wood cooperage is 
this 
one-third of 


year ending June 
ening situation in 
for easing. 


the 


probably responsible 


Since, however, only 
steel 


quota hearth, and 


Jessemer 


may be open 


since steel has not proven 


fully satisfactory for some of the neces- 
sary stamping and seaming operations, 


the new easement is not fully effective. 


Another handicap is that the recent 

further tightening of zine may throw a 

larger percentage of total production 
into painted finishes. 
~ ~ 

War model locks--OPA has 


model locks and lock sets 


vital 


brought wai 


in which brass, zinc and bronze 
parts have been replaced by iron and 
steel, under specific dollars and cents 
prices for manufacturers and jobbers. 


The 


lower 


ceilings are about 25 cent 
than the pre-war 

Price Schedule 40 (Builders 
Hardware) continues to control prices 
for the old The 
new regulation covers 67 types of locks 


lock 


permitted to produce, and includes mor 


per 
ceilings for 
models. 
line of brass models. 
which manufacturers are 


sets 


tise locks and latch sets, scaoolhouse 
sets, handle sets, dead locks, hospital 
sets, cylinder lock sets and rim locks. 
Padlocks are excluded. The permitted 


mark-up for wholesalers, plus their 
freight cost, is established by the Regu- 
lation. 


* a: a 


Construction further limited 

WPB has reduced to $200 the amount 
of construction which may be done 
without specific permission, on behalf 
classes as “not 


The 


individual construc- 


of industries which it 


essential to the war program.” 
$200 limitation on 
applies also to private 


tion projects 


dwellings and commercial structures, 
but heretofore, industrial concerns have 
been permitted to carry on construction 
To plug a loop- 
the 


order, the amendment also provides that 


up to $5,000 in a year. 


hole for evasion of construction 


where a single building job is partly 
for 


and partly new construction, the whole 


maintenance and repair purposes 
project is considered new construction, 
and is subject to the dollar limitations 
on new construction. There is no dollar 
limitation on repairs necessary to keep 
a structure in sound condition. 

ra * * 


Cedar fence posts White 
cedar fence posts produced in Michigan, 
Wisconsin and Minnesota, for use prin- 
cipally for railroads and farmers have 
been placed under a ceiling of specific 
dollars and cents prices by OPA Regu 
lation 324, effective Feb. 18, and apply- 
ing to sales by producers, wholesale and 
concentration yards. Prices are estab- 


[ished at or slightly under present 


levels. Under this order, farmers, who 
are the chief producers, will be able to 
obtain their present prices in sales to 
The 


produced during the winter months as 


large lumber yards. posts are 
a side item, and producers’ prices al- 
ready reflect advanced farm labor costs 

half the cost of The 
ceiling for the “yard-stick” item—the 
7-foot-long post-—is 18% cents 


Although 


cents higher 


production. 


3-inch 
at the 
this 


yard. 
lle 


than was generally charged by concen- 


concentration 
price is about 
tration yards in March, 1942, most other 
prices are below those which existed 
at that time. The general average sale 
price for all types of posts is reduced 
March to about 23.2 


The demand for wood fence 


from 24 cents in 
cents now. 
posts is increasing, mainly because of 
the stopping of steel post production. 
About 10,000,000 cedar fence posts were 
made last year for resale. 


* * 

New leather restrictions-—The u-e 
of eattle hide kid skin 
leather, has been restricted to military 
ind specified civilian products by WPB 


and calf and 
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Order M-173. Included among civilian 
items still permitted are shoes, mechani- 
cal belts, work gloves, athletic goods, 
industrial safety equipment, and a list 
of essential health articles. Among 
civilian products which are restricted 
are dress gloves and mittens, luggage, 
brief cases, new upholstery, radio cases, 
pocketbooks, handbags, golf bags, cigar 
and cigarette cases, key cases, tobacco 
pouches, watch straps and dog furnish- 
ings. By another Regulation, harness 
leather may now only be used, if cer- 
tified to be for the manufacture of 
harness or harness strapwork for farm 
or draft animals. Due to the heavy wat 
demands upon the harness manufac- 
turers, there will be little available to 
sell to hardware dealers or harness re 
pair shops for authorized farm or draft 
uses. 
= 

Paper products By WPB 
order M-241.-a, effective Feb. 15, the use 
of paper or paperboard was prohibited 


for a considerable list of ornamental 
and non-essential products. More es- 
sential products were regulated to cer- 
tain fixed percentages of their 1942 pro- 
duction—mostly reduced 10 to 50 per 
cent in output. Only toilet tissue and 
tablets, pads or notebooks were left at 
full production. WPB also has stan- 
dardized the manufacture of wax paper 
household rolls and specifies packaging 
and packing methods, to save paper, 
paperboard and shipping space by 
amendments to order L-120. 


* as a 


Use of cork relaxed—Because 
domestic domestic supplies of cork have 
more than doubled since June, 1941, the 
War Production Board has _ relaxed 
restrictions of order M-8-a governing 
its use. The principal change is eli- 
mination of restrictions on processing 
and delivery of cork insulation board, 
used mostly in refrigerator construction. 
The action will also make the board 
available for other uses. 








Times Have Changed 





















TELL THAT 


CANT YA SEE THE BOSS |S 








SALESMAN IM 
BUSY ALVIN, 
WHAT DJ SAY JOE 


BUSY, WHY DON'T YA COME BACK INA 
COUPLE HOURS AN MAYBE THE BOSS, 
‘LL GIVE YA AN ORDER WERE RUNNIN 
KINDA LOW 




































ALVIN GET OUT MY 20 YEAR OLD BUURON 
AN MY SPECIAL PERFECTOS WHILE | BOW A 
FEW MORE TIMES AN MAYBE BILL WILL — 

GET US THAT 4 KEG OF NAILS HESA OLD ) © 






















MARCH 4, 1943 





YOUR JOBBER’S BUYER 
Protecting you... your Business! 


Combing the country for new 
lines of non-critical material ... 
working day and night to help you 
meet the challenge of wartime prob- 
lems! His traveling saves you time 
— makes your job easier — so look 
to your jobber’s salesman for new 
merchandise and new seiling ideas. 

Although Amerock is now de- 
voted to vital war production, your 
jobber still has a good selection of 
genuine Amerock patterns. And 
when Victory is won, he will again 
have an unrestricted supply of 
America’s finest cabinet hardware. 


Ask your Jobber! 


PRODUCTS 





AMERICAN CABINET HARDWARE 


CORPORATION 
ROCKFORD, iLLINOIS 
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Controlled materials plan during a calendar month. All orders 
For many weeks manufacturers and ma must be accompanied by a prescribed 
terial men have been studying the WPB certificate signed by thep erson placing 
Controlled Materials Plan, which soon them. 
is to regulate completely the flow of 
steel, brass, copper and aluminum into New plan for steel distribu- 
every product, whether for the war tion--After March 31, under CMP, 
effort, or for the country’s important there are definite limits to the amounts 
civilian needs. Now have come two of steel and steel products which a 
added regulations under the’ Plan jobber may deliver, and which a re- 
(which for brevity is called CMP) tailer or user may, receive during any 
and these very directly affect distribu calendar quarter. Some of these limi- 
tors’ operations and volume. tations are: 
Hot rolled bars, including re- 
inforcing bars .. leet Bech at 6.000 Ibs. 
CMP Regulation 4—ware- Tool steel, ineluding drill rod 300 Ibs. 
r - 7 Sheets and strip, galvanized.... 6,000 Ibs. 
houses or distributors—This ruling OE ge er Re 1,000 Ibs, 
governs the sale, by wholesalers, of ps a _" — — 1,000 ibs. 
copper and brass materials from Feb. Tin and terneplate 2,000 Ibs. 
15, and of steel and aluminum after Purchasers must sign the following 
March 31. The steel restrictions are certification, to prevent any consumer 
mentioned later, but as to copper the from increasing his limits by seeking 
regulation provides that, commencing further sources of supply: 
Feb. 15, a ware house may fill an au “The undersigned hereby certifies 
thorized controlled materials order, o1 to the distributer with whom. this 
an order bearing a preference rating of order is placed, and to the War Pro- 
AA-5 or higher, for brass mill or wire duction Board, subject to the crimi- 
mill products, if the order calls for the nal penalties provided in section 35 
delivery of 500 Ibs. or less of any item (A) of the U. S. Criminal Code, that 
to any one destination at any one time. receipt of the steel covered by this 
No more than 2,000 pounds of any one order together with all other steel 
item may be delivered to a customer received by, or on order for delivery 


sneer OAL 


ASBESTOS SWEEPING COMPOUND 


Ke x — 
Vetttiid (tt, 





Sell SAFETY 
by the box 


CAREY Grease Ball Asbestos Sweeping Compound is an efficient, inexpensive, oil 
and grease remover. Absorptive action and mildly abrasive. Non-combustible; used 
dry and is non-skid. No damage to floors or clothing. Economical. Available in 
8 Ib. cartons and 50 Ib. bags. 





This product has performed so successfully for industrial and commercial users that the 
retail market now offers dealers a new profit opportunity. Ask your Jobber or write Dept. 66 


THE PHILIP CAREY MFG. COMPANY - Lockland, Cincinnati, Ohio 


Dependable Prod 


N CANADA THE PHILIP CAREY COMPANY LT 1 Factory LENNOXVILLE © O 





oe 


to, the undersigned, from all source~ 
during the same quarter, will no 
exceed the limits specified in para 
graph (d) (4) of CMP Regulation 
No. 4.” 


CMP steel exceptions — Ex 
ceptions to the above are made in the 
cases of: 

(a) Orders amounting to $10.00 ot 
less. 

(b) Orders with priority of AA-5 o1 
higher, on which delivery is made le 


fore July 1, 1943. 


(c) Orders for delivery of netting, 


fence or barbed wire, authorized by the 
Department of Agriculture’s Food Pro 
duction Order No. 3. 

(d) Orders carrying a priority sup 
ported by a Controlled Materials au 
thorization number. 

Distributors may not be required to 
accept steeel product orders totaling 
more than 40,000 pounds, unless the 
order includes ten or more individual 
items, none exceeding 8,000 pounds. 


CMP Regulation 5—mainte- 
nance, repair, operating supplies 
This regulation applies whether or not 
the industry is operating under CMP 
if it uses steel, copper, brass or alumi 
num. It divides all industries inte 
three groups. If you fall in the first, 
listed in Schedule I of the order, you 
get an AA-I preference rating for 
maintenance, repair and operating sup 
plies. If you fall in the second group. 
listed in Schedule II, you get an AA- 
2-X rating. If your activity is not 
found in either Schedule I or Schedule 
Il, you get an A-10 rating. Schedule I 
includes: (1) makers of direct military 
products, also (2) makers of the com- 
ponents needed to produce these —in 
cluding machinery, tools, pumps, en- 
gines, motors, transportation and com 
munication essentials, chemicals and 
plastics, fasteners such as bolts, nuts, 
screws, and rivets, also (3) health 
necessities, including cooking and heat 
ing stoves. For keeping such produ 
tion moving, AA-I rating is granted for 
the necessary maintenance repair anid 
operating supplies. Schedule II in 
cludes makers of general civilian hard 
ware, machinery or equipment, requit 
ing steel, copper, brass or aluminum 
Under this schedule come makers of 
kitchen accessories, farm and garden 
tools, construction material, containers. 
lumber products, pipe, printing, textiles 
and leather making machinery, drugs. 
automotive and radio equipment. The 
rating for these is AA-2-X, for thei 
maintenance, repair and operating sup 
plies. 


All other industries (including whole 
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alers and retailers for their own mainte- 
iance) rate A-10 for these supplies. 


~ 


MRO supplies—how to apply 

Here is how to obtain your mainte- 
ance, repair and operating supplies 
nder the Regulation: 

(1) Small Quantities: If your re- 
juirements for controlled materials are 
-mall enough to be obtained under the 
(foregoing) CMP Warehouse Regula- 
tion, or at retail, without preference 
ratings or allotments, you may get these 
-upplies without reference to this Regu- 
lation No. 5. 

(2) Steel and Copper: Larger 
amounts of controlled forms of steel 
and copper will be available for mainte- 
nance, repair and operating purposes 
only to Group I or II industries. If 
eligible, you will get these controlled 
materials simply by placing on your de- 
livery order: (a) a certification pre- 
-cribed in the Regulation; and (b) the 
-ymbel “MRO”: followed by the num- 
her of the preference rating order, if 
any, applicable to your industry. An 
order for steel and copper which bears 
this endorsement must be treated by 
producers in exactly the same fashion 
as any CMP order bearing an_allot- 
ment number. 

(3) Aluminum: Group I and IL in- 
dustries may get aluminum not to ex- 
ceed 100 pounds per calendar quarter 
by placing the special endorsement 
prescribed in the Regulation on pur- 


chase orders. 


Repair items redefined 
Maintenance, repair and operating sup- 
plies, as previously defined in priorities 
regulation No. 3, have been redefined 
by WPB, to bring conformity with 
those of Controlled Materials Plan 
regulation No. 5. The action eliminates 
from maintenance, repair and oper 
ating supplies the following: Materials 
for maintenance or repair of buildings: 
containers for packaging products to 
he shipped; printed matter, stationery 
and office supplies; paper, paperboard 
and products; fuel or electric power; 
office machinery or office equipment: 
clothing, shoes or other wearing ap- 
parel, if made of leather or textiles: 
also materials for plant expansion o1 


plant construction. 


% a 


Sharing supplies—OPA and 
the office of Civilian supply have urged 
manufacturers, wholesalers, and other 
distributors to share their supplies of 


<carce civilian goods, not under specific 


control, among their customers on a 
fair and equitable basis. They suggest 
specific principles which would con- 
tribute greatly toward a fair distribu- 
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tion of civilian goods throughout the 
country. These include: 

(1) Supply each customer only with 
his fair, proportionate share of each 
scarce commodity, by determining the 
amount available, compared to a yeat 
ago, and allotting a similar percentage 
to regular last year customers. Custom- 
ers’ maximum inventory limits must not 
be exceeded. 

(2) Refuse to supply new accounts 
with scarce goods, except in areas where 
there has been a marked increase in 
population, or where a competitor has 
abandoned service to save mileage. 

(3) Continue using normal sound 
standards as the basis for extension for 
credit. 

(4) Make no new contracts which 
will require delivery of larger quanti- 
ties of scarce goods than the customer 
is equitably entitled to receive accord- 
ing to the above stated principles. 

(5) Consider owned or controlled 
outlets as individual customers, impos- 
ing the same limitations as on other 


customers. 


Simplified ceiling procedures 
This month OPA has issued three 
very welcome amendments, simplifying 


a procedure for establishing retail and 


wholesale ceilings at the same time 


maximum prices for manufacturers ar 
set. Two regulations normally dealing 
with wholesale and retail pricing—No. 
210, Fall and Winter Seasonal Com 
modities, and Regulation No. 14 unde 
the General Maximum Price Regulation 

were amended so that orders fixing 
wholesale and retail ceilings may be 
issued at the same time with ruling- 
that deal normally only with manufac 
turers’ levels. The third amendment i- 
Price Regulation No. 188 (Manufac 
turers’ Materials and 
Goods). By this change also, OPA 


Consumer 


may issue an order setting wholesale 
and retail maximum prices for a new 
article at the same time it establishe- 


the manufacturer's ceiling. 


Steel doubled for farm sup- 
plies—Effective Feb. 12, WPB’s_ re 
quirements committee allotted new steel 
tonnages sufficient practically to double 
this year’s output of new farm equip- 
ment. The committee allotted 185,000 
tons of steel for second quarter farm 
machinery manufacture, thus raising to 
385,000 the tonnage of steel for thi- 
program in the first half of 1943. Thi- 
places the industry on a basis of pre 
duction at 40 per cent of 1940’s manu 


facture. 


TWO-FISTED SALES WINNER! 


New Plastic Glue Sets New Records 


Home craftsmen, carpenters, cabinet mak- 
ers, mechanics, all are cheering the original 
plastic resin glue. ..WELDWOOD GLUE. Proof 
of its dependability is approval for use in 
aircraft by the U. S. Army, U.S. Navy, and 
Civil Aeronautics Authority when properly 


applied. 


Five convenient sizes — 10¢, 25¢ and 50¢ 
cans. Attractively packaged in display car- 
tons for counter sales and 1 Ib. (85¢) and 


5 Ib. cans. 


Write for complete information or order 
Weldwood Glue and Counter Displays 
through your jobber. act Now — supply 


limited by UNCLE SAM’S WAR NEEDS. 


Weldwood Glue has everything: 

1. TREMENDOUS STRENGTH 

2. WATERPROOF, BACTERIA- 
and-ROT-PROOF. 

3. QUICK and EASY to use. 
No heating. No waiting. 

4. ECONOMICAL. 

5. APPLIED COLD, quick-setting. 

6. STAIN-FREE 


« ZA 
WELOWOU0 
( Plastic Resin 7 


WATERPROOF GLUE 
Saar erectse in a a 


Address 








“Makes the glue line the SAFETY line” 





World's Largest Producer of Plywood 


Please send literature, prices, discounts, samples 
and information on WELDWOOD GLUE dealer plan 


WELDWAUD 


WATERPROOF GLUE 


UNITED STATES PLYWOOD CORP., 103 Park Ave., New York, N. Y. 
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3y L. W. MOFFETT 
Washington Representative 


of Hardware Age 


DEALERS AND DISTRIBU- 
TORS who wish to dispose of bicycle 
stocks may do so through “upstream” 
or “cross-stream” sales without restric 
tion, OPA has announced. Under this 
provision, a dealer may sell to another 





SERIA VEY 


dealer or to a distributor; and one dis 
tributor may sell to another. Either may 


sell to a manufacturer. However, “down 


stream” transfers—from a manufacturer ‘ 
or from distributor to dealer —still are * 
restricted as before 

Previously dealers and distributors 
could dispose of bicycles only by return 


ing them to manufacturers or by selling 
them to someone who had a rationing 
certificate or OPA authorization or WPB 
order entitling him to buy. No transfers 





of any kind are permitted between mem 
bers of the trade unless both buyer and 


seller have filed their inventory reports operations of dealers and building firms the Social Security Board, acting as 
with OPA. These changes were made 1uthorized to supply and install new agents of WPB, will examine installa- 
by Amendment No. 8 to Revised Ration mechanical refrigerators in defense hous- tions. 
Order No. 7 —New Adult Bicycles ing projects. The survey will cover build- oe. st 
‘a ae ie ers who have requested 10 or more re- 

frigerators for installation in a particular THE ADMINISTRATION OF 

THE WPB COMPLIANCE DIVI- project. Dealers will report on a special SCHEDULE II of Order L-42 has 

SION shortly will begin a check of the questionnaire, while field assistance of been transferred to the Valve and Fit- 

tings Section of the WPB Shipbuilding 

Division. The order, which conserves 


the use of various metals by standardiz- 
ing plumbing and heating fixtures and 
stops, is administered by the Plumbing 
and Heating Division. Schedule II, ad- 
ministration of which has been trans- 
ferred, relates to the simplification of 
gray cast iron, malleable iron, brass and 


| bronze pipe fittings. 
x ke * 


SPECIAL COMBINATION 
| GRATES, recently developed by man- 
| ufacturers for installation in heating 
| boilers being converted from use of oil 
to coal, have been placed under dollars 
and cents ceilings by OPA. The ceilings 
are contained in Amendment No. 1 to 
Maximum Price Regulation No. 236 


(Heating Boiler Conversion Parts), and 


MUSIC WIRE. Con- | are on an installed basis which provides 
forming to Government purchasers cooperating in the govern- 


ment program to convert to coal heating 
a more convenient method of ascertain- 


specifications (WD 1085 
- WD 1095). Stock 
sizes .004” to .180” dia. 


All JOHNSON wire &s ready specifically covered by the regu- 


ing total conversion costs. 
The maximum prices set forth in the 


measure cover 19 new types of assembly 
units in addition to the three types al- 


lation. The prices, varying from $34.95 


laboratory controlled all 
the way from original a ; 

ae capacities and operating features and 
steel to finished product. installation costs. The amendment, how- 


ever, continues a formula method of 


to $59.95, reflect differences in sizes, 


pricing uninstalled conversion — parts. 
Under these provisions a seller is per 
ee eee mitted to deduct a bona fide quotation 
(from a person doing installation me- 


JOHN LO Mey OF AM BOD APIO | conical services) from the applicable 


WORCESTER * MASSACHUSETTS. ceiling price listed in the regulation for 


NEW YORK AKRON LOS ANGELES the installed unit to arrive at the maxi 





mum uninstalled price. 
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When originally issued the regulation 
established maximum prices for all con- 
version parts on a pound basis. When 
revised the regulation continued ceilings 
for original repair parts used for con- 
version on a pound basis and established 
ceilings on three grate assemblies on a 
unit basis. 


x * * 


OPERATIONS OF MANUFAC- 
TURERS and chain wholesalers unde 
GMPR have been simplified by OPA 
through a requirement that those busi- 
nesses for the first time consider their 
separate establishments which are under 
a central pricing office as parts of one 
selling unit. Heretofore, under GMPR, 
wholesale distributors were required to 
determine and report prices separately 
for each sales establishment they owned. 
Separate pricing is still in force for 
retailers for whom, OPA said, it has 
worked satisfactorily and _ beneficially. 
But among wholesalers and manufac 
turers separate pricing has produced 
some administrative difficulties and in- 
terfered somewhat with business prac- 
tices. The interference is eliminated by 
Amendment No. 43. 

The change is effected by modifying 
the definition of “seller” as it affects 
those who are not retailers, to provide 
that all selling outlets whose prices for 
most commodities customarily have been 
determined at a central office be con- 
sidered as one “seller.” Thus, among 
other advantages, the owner may have 
his records kept in one place and make 
only one report to OPA from this cen- 
tral office, instead of reporting for each 
outlet to the OPA office designed for 
its particular area. 

If a wholesaling business is organized 
so that its prices are fixed in several 
locations, each of which covers a num- 
ber of selling establishments, each pric 
ing office and the places of business it 
controls will he considered as one sell- 
ing unit under the amendment. 


x * * 


REVOCATION OF RESTRIC- 
TIONS on sales by manufacturers of 
metal pails, buckets and wash tubs for 
general civilian use has been announced 
by WPB through Order L-30-a as 
amended. Permitted use of steel in pro- 
duction of these articles of galvanized 
and painted metal ware has also been 
increased from 10 per cent of the speci- 
fied normal year to 50 per cent. 

Since Jan. 15, the order had restricted 
manufacturers’ sales of metal pails. 
buckets and wash tubs to war and speci- 
fied industrial requirements only. It 
provided for no release from manufac 
turers for general civilian use in the 
belief that substitutes would fill the gap. 
In the same plan to conserve critical 
materials, use of steel in the metal ware 
was limited to 10 per cent of the average 
monthly use during the base period 
the year ended June 30, 1941. This re- 
striction on metal ware was expected to 
induce greater production and consump 
tion of wooden pails, buckets and tubs 
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as practicable alternates to the metal 
types. 

It has been found, however, that the 
existing capacities of the tight cooper 
age industry have been taken up with 
container manufacturing due to the shift 
from the use of metal containers and 
that capacities cannot be increased for 
some time. As a result of the restr cted 
sales to civilian consumers and the lack 
of adequate substitutes, substantial 
hardship has been experienced, espe- 
cially on farms and in the homes of 
war workers. 

x *k * 


CONTROL OVER DISTRIBU- 
TION of domestic mechanical refrig- 
erators has been removed from _ provi- 
sions of Order L-63 by WPB. It was 
pointed out that distribution of domes- 
tic mechanical refrigerators is governed 
by provisions in orders of the L-5 series 
administered by the Consumers’ Dur 
able Goods Division. Since these pro 
visions made the control provided by 
L-63 unnecessary, it was felt that domes 
tic mechanical refrigerators should be 
added to List A of L-63, which includes 
products exempted from the order. 

“ = @ 

SIMPLIFICATION of the proce 
dure for setting ceiling prices at whole 
sale and retail on new models of domes- 
tic cooking and heating stoves has been 


a 


4 









shovel 


shovel manufacture. 


The extra hard jobs—the tasks 
that hand out cruel and unusual 
punishment to a_ run-of-the-mill 
they’re all in a war day’s work to a MAGOR. 
The reason: Steel quality is rigidly maintained at the 
maximum consistent with today’s available supply for 


provided by OPA with the establish 
ment of a method by which OPA may 
set both wholesale and retail ceilings 
at the same time that it establishes the 
manufacturer's maximum price. This 
provision is formally set out in Amend 
ment No. 4 to Revised Price Regulation 
No. 64—Domestic and Commercial 
Cooking and Heating Stoves—which 
hecame effective on Feb. 16. 


x k * 


QUOTAS OF IRON AND STEEL 
that may be used in the manufacture 
of low-pressure cast iron boilers for wat 
housing and civilian replacement needs. 
and in repair parts for such boilers. 
during the first six months of 1945, 
have been increased by amendment to 
Order L-187 issued by WPB. Because 
of abnormal seasonal requirements for 
repair parts, due in part to the reduced 
supply of new boilers and in part to 
conversions from oil and gas heating 
units to solid fuel burning types, the 
industry has been hampered in meeting 
the demand, both for parts and for 
completed boilers under the quota pre 
viously in effect. 

Some of the increased demand for 
repair parts arises from the fact that 
persons unfamiliar with the operation 
of solid fuel-burning boilers have dam 
aged the equipment and must obtain 


(Continued on page 110) 
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CAR CORPORATION 


SHOVEL DIVISION 


50 CHURCH ST, NEW YORK 
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And Still Available for Hardware Distribution 


Deep Penetrating 
Floor Sealer 


“Valspar”’—a deep penetrating floor 
sealer, especially designed for gym- 
nasiums, churches, schools and public 





buildings, which is also said to be an 
ideal floor sealer for residential work. 
According to the manufacturer, it makes 
a perfect foundation for either a wax 
or high gloss varnish finish when used 
as a one coat sealer and may also be 
used as a complete finishing system 
using either two or three coats with 
no other finish necessary. Two coats 
are said to produce a medium full gloss. 
Sets to touch in three to four hours and 
dries in six to eight hours. Maker state: 
that it is especially resistant to rubber 
burns and gives a non-slippery surface 
so much desired in gymnasium finishes. 
It is also claimed that even boiling 
water will not turn it white. Valentine 
& Co., Inc., 11 E. 36th St... New York 
City. 


“Tap” Screw 


Continental Screw Co., New Bedford. 
Mass., has perfected and patented an 
innovation in metal-to-metal and plastic 
fastenings, incorporating many new 
features in applying and driving self- 
tapping screws. A smooth pilot point 
below tapered threads automatically 
effects a self-aligning and holding ac- 
tion when screw is applied. Securely 
fitted in the hole to be tapped, this 
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“tap” screw cuts threads accurately in 
correct alignment as it is driven in, ac- 
cording to the manufacturer. It is said 
that when screws have to be driven at 
an angle or upside down, this smooth 
pilot-holding and aligning feature be- 
comes valuable in saving time, prevent- 
ing lost serews and effecting accurately 
cut threads in proper alignment. Has a 
complete slotted opening at entering 
end of screw which produces a self-cut- 
ting edge that closely simulates the cut- 
ting action of a tap and, the maker 
says, insures quick, easy and accurate 
tapping or self thread-cutting action. It 
is claimed that an advantage of the slot 
is the “spring” or “yield” when screw 
is fitted in hole and during the self- 
threading action, which enables a screw 
with the same diameter to be accurately 
driven in to openings of varying di- 
ameters, thus providing self-adjustment 
by exerting a yielding pressure during 
the cutting operation. When provided 
with Phillips Recessed Heads, these 
“tap” screws are said to cut fastening 
time to a minimum, eliminating the 





Pat. No. 2,292,195 


necessity for separate cutting operations 
by self-cutting a perfect mating thread 
in the material. Maker states that the 
screw fits so tightly that it stays tight 
under the loosening action of vibration. 
Furnished with slotted head or “Hol- 
tite” Phillips Heads, it is produced with 
the uniform precision of small tools. 


Self-Dispensing 
“Cory” Rod Display 


Cory Glass Coffee Brewer Co., 325 
N. Wells St., Chicago, IIl., is offering 
a combination glass filter rod display 





and dispensing unit. It is called the 
DRP-60 and is supplied complete in a 
shipping carton all set up, filled with 
60 rods. The dealer places one rod in 
the holding device which automatically 
puts it in correct position in front of 
the picture of an actual size brewer and 
sets the display on the counter. Display 
is substantial looking, attractive in 
appearance, and is supplied free of 
charge with the 60 rods. 


Broadside on Fence 
Conservation 


Keystone Steel & Wire Co., Peoria. 
Ill., has published a broadside whose 
theme is fhe “Conservation of Present 
Fences” which will be mailed this 
month to almost 500,000 farmers. Thi- 
broadside makes no attempt to stimu- 
late the purchase of fence, but stresses 
simple repairs and proper care which 
will add to the life of the fence the 
farmer now is using. It gives instrue- 
tions on the proper ways of restretching 
fence and constructing sturdy cornet 
posts, brace posts, ete. 
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eA TEX-KNIT 


IRONING BOARD PADS 
and COVERS 





A COMPLETE LINE 
PRICED RIGHT! 


e@ Ironing is much easier and 
quicker . . . ironed work has a 
smooth, professional finish 
when your customers use these 
improved pads and covers! That 
is because Tex-Knit Pads are 


resiliency, faster heat and mois- 
ture absorbency. Four styles... 
popularly priced..all fast sellers. 


list C-2. 


Jobbers! Your 
inquiries invited. 


STRONG 
INEXPENSIVE 


* 


LARSON 
SAW-HORSE 
BRACKETS 


EASY TO USE 
EASIER TO SELL 


* 


DURABLE 


* 


Made of heavy gauge steel 
rust proof finish. 

* * 
Packed one set in display 
Retailing for 75¢. 
Delivery at once thru your 
Jobber or write direct. 


carton. 








Manufactured by CHAS O. LARSON CO. Sterling, Illinois 
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WAFFLE KNITTED for greater | 


© Order from your | 
jobber or write for | 
illustrated price | 


They'll be 


© EVEN BETTER 


After the War 


The manufacture of civilian 
items gives way to war's de- 
mands, and the materials for- 
merly used in making the Union 
Steel Products shown here are 
ear-marked for fighting equip- 
ment. But as Union Steel's fa- 
cilities are devoted to war pro- 
duction, the resourcefulness and 
imagination that produced this 
highly salable line of merchan- 
dise continues. And after this 
Nation has fought its way back 
to Peace, popular Union Steel 
Hi-Lo Picnic Stoves, Zipper Top 
Rubbish Burners, Multi-Line 
Clothes Dryers, etc., will be 
back in your store—more attrac- 
tive and appealing than ever 
before. 


UNION STEEL 
PRODUCTS CO. 


126 North Berrien Street, 
Albion, Mich. 


wi 
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é Yes! SALES go right 
on with 
BIGGER 
BUSINESS IN 


AMERICAN 


“INDESTRUCTO” Molded Plastic 
PLUMBING FITTINGS 


Stock with AMERICAN and let 


your customers know you can fill 
their needs. 





ll OAM, 


TT aqaqeie’ 





TANK FLOAT 
2 popular sizes 


Today's manele | 


developed by the pioneers and me | 
Tough, durable, most easily installed 





FLUSH"L” 
4 Sizes 





Floats, Flush “L’s’’, Stoppers, Slip- 

nuts, Tail-pieces, etc., make former 

fittings obsolete. Order from your 

wholesaler. Write for folders. STOPPERS 
SELL AMERICAN—WITH NATION-WIDE PRESTIGE!, 7 Sizes 


AMERICAN MOLDED PRODUCTS SALES CO. 





SALES REPRESENTATIVES 


J. M. Butts Co...... Bona Allen Bldg. Potter-Roemer Co..... .2432 E. 8th St 
Atlanta, Ga. Los Angeles, Cal 
Jj. M. Kane. . i .P. O. Box 1552 Clyde Cary. 703 phases St 


San Francisco, Cal 
Products Preferred, Inc...47 Kemble St 
‘ash. oston, Mass. 
7192-16 No. 16th St. Paul R. Spencer Co. 4000 York St 
Philadelphia, Pa. Denver, Colo. 
John G. Kelly, Inc., 24-14 Bridge Plaza South 
Long Island City, New York 


1758 N. HONORE ST. CHICAGO, ILL. 
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Fort Worth, Texas 
John Livingstone & Co., 164 Jackson St. 


eattle, 
Mitchell Love 
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LCHEK TOOLS 


It is inevitable that in 
working under pressure 
to produce the best tools 
we've ever made—to 
help win the war—we de- 
velop new skills. These 
skills will last and will 
help us to serve our cus- 
tomers tomorrow as they 
do our country today. 


1H€V CHEK 1001 co. 


3001 E. 87th St., Cleveland, Ohio 


WhhTS NEW 


“Conservator” 
Circulating Coal Heater 


This new circulating heater was 
tested by the U. S. Bureau of Standards 
and high priority ratings for materials 
needed were granted by WPB for its 
production. It is said to combine high 








heat production with minimum fuel 
consumption. The maker states that 
new factors making this heater entirely 
different from any other type of coal- 
burning stove include a circulating out- 
put of more than 51,000 B.t.u. per hour; 
new principles regulating combustion, 
which extract from the fuel up to 90 
per cent of all its volatile elements; 
full automatic secéndary air control ac- 
curately measuring and distributing ex- 
act amount of secondary air drawn into 
heater. The volume of secondary air 
thus varies directly with temperature in 
combustion chamber, says the maker. 
Has new bi-metal type regulator for au- 
tomatic room temperature control and 
down draft principle that draws volatile 
elements of fuel down through fuel mag- 
azine to level of actual combustion. 
Maker states that an arrangement of 
interior firebrick “bridging” 
and clinkering of fuel and that volatile 
elements of the fuel flow through in- 


prevents 


geniously arranged louvres in the fire- 
brick into a combustion chamber and 
burn in direct contact with an outside 
casing of porcelain enameled steel. Uni- 
form distribution of heat within heater 
is said to prevent concentrated “hot 
spots” in metal, thus prolonging life of 
heater. Will burn anthracite or bitumi- 
nous coal without changing grate and 
may be set up easily and connected to 





any flue or fireplace. Fuel magazine ca- 
pacity, 135 lb. For normal operation it 
is said to require refueling but one in 
24 hours, with virtually complete com- 
bustion of the fuel leaving very little 
ash, which sifts into a dust-tight metal 
container needing to be emptied but 
once or twice a week. All metal parts 
have extra heavy porcelain finish, easily 
kept clean. Overall dimensions: width, 
26 in.; height, 48 in., and total effective 
grate area, 182 sq. in. Made by Caloric 
Gas Stove Works, Trenton and Tioga 
Sts., Philadelphia, Pa., patents being 
held by its subsidiary, Conservator Prod- 
ucts Co., Philadelphia. High priorities 
have also been granted a group of man- 
ufacturers to make Conservators on li- 
cense basis, the company waiving royal- 
ties for the duration. 


Plant Stimulant 


“Staleymone”—a plant stimulative ma- 
terial with hormone-like qualities. It is 
a powder made to adhere to dry seed 
for planting purposes or for dusting of 
growing crops. Easy to use and a little 
goes a long way. According to the man- 
ufacturer, big users can treat the seed 
for an acre of most crops for only four 
cents. For farm crops, vegetable gar- 
dens, flowers and grasses. A. E. Staley 
Uig. Co., Decatur, Tl. 


New Playing Card 
Back Designs 


The Arrco Playing Card Co., 308 S. 
Racine Ave., Chicago, Ill., has intro- 


duced three new back designs on play- 
which 


Navy 


Waacs, 


These 


feature the 
Sweetheart. 


ing cards 


Waves, and 





designs are produced on plastic-coated 
Duratone — playing 
Duratone with this plastic coating is 
said to be highly resistant to moisture, 
ink, candy, fingerprints—anything solu- 
ble in water, may be quickly removed 


cards. The new 


by wiping the cards with a damp cloth, 
according to the maker. 
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Wooden BomPails 
and Water Pails 


State’—accessories for 
civilian defense. Water pails have 
tightly fitted staves, bound by two well 
spaced metal hoops and further held 


“Granite 





in place by a _ mortise-fitted bottom. 
Heavy gage wire bail with wooden 
handles. Made of native pine, kiln 
dried, shaved to 9/16 of an inch and 
sanded inside and outside. Can be used 
for water or an utility pail. 
include the same details of construction 
as the water pails, but are stained red 
on the exterior. Can be used as an aid 
in combating incendiary bomb, a 3-in. 
layer of sand being used as a cushion 
for transporting burning bombs. Are 
also suitable for sand or water storage. 
C. L. Lane Co., East Swanzey. N. H. 


30m Pails 


“Red Devil” Catalog 


Landon P. Smith, Inc., Irvington, 
N. J., has released its Catalog No. 18. 
This 72-page catalog contains sections 
devoted to “Red Devil” 
glaziers’ tools, wood scrapers, painters’ 
cutlery, roller stipplers, electric paint 
conditioners for from one-half pint to 


glass cutters, 


five gallon cans, specialties, accessories, 
floor sanders, etc. It also includes a 
page on “How to Cut Glass’ and a con- 
cise paragraph on cutter wheels. Copies 
can be obtained by writing to the com 
pany. 


New Package Label 
for Linoleum Paste 


“Tiger Grip” linoleum paste, pack 
aged in glass and tin containers, in sizes 


of one half pint to one gallon, has a 





new label which gives complete direc 
tions for the use of the product. This 
linoleum paste can be used for laying 
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small patches of linoleum on wood o1 
concrete, recementing seams, gluing 
stair treads and many other adhesive 
needs. It is a smooth bodied paste said 
to be odorless and comes ready for use 


3316-24 S. Broad- 





Consumers Glue Co., 
way. St. Louis, Mo. 


without taking out 
Maker states that this ventilator will 
not stick or bind and that it can be 


reason, screws. 


Storm Sash Ventilator 


*Martin’s” 


opened from right or left side. It is 


storm sash ventilator pro held tight against the sash by spring 


vides convenient control of fresh air clips. When fully open only 4 of an 
and can be operated with a minimum inch will show on the outside. Size 

of effort. Made of wood, it is said to 2% by 10 in. Easy to install and neat 
stay in any position placed and can be in appearance. Specialties Sales Co., 


W. Burleigh St., 


Milwaukee, Wis. 


removed, for painting or any other 5636 


another 
Wartime 
Call on 


WIRE MILL PRODUCTION 


CW TENT | 


Hou ddd TH 








“Thousands of wire mill products 











are required for planes, tanks, | 
guns, ships and soldiers—just a “When will wire mills, like 
few of which are _ illustrated. 


Keystone, give us a real supply 
of fence? Miles of it are needed 
right here in this territory.” 





















This question is certainly justified. 
We realize, as keenly as you do, 
the significant responsibility of 
food production equipment, like 
fence. Our answer is this. . . just 
as soon as war production permits, 
a generous amount of steel cer- 
tainly will be spared for the pro- 
duction of fence and wire products 
for the farm. 


Meanwhile Keystone’s production 
s “drafted’’ to help provide thou- 
| sands of ‘‘Freedom-preserving”’ 
items like barrage balloon above. 








Because of 

53 Years 
Satisfaction 
Fence Users will continue to 

a for the Top Wire Painted RED” 






KEYSTONE STEEL & WIRE CO. 


PEORIA, ILLINOIS 
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CHISHOLM-RYDER CO. INC. 


PREMAX SOLID STEEL 
FISH RODS 


IN THE FIGHTING ZONE 


Premax Rods, together with 
House Numbers, Sprinklers, 
Tent Equipment and other 
products, have been laid aside 
until after the war so that all 
our time can be devoted to 
essential production for the 
a fighting forces. 


1} When Victory comes, Premax 


é will be back on the counters 
with new ideas and new prod- 
ucts to swell the retail sales. 


Pemax oducts 


DIVISION OF 


4307 Highland Ave., Niagara Falls, N. Y. 





dapted Lawn Seed... mixed 

for local growing conditions 

contains permanent 
grasses. Brings top profit. 





“Tip-Top” Ashtray 


Two piece, 3 in., amber or moonstone 
colored glass, designed to flip over the 


top tray, dropping the ashes into the 





bottom container; resting in walnut 
finished grape and leaf design pressed 
fibrewood 6-in. _ base. Individually 
boxed. Above also comes with base of 
military design motifs. Nifty Brush Co., 


314 Institute Place, Chicago, Ill. 


“Bundle Buggie” 


A two-wheeled package carrier which 
is made of wood especially selected to 
give the greatest possible strength and 
to insure long service. Handle is 
straight grain wood, three piece con- 
struction to insure against breakage, set 
with one quarter twist to place load 
against edge rather than flat face of 
Capacity one bushel—load 50 
deep, 15 in. 


handle. 
lbs. Hamper is 20 in. 
across top and 9% in. across bottom. 
Shipped in bundles with wheels and 


axle detached. Assembled in about two 





minutes. Manufactured by B. C. Jarrell 
& Co., Humboldt, Tenn. Complete in- 
formation from W. L. Spangler & Co., 
sales directors, 3919 Grove Ave., Nor- 
wood, Cincinnati, Ohio. 











With one or two exceptions, the 


Hammond 
this Spring. 


Line will be complete 

To be sure, there will 
he changes in some formulas to 
meet wartime regulations, but 
every Hammond Product can be 
depended on to do a real job in 
1943, as for generations past. 


Nationally Advertised 
Our advertising program is as ex- 
tensive as ever including Farm 
Papers, Florist Papers, Garden 
Magazines and Sunday newspapers 
in leading cities—a total of nearly 
15,000,000 circulation. 


Liberal Mark-Ups 
In spite of increased manufacturing 
costs, we have maintained our 
standard wholesale prices. You can 
still sell at ceiling prices and enjoy 
the usual attractive profit margin. 


Write for prices, Sample Dealer Aids 
and Electro Sheet 


HAMMOND cresicat co. 
46 FERRY ST. BEACON, N. Y. 

















D.celet ye 


DETACHABLE BLADE 
K NIVES.. for HOBBYISTS 


& EVERY ART & 
CRAFT! 






No other item you've ever handled 
returns you so much sound, steady 
profit, or your customer such com- 
plete satisfaction . - and that’s why con- 
stant repeats make your profits swell. Here's 
healthy prosperity just waiting to be asked 
: GRAB IT! 


Address inquiries to Alfred Field & Ce., sele 
distributors in Hardware Field, 93 Chambers 
Street, N. Y. 






Get our deal for 
this beautiful 
silent salesman. 


Let Sharp-Edged Advertising Help 


A national ‘‘big push’’ in publications reaching the 
very people who buy from you. .. plus strong, 
compelling ‘‘Dealer Helps’’ and this handsome 


time-proved display cabinet containing ample stock 
. . « these together make X-acto Knives with 8 in- 
terchangeable blade types PROFITABLE. Get all 
the facts today. 


Rnrives:h : 
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Leek for the 


Improved 


Kun 


CUTTERS 


The Drop-Forged and 
“Combination” Pipe Cut- 
ters can be used as a 1 or 
3 wheel cutter. All are im- 
proved cutters, accurately 
made with hardened steel 
pins and rollers. Thrust 
rods of “Saunders” type 
cutter are hardened at the 
point and bear on embed- 
ded, hardened steel block. 
On “Barnes Type” the 
thrust is taken up by 
drop-forged steel sections. 
Parts are interchangeable 
with other standard makes. 
All are Cadmium Plated. 


“ARMSTRONG BROS.” 
Knife Blade Cutter Wheels 
cut much faster and eas- 
ier, hold their keen cut- 
ting edge for they are 
made of Vanadium Tool 
Steel, heat treated, hard- 
ened, and Cadmium Plated. 


Write today for Caf- 
alog C-39, showing 
the most complete line 
of Pipe Tools made. 





Arm-and-Hammer 













































| 
ARMSTRONG BROS.TOOL COMPANY 
'*The Tool Holder People'’ 
314 N. Franciseo Ave., CHICAGO, U.S.A. 
Eastern Warehouse & Sales: 
199 Lafayette St., New York 












CASH IN on New 


Wartime Sales Volume..with 


-MILWAUKEE- 


BUILDERS HARDWARE 


Here are TWO big market opportunities for your 


MILWAUKEE BUILDERS’ Hardware NEW 
hardware for ALL-WOOD partitions — washrooms, 
toilets, dressing rooms, office partitions in fae 
tories, training camps (substituting for critical 


metals) REPAIR AND replacement hardware 
for door closures on restrooms, office gates, par 
titions, show cases. CASH IN on this VOLUME 
market NOW by putting BUILDERS’ HARD 
WARE ‘“‘up in tront’’ for new Wartime selling 












MILWAUKEE PIVOT 
SPRING OR GRAVITY 
HINGES 


Quality- 
sturdy, 
easily- 
Door 


Choice in 


% Write for complete Details * 


Standardize on MILWAUKEE 


The Popular Hardware Line for over 40 Years. 


MILWAUKEE STAMPING COMPANY 
816 SOUTH 72nd STREET 


MILWAUKEE ° WISCONSIN 
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All-Wood Stool 


Made of 
finished natural. 
ve 

throughout. Legs are made of 1% in. 
2% by % in. 


selected hardwood and 


Twin doweling used 
hardwood, frames are 
Backs are attachable and can be used 
on any stool, according to the maker. 


Stools also can be obtained without 
backs. For use in factory, shops, 
schools and also can be used in the 
kitchen and other places throughout 
the house. Made in seven sizes and 
built to last. Metalstand Co., 1615-25 


Melon St., Philadelphia, Pa. 





Counter and Window 
Display 


Corning Glass Works, Corning, N. Y.. 
has designed a “Pyrex” brandware win- 


| dow and counter display as part of its 





| 
| 
| 
| 


| 
| 
| 
| 





spring sales campaign of which 
lustration is the centerpiece. 


Gill Clay Pot Co. 
Not Making 
Ceramic Grates 
On page 86 of the Feb. 4 issue of 


ITArpWARE AGE an announcement was 
made stating that the Gill Clay Pot 
Co., Muncie, Ind., was manufacturing 


ceramic fireplace grates. John H. Gill, 
president and general manager of the 
that this infor 
the WPB Con- 
servation Division, is incorrect and that 
the these 
grates. Experiments on such a product 


informed us 
from 


company 
mation, received 


company is not producing 
were made by the company but it was 
concluded that the item was not prac- 
tical for it to manufacture. 


Ld Ls 


“LEADER” CHROME CLAD 
STEEL TAPES 


SAGINAW, MICHIGAN e 


New York City 


TAPES « RULES e PRECISION TOOLS 
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EXTRA SALES AT YOUR 
PAINT COUNTER! 


REC. US Pat OFF 


TAKES THE ODOR OUT OF 
PAINT, VARNISH, ENAMEL 


+ rteaspoontul deodorizes a 
full gallon of paint! 2Se size 
vood tor entire apartment 
Ridsmel does not iffect 
color. drying or durability 


URAGES PAINT 
SH SALES! 


No ‘‘closed season 
for painting when 
Ridsmel is used 


DISPLAY CARTON 
SELLS FOR YOU! 


Try a box on 

your Counter 
sample order 3 
dozen 2S¢ bottles 
$540 FOB N Y 


ENCO 


HOLLEY CHEMICAL CO 


122 Eost 25th $f.. NEW yYOR« 














North Coast Convention 





NORTH COAST OFFICERS—Lef: to right: Hiram R. Groves, Lebanon, Ore., 

vice-president; E. R. Whitmore, Buckley, Washington, vice-president; W. P. 

Snyder, Arlington, Wash., president: Donald D. Stewart. Seattle. Wash., sec- 
retary-treasurer. 


NAME & PLACE North 
Coast Retail Hardware Association 
met Feb. 7 and 8, 1943, at the New 
Washington Hotel, Seattle, Wash. 


NEW OFFICERS—Owing to 
the sudden death of W. P. Snyder, 
Arlington. Wash., who had_ been 
elected president to succeed Guy 
Bennett. Vancouver. Wash... Hiram 
R. Groves, Lebanon, Ore., vice-presi- 
dent, will probably move up as 
president for the ensuing year. 
Other officers are second vice-presi- 
dent, E. R. Whitmore. Buckley, 
Wash., and secretary-treasurer, Don- 
ald D. Stewart, Seattle, Wash. New 
directors William Wright, Spring- 
field, Ore.; C. G. Jennings, Tacoma. 
Wash.; Fred Linn, Chehalis. Wash.: 
K. L. Mendenhall, Portland, Ore.: 


F. Graeme Wilson. Snohomish. 
Wash.: Hanford Mohn. Bothell. 
Wash. 


ADDRESSES—A panel dis- 
cussion on “Staying in Business in 
1943” under the guidance of C. G. 
Jennings of Tacoma, Wash.; Fred 
Ferndale, Wash.; Frank 
Travis. Shelton, Wash., and Henry 
F. Peterson, Seattle. brought out 
plans which were being tried with 


Devore. 


success, 

Mr. Jennings reported that Ta- 
coma had a “garden school.” spon- 
sored by a local newspaper. Ses- 
sions were held in a large hall. 
seating 2.000. three days and two 
nights a week. The “school” in- 
cluded information on the use and 
abuse of tools as well as general 
garden information and_ indirectly 
this was of benefit to business. 

Mr. Jennings found also that it 


paid to advertise articles which 
were available and yet which were 
not always foremost in the public 
mind. This device brought in many 
estab- 
lished the fact that the hardware 


mail-order customers and 


store was in the community for 
many things. 

Mr. Devore suggested analyzing 
stock so as to judge what had been 
taken away from the hardware busi- 
ness by other houses, and also to 
try to save merchandise for those 
people who will be customers after 
the war. “Otherwise.” he said, “we 
will sell ourselves out of business.” 

Every community has a different 
angle of the present problem, there- 
fore each merchant must study his 
town and participate in many of its 
activities, was the opinion of Mr. 
Travis. He was renting his sanding 
machine. thus pushing paint sales. 

Mr. Peterson suggested loaning or 
renting tools, particularly those 
necessary for plumbing. “Give serv- 
ice such as that which customers 
cannot get from specialized efforts.” 
he said. 

Some dealers were finding it 
profitable to supplement their dimin- 
ishing harware stock with merchan- 
dise which was obtainable, such as 
dishes. wall-paper. sporting goods. 
kalsomine. paint. Rationing was 
suggested as a means of protecting 
the local trade and eliminating out- 
siders from carrying away the stock. 
Selling mattresses and bhox-springs 
was proving profitable, according to 
E. R. Whitmore of Buckley, Wash. 

Proximity to the pulp mills gave 
President Guy Bennett of Van- 
couver, Wash.. the idea of selling 
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CAN'T GET COPPER? 


Then investi- 
gate SARAN 
PLASTIC tube, 
pipe and fit- 
tings by HODGMAN. 
Not only timely sub- 






stitutes for copper, 


ment for these strategi 
materials. Available in a 
usual sizes. Send for fre 
sample and Bulletin P-4. 





ap 





\ *Pat. No. 2160931 


brass, rubber, steel, etc. 
but a permanent replace- 


<<” HODGMAN RUBBER CO. 


se c FRAMINGHAM, MASS. 
od Chicago, 412 So. Wells st. 


San Francisco, 121 Second St. } 


New York, 261 Fifth Ave 


~ 


c 
Ul] 
e 











we’re working 100°% for Uncle Sam. But . . our engineer- 
ing department is constantly experimenting with new 
ideas and materials to assure GEP’s post-war line being 


first with the best and latest . . as usual. 
GEPHART MFG. CO. 
1020 West Adams Street + Chicago, Ill. 


Specialists in Steel Fishing Rods for 
BAIT CASTING ¢ FLY FISHING « SALT WATER FISHING 















Trays 





SEND 
FOR OUR 


STOCK LIST 


BARGAIN 


Two Big} NEW YOR 


Warehouses { 


CHICAGO 
1728 S. Michigan Ave. 





oes” Sell 
Jobber of 4 44> ICE 
Ice Cube 4 


“ CUBE 
TRAYS 


We Are Ready to Supply You 


THE HARRY ALTER CO. 


134 LaFayette Street 








PROFIT NOW FROM WOOD 


NEW AND NOVEL USEFUL ITEMS 
THAT WILL MAKE MONEY FOR YOU 


* SEND FOR CATALOG SHEET « 


Order through Your Jobber for 
Better than Average Discounts 


NOCK -ON-WOOD, LTD. 


"Ideas in Wood" 


BLOOMFIELD IOWA 
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Sema a crop 
Join the 
BLACK LEAF 40 
PARADE 


e Millions of peo- 
ple read Black 








TOBACCO BY-PRODUCTS & CHEMICAL 
CORP., INCORPORATED * LOUISVILLE, KY. 


Leaf 40 adevhiiane every month. Metropolitan 
newspapers, national magazines, farm papers 
and country newspapers all add their voices to 
the shout. 


Over 3,000 Publications 
Carry Black Leaf 40 Ads 


This year, over 3,000 publications will tell the 
story of Black Leaf 40 for spraying flowers, 
fruit trees and vegetables, for delousing poul- 
try and for dipping and drenching live stock. 
Every month in the year reference is made 
from time to time on repelling dogs. The 
advantage of Black Leaf 40 is that it has a year 
‘round sale. 


Stock Black Leaf 40 













SELL RUBYFLUID 
for Home Soldering 


The unexperienced solderer 
will find it simpler to use 
Rubyfluid soldering fluxes, 
and their many advantages 
build good will for you. 
Feature the colorful self- 
selling counter displays in 
your store for satisfied cus- 
tomers and more profit to 
you. 

Ask your jobber for Rubyfluid 

paste or liquid flux. 


RUBY CHEMICAL CO. 


58 McDowell St. 

















Columbus, Ohio 
* Buy War Bonds and Stamps * 











Good Salesmen Wanted— 


If you’re a good salesman inside or outside and 
want to get located, use the Classified Oppor- 
tunities Section of HARDWARE AGE. That’s 
the place where concerns looking for qualified 
men and men looking for desirable connections 
usually advertise and “connect”. HARDWARE 
AGE is read by more men in the hardware busi- 
ness than anv other trade publication. Consult 
and use it for quick, tangible results. Address 


HARDWARE AGE 


Classified Oppo 


100 East 42nd St. 


riunities Section 


New York Clty 
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oU BAY 
A’BUY- 


LA 


Faced with a bigger lask, thousands 
more farmers are now buying Du 
Bay Seed Disinfectants—treating 
all seed to reduce losses of fertilizer, 
seedlings, yields and precious labor. 
Order stock now from your nearest 
jobber. Write direct for free dis- 
plays, crop pamphlets, newspaper 
ad mats and electros 


BAYER-SEMESAN COM PANY 


Dept. H-33, Nemours Bidg., Wilmington, Del. 


SEED DISINFECTANTS 








A TREATMENT FOR EVERY MAJOR CROP 











ow is 
ae 


Not Affected By 
Priorities 
FIRE CHIEF BRICK (FORM) 


SOOT DESTROYER 


Easy to Sell — because 
your customers need it. 


Repeat Seller — used 
every week or 10 days. 


EASY 
TO USE 
JUST TOSS 
IT IN 


| BaF Special Offer 


Minimum order is half gross. 5% dis- 
count on | to 5 gross. 10% off on 5 or 
more gross. $24 per gross, FOB, Detroit 
Send for information (25¢ for sample) 


Pittsburgh Soot Destroyer Co. 


739 Gulf Building, Pittsburgh, Pa. 
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locker-supply materials as  wrap- 
ping paper. cartons, pails, tubes. 

The general conclusion of the 
panel discussion was that service 
angles must be retarded, yet ef- 
forts must be made to build a “last- 
ing and permanent good will of the 
customers.” 

Forest C. Watson. 
Seattle business man in the field of 
finance. spoke at the Monday 
luncheon meeting on “The Chal- 


well-known 


lenge of Change.” 

Prior to the conference, Donald 
D. Stewart. secretary-treasurer. 
Seattle, mailed a questionnaire to 
each member. asking him to write 
down his special problems and ques- 
tions. These were taken up at the 
Monday afternoon “War 
tions Clinic.” Mr. Stewart, acting as 
moderator, was assisted by William 
C. Wurnsted and John B. Sholey, 
OPA: Delbert Rucker, U.S. Depart- 
Clarence 


Regula- 


ment of 
Hagen. Internal Revenue Depart- 
ment: Will S. Shannon, WPB. and 
Alfred H. Lundeen, attorney for 
the association. 

Dr. Henry A. Burd of the Univer- 
sity of Washington School of Busi- 
ness Administration was scheduled 
to speak on “Business in War Time 
and After” but because of the sud- 
den death of W. P. Snyder of Ar- 
lington. Wash.. and 1943 president- 
elect of the association. the evening 


Agriculture: 


program wes curtailed. 


Iowa Convention 


NAME & PLACE lowa Re- 
tail Hardware Association met Feb. 
10 and 11, 1943, at the Hotel Fort 
Des Moines. Des Moines. Towa. 


NEW OFFICERS President 
William A. Broquist. Des Moines. 
succeeding C. U. Chickering. Water- 
loo: vice-president. Harry L. Sum- 
mitt. Macedonia; secretary. Philip 
R. Jacobson, Mason City. New Di- 


rectors: E. A. Hansen. Rudd: 
George Fie. George. 
ADDRESSES — The war rules 


and regulations clinic was held the 
second day of the session, at which 
lime representatives from the gov- 
ernment agencies sat before micro- 
phones and answered questions from 
truck rulings to priorities. until the 
session threatened to run far over- 
time. Representatives were there 
from the Federal Reserve Bank Con- 
sumer Credit Control, the War Pro- 
duction Board. Priorities and Allo- 
cation: Office of Defense Transpor- 










* 


PROTECTING 
THE NATION'S 
HAND-POWER 













THE BOSS MFG. CO., KEWANEE, ILL., U.S.A, 
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GARDEN] LAWN 
AND “IS TOOLS 





You'll Move These be baw 
“Victory Garden” Mulches, . 
Too's ina Hurry! Weeds! 







Norcross Rotary 
(No. 10-N) V. Cultivator 


Becnuse it’s attractive, sturdy, does many jobs 
well, saves drudgery—this unit is a staple fast 
seller. Complete with attach 
ments and leaf guards. Priced 
to move! 





HAND CULTIVATOR 





Asparagus (No. 55-N) 

Knife Practical, durable. Detach 
A neater appear able prongs. 4’ selected white 
ing tool, designed ash handle. Very popular 


for action! Supe- seller. ALSO COMPLETE 
rior to any on LINE OF WEEDERS. CUL 
the market. TIVATORS, MULCHERS. 


We're doing our utmost to keep your Inde- 
pendent Jobber supplied 


C. S. NORCROSS & SON | 
BUSHNELL, ILLINOIS 


QUALITY GARCEN TOOLS SINCE 1891 
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No More Damage from Condensation 
or Sweating Pipes, Tanks, Walls, 
Ceilings and Air Ducts 


“7 A SURE CURE 


This sensational plastic cork coating pre 
vents condensation drip from metal. con- 
crete, brick, wood, plaster or composition 
surfaces. 

Permanently protects metal against rust 
and corrosion, thus prolonging life of 
pipes, tanks, etc. Forms a moisture-proof. 
insulation type coating impervious to acid 
and alkali. 

Stucco-like finish requires no mainte- 
nance and can be painted any color. 

A gallon covers about 30 feet of 1” O.D. 
pipe. Comes in 1, 5 and 55 gallon drums. 

Nationally Advertised. Demand is grow- 





ing rapidly with good grUSH, TRo, 
profits for dealers. s <A 
Order from your Job- = 72, 
ber or write for Hand- = 3 
book and local Sales 

Helps. 
| diate Shipment ~~” 





J. W. MORTELL CO. 


Technical Coatings Since 1895 
508 Burch St. Kankakee, Ill. 








"DUCES DAMPNESS ! 
DRAWing moisture 


—a product for 
use in closed 
places to take 
moisture out of 
the air and re- 
duce loss which 
might result from dampness. 






| 


Ed 








Closet size Basement 
retails at size retails 
9c at $2 
ther Big Seller 
“Dalla — Puritan 






AWN-NU 
PRESERVER 

223 AWN-NU 
Cleans, treats and preserves 
awnings against weather 
damage—good for anything 


made of canvas. Quart re- 
tails at 98c. 


PURITAN SALES CO. 


209 Peters Street Atlanta, Ga. 
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PHILIP R. JACOBSON 
Secretary 


Office of Price Administra- 
tion; United States Department 
Agricultural War Board Farm Ma- 
chinery Rationing and the General 
Salvage Section of the War Produc- 
tion Board. 


Hobart M. 


service, of the National Retail Hard- 


tion. 


Thomas. director of 
ware Association, Indianapolis. Ind.. 
told the association: “The hardware 
dealer who is willing to work, con- 
trol his expenses and take full ad- 
vantage of opportunities. needs to 
have little fear of 1943. 

“The hardware dealer who sticks 
it out in this emergency.” he said. 
“when the war is over, will face 
greater merchandising opportunities 
than any he has ever known.” 

President C. U. Chickering gave a 
review of the association’s activities 
for the past year. 

Arthur Brayton, secretary of the 
Des Moines Convention Bureau re- 
minded the dealers of the 1942 all- 
time high for Iowa farm income and 
told them that the good old Ameri- 
can ingenuity that helps business 
men adapt themselves to changing 
conditions cheerfully 
would see them through 1943. 


quickly and 


Social activities for the convention 
included the banquet and program 
Wednesday evening and a luncheon 
for the Women’s Auxiliary Thursday 





Latest News on 
PRIORITIES 
and 
WAR-TIME ORDERS 
on page 79 


LOWEST COST FOR 
HIGHEST DEPENDABILITY 








Their dependability is proved—by 
tests and by performance. Designed 
and built to give you pre-determined 
safety under severest weather con- 
ditions. Easy to carry. Easy to service. 
Burns up to 48 hours on one filling. 
It's the highway torch you've been 
looking for. 


Embury Mfg. Co.,Warsaw, N.Y. 








The manufacture of rubber, cocoa, 
tire-fabric and steel mats is re- 
stricted for the duration BUT 


NOW YOU CAN GET 


attractive, reasonable priced 


QUALITY DOOR MATS 


made from non-priority materials 


EFFICIENT DIRT REMOVERS 





THE “V” MAT 
These mats are made of an excel- 
lent grade of hard wood links, 
properly cured and cut to size and 


woven on wooden dowels, held 
rigidly in place with hand-driven 
wooden pegs. Two sizes. 


THE LIBERTY MAT 


Manufactured from A-1 quality 
hard wood links placed on end to 
afford maximum surface scrape- 
age of foot traffic, woven on first 
grade wooden dowels and locked 
in place by hand-driven wooden 
pegs. Have approximately 33 1/3% 
more scrapeage surface than “V” 
mats. Two sizes. 
Write for literature and prices 


AMERICAN MAT CORPORATION 
1731 Adams St. Toledo, Ohio 
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No Limit on Sales of New 
“Wartime” Red Arrow 


You can take good care of your home 
garden customers with the new “‘wartime” 
Red Arrow Spray—made entirely from 
non-restricted materials. Label gives direc- 
tions, lists insects it kills. Packed only in 
l-oz., 4-oz., and pint sizes. No increase 
over 1942 prices. Advertised during garden 
season in 12 big national magazines. Order 
Red Arrow Spray from your jobber now. 


THE McCORMICK SALES CO. 
McCormick Building, Baltimore, Md. 


RED ARROW 





GARDEN SPRAY 
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Missouri Convention 





MISSOURI OFFICERS—Left to right, front row: G. O. Busch, Union, advisory 

board; R. E. Williams, Silex, president: O. D. Bradley, Troy. director: E. E. 

Wachter, St. Louis, director. Rear row: Albert Niehaus, St. Louis, director; Louis 

Kreh, St. Louis, secretary; J. W. Giesler, St. Louis, treasurer: Carl Hanneke. 
St. Louis, director. 


NAME & PLACE — Missouri 
Retail Hardware Association met 
Feb. 16 and 17, 1943, at the Jeffer- 


con Hotel, St. Louis, Mo. 


NEW OFFICERS— President R. 
KE. Williams. Silex, succeeding A. D. 
Riggs. Kennett, who was elected 
vice-president; treasurer, J. W. 
Geisler. St. Louis; secretary, L. C. 
Kreh, St. Louis. Director: Albert 
Niehaus, St. Louis. replacing Walter 
Moon, St. Louis. 


ADDRESSES—Wwm. H. Bryan. 
State Rationing Director, presented 
an interesting view on rationing in 
his address, “Present and Future 
Effects of Rationing on Hardware 
Merchants.” Rationing should bene- 
fit the small local hardware mer- 
chant, Mr. Bryan stated, for with the 
rationing of gas, people can no 
longer go long distances to fill their 
needs. and will buy close to home. 
For this reason, the community looks 
to the hardware merchant more than 
ever before. In advising retail mer- 
chants what to do to solve problems 
resulting from rationing, Mr. Bryan 
said: “Buy all you can, get new lines 
and continue to advertise to keep up 
the good will in your community. 
Remember, rationing won't affect 
you any more than others, so don’t 
buck it... cooperate . .. it'll make 
things easier!” 

George Woolley, assistant secre- 
tary, Shapleigh Hardware Co., St. 
Louis, gave the merchants some con- 
structive advice on wartime merchan- 
dising during his talk on “Hardware 


Merchandising During 1943 with 
Fewer Items and Less of Every- 
thing.” 

“War Production and Its Future 
Effect on Hardware Dealers” was 
discussed by L. E. Crandell, Deputy 
Regional Director, WPB. Mr. Cran- 
dell explained why the present situa- 
tion (of shortages of Steel, Copper 
and Aluminum) was so different in 
this war than it was in 1917 and 
1918. In summing up, Mr. Crandell 
advised hardware merchants thus: 
“You may look for many products 
made of substitute materials. Ameri- 
can industry is ingenious when the 
occasion demands. Plastics will, to 
some extent, replace metal. We have 
seen in Arkansas production of fur- 
niture with laminated wood springs, 
and garbage containers of creosoted 
wood in a shape reminiscent of a 
peach basket. But, that isn’t all 
the answer or the problem. We need 
productive capacity for war material 
and labor isn’t going to be available 
for substitute production. By and 
large, it is going to be ‘patch and 
pray’ for the duration of the war.” 

Wm. P. Mackle, Dealer Sales 
Counselor, Union Electric Co. of 
Missouri, struck an optimistic note 
in his speech, “Challenging Oppor- 
tunity for Hardware Dealers.” Mr. 
Mackle advised the delegates that 
they had “an opportunity to do 
things now to sustain them in busi- 
ness for the duration.” He went on 
to explain that they had a great op- 
portunity to develop now so that they 
would be in a position to get their 
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BUY 


and sell! 






VICTORY 
—> WICK 
FOR OIL-BURNING WICKLESS STOVES 


Victory Wick is not by anv means a new product, but a tested and 
proven asbestos paper wick that lights quickly and produces a good 
flame . . . and gives satisfactory service for a long time. It's the 
natural substitute for your reduced stocks of GLASWIK and 
FLAMEMASTER woven wicks (now limited because of military 
needs). 

Now conveniently packed in 5!/2 foot lengths; in 4 sizes to fit any 
standard stove, eliminating the necessity of tremendous stocks. 


Don't risk the loss of sales because of the shortage of woven wicks... 
Order your supply of VICTORY WICKS now. It's the Wick you 
can BUY and SELL! 


ITAL FoR VICTORY 


You'll see less and less of these two famous 
trade-marks for the duration due to ever- 
increasing military needs—but we will con- 
tinue to fill your needs for both Glaswick 
Spun Glass Wicks and Flamemaster Asbestos 


FLAMEMASTER wie = 


ATTRACTIVE 3-COLOR PACKAGE 


5/2-foet rolls in each box 


ONLY FOUR SIZES TO STOCK 


to fit any standard stove 


ORDER TODAY 
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ATLAS ASBESTOS CO. 


Manufacturers of Glaswik and Flamemaster Wicks 
PRODUCERS OF ASBESTOS PRODUCTS FOR 20 YEARS 






North Wales, Penna. 


MARCH 4, 1943 





ttt tt t+ 4444+ 


Why your Red Cross now needs 


FIFTY MILLION DOLLARS 


Bowery dollar that you give now to your Red 
Cross marches into the thick of things where humani- 
tarian |_slp is needed most—up to the fronts and battle 


| stations where the fighting is heaviest. And throughout 


our broad land to train and equip volunteers to meet 
any emergency that may strike. 


How this War Fund is Used 


| SERVICE TO THE ARMED FORCES $25,000,000 


| Provides for the care of the Army and Navy, in- 


cluding services to men in hospitals and during 
convalescence. ® Provides an important link 
between the service men and their families. ® 
Provides essential medical and other supplies 
outside of standard Government equipment. ® 
Operates Red Cross headquarters at camps and 
naval stations. ® Enrolls blood donors and medi- 
cal technologists for Army and Navy needs. ® 
Provides millions of surgical dressings, sweaters, 
socks, etc., through volunteer workers. 


DISASTER AND CIVILIAN 
EMERGENCY RELIEF - - $10,000,000 


Supplies emergency needs for food, clothing, 


| shelter and medical attention for disaster vic- 


tims. @ Assists stricken families in repair of 
homes and other adjustments; provides mini- 


| mum reserves of essential relief supplies to pre- 
| vent unnecessary delays. 


CIVILIAN DEFENSE SERVICES - $ 5,000,000 
Trains volunteers for home nursing and muarses’ 

aides. ® Trains nurses, men and women, for ac- 

tive duty with the Army and Navy. ® Trains 

volunteers in First Aid and accident prevention, 

in Motor Corps, Canteen and Production. ® 

Organizes for evacuation of children and their 

families from stricken areas. @ Assists Red Cross 

Chapters in establishing effective coordination 

of emergency relief. 


» 


SERVICE AND ASSISTANCE 
THROUGH CHAPTERS - - $ 4,000,000 
Gives assistance and service to the 3,740 Red 
Cross Chapters with their 6,131 Branches respon- 
sible for local Red Cross activities. 


| OTHER ACTIVITIES AND 


CONTINGENCIES - - - - $ 6,000,000 


New activities made necessary by unexpected 
developments. 


TOTAL + + - + + + + + + $50,000,000 


THE AMERICAN RED CROSS 
$50,000,000 WAR FUND 


Note to Red Cross Canvassers: Use this page to inform 
contributors how their donations are being expended. 
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LIP-RITE 
COOK'S 


NEW STREAMLINE 
SUPER VALUE 
NAIL CLIPPER 
Latest m f Gem C 
Rall, Clip x one 10 
file. cleaner. Heavily 


niekeled. Doz. on colorful card 
Unavai for the duration 


THE H. ¢. cooK co 
_27 Beaver St.. Ansonia, Cons 


KEY BLANKS 


OF EVEKY DESCRIPTION 








Catalogue on Request 
GRAHAM MFG. CO. 


Dept. W. 
Derby, Conn., U. S. A. 
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ASK YOUR JQOB88R 
POR GUA EXTRA VALUE 
SEWED PIECE CHAMOIS 


HOYT & WORTHEN TANNING CORP 
HAVERHILL. MASS 





If You Want 
What You Want 
When You Want It- 


Then place your “WANT AD” 
in the Classified Section of 
Hardware Age. Hardware Age 
will tell your “WANTS” to 
the greatest number of read- 
ers of any paper in the Hard- 
ware trade. It brings employ- 
er and employee, buyer and 
seller together—and gets re- 
sults for its classified as well 
as display advertisers. 


Hardware Age is not only 
widely, but thoroughly read. 
Address with copy and remit- 
tance 


HARDWARE AGE 
Classified Opportunities Section 
100 East 42nd Street 
New York City 
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share of the booming post-war busi- 


ness, when it comes. 


Timely wartime problems that the 


individual dealers have been coping 


with were discussed in a “question 


and answer period” at the end of the 


Wednesday. 


morning session on 
Officials from the Federal Reserve 


Bank, War Production Board, Office 


of Defense Transportation and Office 


of Price Administration took part in 
these discussions, 


Due probabaly to the briefness ot 
the convention, and the important 
problems to be discussed, most of 
the social functions of the convention 
were discarded this year. On Wed- 
dutch treat 
luncheon was served. after which 
Lee Meriwether, guest. spoke on 
“Russia Before and After.” Follow- 
ng this an open discussion was held 
on the subject. “What Hardware 
Dealers Must Do to Maintain Dolla: 
Volume for the Duration.” 


nesday. Feb. 17, a 


Illinois Convention 


NAME & PLACE —lllinois Re- 
tail Hardware Association met Feb. 
17, 1943. at the Hotel Orlando, De- 
eatur, Ll. Originally planned as a 
three-day convention with each day’s 
session being held in a different city, 
was condensed to a one-day session 
upon request of the Office of Defense 
Transportation. 


NEW OFFICERS President F. 
W. Lietz, Buckley, succeeding Walter 
Thomas, O'Fallon; vice-president. 
Harry Dornbos. Wilmette ; 
director, C. G. Gilbert. 
Advisory board: Walter Thomas. 
O'Fallon; William Swanson, Peoria: 
Roger Yontz, Chrisman. Directors: 
\. W. Walter. Jr.. Anna: Harry 


Voorhees. Bushnel: John Mochel. 


managing 
Chicago. 


Downers Grove. 


ADDRESSES J. E. 
Gaugher & Diehl. certified public 
accountants. Decatur. 
subject of “Your Income Tax.” He 
explained that the hardware dealer’s 
problem this year is getting enough 


Gaugher, 


spoke on the 


merchandise to sell for a profit high 
enough to offset his high taxes. 
“Taxes were high in the last war.” 
he said. “But in the last war the 
small merchant was not hit as hard 
as the rich man. Taxes this year 
will hit all of us.” He advised the 
dealers to consult someone in their 
own communities who is famliat 
with the new angles of the income 
filing their returns. 

affecting the 
hardware dealer were stressed by 
H. K. Allen, State Price Officer of 
OPA. Springfield. Mr. Allen em- 
phasized the importance of consult- 
ing the State OPA on any price prob 
lems that may arise in business. 
“Pamphlets on all regulations. which 
are too complicated for even the off- 
cials to know offhand, are available 
for any dealer who becomes con- 
fused.” he said. Arriving at prices 
for new items of merchandise is of 
particular importance to hardware 
dealers. he added. Such problems 
are adequately covered by special 


tax before 
Price regulations 





ILLINOIS OFFICERS—Left to right, seated: F. W. Lietz, Buckley, president; 
Walter Thomas, O'Fallon, retiring president; C. G. Gilbert, Chicago, secre- 


tary. Standing: 


Roger Yontz, Chrisman, advisory board; Carl Murkel, 


Quincy. advisory board; Harry Dornbos, Wilmette, vice-president. 
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Grits Plastic 
SWITCH PLATES and iilify Your ff 
PROTECT-O-SHIELDS free bt Morne 


—are creations of distinction, , 

molded in a complete range of eres leees Unbreahable Haste 
lustrous colors harmonizing 
with specific decorative 
schemes in home, office or in- 
stitution. Molded of unbreak- 
able plastic in all important 
sizes and styles. Full discount! 

















Gits Luminous Switch Plates 
These durable Plastic Switch Plate: 

















that glow in the dark, are new, ex 

j clusive and a reall wartime utility 

Light is absorbed from daylight or 

CLAY KATA HERE wtificial light and Phas A 

darkness as a_ blue-white glow 

Gits Deal No. 42 Colorful display is FREE to each 

; . dealer. Single gang retails for 25¢ 
This carefully merchandised deal each, double gang 42¢ each 


helps you present a complete range 


No. 14-D » aged of colorful Gits Plastic Switch Plate 
a 7 and Protect-o-shield styles and colors 
Display we (184 plates and shields) to satisfy Gl t, 





Gits Plastic Protect-o-shields prevent every need. Large 4-color, 22”x271/2” Me ly a . 
oiled spots and finger marks on the Super Display, free with each deal, tHG C7 OCH CH 
wall around switch plates in addi- tells the whole story in tested sales 

tion to enhancing the decorative language. A large assortment at a 4612 W. HURON STREET 
scheme. Installation simplicity and small investment! CHICAGO e ILLINOIS 
itility value of these durable shields a ee ee oo. {$34.69 

is attractively presented on _ the Dealer cost EE Canadian Distributor 





No. 14- is —free to each dealer 
ee sl egy gl poe ge Dealer profit ................,$12.69 KAHN, BALD & LADDON, Ltd. 


each. Full discount Send for this deal today! 69 York Street, Toronto 


THE NAME SILVER LAKE STAMPED ON EVERY FOOT 
@ PACKED IN CARTONS @ 
OUR WEATHER PROOFED THE 
BETTER SASH CORD 


LOWER PRICED GRADES 
EDDYSTONE 
PELHAM 


Mil — Ch hee, Ga. NUCORD 
SILVER LAKE C0. | Sates cl SS es woe BENGAL 























, _ It is so easy to do those repair jobs with Consumers Products 
DAN the handy man SayS$= and they are packaged in such convenient sizes. 
~ LINOLEUM ANDY 
—, DAISY BRUSH ., — CONSUMERS CEMENT m pion 
>. 7 ~=CLEANER CRACK FILLER a> ricer Grip has par 
q Dai =| 2 > e( ft. . ’ been a stan E 
geo 2) eter wt te Mines smooth | i REMOVER 
a ee ne ees dries hard and | '' mf camara tig 
. Eek) ever since bristle stays put will Lm ~ This 5 h xs h oo aes . 
or - ¥ is more scarce not chip, crack, grade coment, tive ea 
Y= oo 4 — will do the shrink or = vacal l ; i shes J oe - au 
ic ob. ‘ills holes. cracks cans and jars tough 4d 
{i a pn a “ts rton 9° ao ne ea iy in | is in great demand. Hall a gr abi 
- ae a F , yin o gallon sizes. ‘or as int 
NS Economy package wood, stone, ete. oem ‘ioe re ng glueing : uf fic “fee 
- f 12 doz 5 oz. and 1 Ib. cartons stair treads and seams for average room 
o a1oz. ato 
We Solicit Inquiries From Wholesalers. a Wl Ask For Our Folder Showing Products Of Merit. 
CONSUMERS GLUE CO. since 1906 ST. LOUIS, MO. 
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FRUIT TREES & FLOWERS 
Especially Wrapped For Store Trade 





Now is the time to cash in on these fast moving 
money makers, and fill in your lack of sales in 
the ines. No prioritic no rationing,—all clear 
And the Government is advocating ex- 

nsive planting in Victory Gardens 
Kuch plant is individually wrapped in a beauti 
vlored lustrative wrapper to arouse interest 

ell tl 1 

All rt sales helps supplied like colored 
ter mat fo ! t so 6suecessfully 


am write Us Now For Further Details 
CARL A. HANSEN NURSERY 
Brookings, South Dakota 








WRITE TO 


« A.M. Collot Supplies 


221 N.W.8 “Ave.Miami Fla. 





STEEL MORTAR BHODS 


No dripping onto 
the user's back. 






Made entirely of 
stee) with wooden 
shoulder saddle 
and handle 
Edges are heav- 
‘ly reinforced 


Ne. 158 paypel The fork ts 
Mortar a 11% pressed from 
deep heavy gauge 


Write for prices. ous 


The Cleveland Wire Spring Co. 
e x tom St. and Hamilton Ave. 


TROY—BEST 


File Handles 


Cleveland. Ohio 2 e 












Grip, 
(Patented), assures better workmanship 
and safety to user. A favorite for over 
40 years. 


TROY FILE WORKS 


Troy, Est. 1831. N. Y. 


OALUST) 


MACHINE SHOP CHISELS 


GUARANTEED 2 FOR 1 
OXFORD TOOL COMPANY 
G. G. CAMPBELL, Pres. 

1633 N. 2nd Street Philadelphia, Pa. 




















You'll find REAL 


Sales Representatives 
advertising in the 
Sales Accounts Wanted 
Columns 











108 








regulations issued by OPA and such 
rules should be thoroughly under- 
stood. 

E. LL. Hincheliff, Distributor 
Branch representative of WPB, Chi- 
cago, and Earl T. Amrine, District 
Manager of ODT. Springfield, dis- 


cussed problems in their particular 
fields as related to the hardware 
dealer. 

Hobart Thomas of NRHA, Indian- 
apolis, Ind., spoke on “A Plan for 
Survival,” following a dutch treat 
supper that evening. 


Ohio Convention 


NAME & PLACE—The Ohio 
Hardware Association met Feb. 16- 
18. 1943, at the Deshler-Wallick 
Hotel, Columbus, Ohio. 


NEW OFFICERS — President 
Joseph Kohstahl, Cincinnati, suc- 
ceeding A. J. Gunsett, Van Wert: 
vice - president, Fred Carpenter, 
Athens; secretary-treasurer, John B. 
Conklin, Columbus. Directors: Hor- 
ace H. Bailey, La Rue; L. P. Vallery. 
Waverly; Clarence Luelf, Toledo; 
Carl Graef, Dayton. 


RESOLUTIONS—Endorsed the 
Ruml plan, favor temporary relaxa- 
tion of the Ohio female and minor 
labor laws and oppose the passage 
of a bill in the Ohio Legislature 
which would repeal the present sales 
tax law and enact a gross receipts 
tax. 


ADDRESSES — President Gun- 
sett urged hardware dealers to keep 
expense in line with volume and 
urged an all-out effort to win the 
war. 

Secretary Conklin 
deaths since the last previous con- 
vention. Eight men who have been 
members of the Association 50 years 
and 14 who have been members 25 
years were awarded certificates. 

H. P. Aikman of Cazenovia, N. Y.., 
past president NRHA, urged hard- 
ware dealers to stock a variety of 
merchandise, including dog foods, 
bird seed, ete. He said that there 
will be a greater use of grills for 
outdoor cooking this summer as peo- 
ple cannot go far from home due to 
the restriction in gasoline and tires 
and that hardware dealers in selling 
grills should also sell spices and 
everything that goes with the grill. 
He urged help to the farmers and 
service to old customers. 

Secretary Conklin conducted a 
question and answer panel under the 
heading. “Operating Under War- 
Time Regulations.” Taking part 
were Joseph Linville, OPA; Paul 
Robbins, WPB; Elmer Kruse and 
Robert Miles, USDA War Board; S. 
G. Noggle, Internal Revenue Depart- 


ment: A. F. Dankert, ODT. and 


reported 22 


George Hammond of the Ohio Coun- 
cil of Retail Merchants. The an- 
swered numerous questions regard- 
ing regulations issued by the various 
boards, dealing with priorities. 
prices, transportation, etc. 

Mrs. Thelma Kiehne, who oper- 
ates a gift shop and hardware store 
in Findlay, told of new stocks she 
had put in and how she had rear- 
ranged her merchandise to promote 
quicker sales. 

H. A. Daschner, managing direc- 
tor, Michigan Retail Hardware Asso- 
ciation, spoke on “American Inge- 
nuity Will Always Win.” He dis- 
played a large number of articles 
now made from plastic, which are 
taking the place of those usually 
made of metals now scarce. “Many 
things have been taken away from 
you,” he said, “but you will have 
something to take their place.” 

L. P. Finley, vice-president of the 
Union Fork & Hoe Company, Colum- 
bus, who has spent much time in 
Washington, gave “A Manufacturer’s 
View of the Retail Hardware Busi- 
ness.” He said in part: 

“Every single item of our operat- 
ing overhead should be checked 
carefully and unless it can be 
marked ‘absolutely essential,’ it 
should go out. In throwing things 
out, however, do not throw away your 
guns—I mean advertising and sales 
promotion. I would urge you to 
avail yourselves of the free helps in 
advertising and sales promotion 
which the manufacturers can supply. 

“We have all seen what the hard- 
ware agents have done with work 
clothing, and what has been accom- 
plished with gift departments, floor 
coverings, china and glass and other 
items which could scarcely — be 
classed as ‘hardware.’ Then there 
are new materials like plastic and 
cellulose. When searching for sale- 
able merchandise, the best attitude is 
‘never say die.’ ” 

Mr. Finley directed attention to 
tool repair, service to customers in 
their homes, demonstrations of can 
ning and dehydrating processes. 
posting of bulletins telling which 
farmers need help, sale of seeds, etc 
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treat j — There are no substitutes for quality—buy RED DEVIL Modern-line 
—_| US ‘ 3 GLASS CUTTERS, glaziers and painters tools and machines. 


a LANDON P. SMITH, Inc., Irvington, New Jersey, U. S. A. 
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“a MARBLE ARMS & MFG. CO. | | 3Niieun sree “new vont, N.Y 
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Help Wanted, Accounts Wanted 
Business Opportunities 


Sales Representatives Wanted 


Set solid, maximum, 50 words $4.00 
All capitals, maximum, 50 words 5.00 
Each additional word 08 





Positions Wanted 
(Special Rate) set solid, maximum, 
50 words . aabale ; $1.00 
Each additional word. 95 
illow Seven Words for Keyed Address or Your Address 
BOXED DISPLAY RATES 
One inch ... aa nee . 
Each additional inch 4.00 

















WE WILL PURCHASE FOR CASH 
Entire Stocks 
HARDWARE — PAINT — TOOLS 
Write what you have to offer 


MILTON HARDWARE Co. 
OXFORD, PA. 
We also buy factory siesceuts, 
surplus or discontinued items. 











— OPPORTUNITY — 


Sales manager for twenty odd years, with 
background of success in handling sales and 
salesmen for a leading housewares inanufac 
turer, desires correspondence with a manu 
facturer or wholesaler in need of the ex- 
perience offered 

Address Box H-186. care of HARDWARE AGE 

100 E. 42nd St., N. Y. City 














SALES REPRESENTATIVES WANTED 
FOR NATIONALLY-KNOWN meern to sell 
plumbing supplies in the following states Wash 
neton, Ore n, nd Califor: Commissiot 

isis. Give full details first letter < to territors 
rvered Address Box H-292, care of HArpWakt 


\ce, 100 E. 42nd St mS. om 


MANUFACTURERS AGENCY DOING 
BUSINESS WITH. the dware jobbers in th 
South and Southwest desires additional volun 
line on commission basis Can furnish warehouse 

ud hipping ery l ( efer vou 
to those that ve rep nt now ft tferem 
Adddre Box H-201, care of Harpwar \ 100 | 
} t?nd St N. Y¥. ¢ 


POSTTION WANTED BY EXPERIENCED 
HARDWARE and tool salesman h l 


esale and 


retail. Buying and selling. 25 years’ experience 

n all lines of hardware, mill supplic nd tools 

Adare Bo H-200, care f THarpwar Nau 
I $2nd St N. ¥ Cit 


WANT CALIBRE SHORT AMMUNI 
PION will pay $100 per list « no ba 
rier ish waitir Adare Peerle Vendit 
Machine Companys 4 W $2?nd Street. N. Y 
Cr 


JOBRERS ATTENTION: FOR YOUR RI 


OUTREMENTS of plumbing and heating ar 
ialties Send u your inquiries Address 
Phimbhis Products Company. Charlestown. Mass 


ALERT DEALERS! My UNUSUAL. BELLO 


HOLLOW GRINDER quickly resharpens doubk 
edge blades Give 50 fast, clean, constant n 
fort shave Co-operat with your barber fo 
Bello demonstrations Rar 50) shay blade and 
literature free f vou send vour harber’ ddress 
promptl Addre N. E. Fri Hl. Gard 

\l 


FOR SALE 


HARDWARI 
PRIEAT ipply Tusine L. te 


AND INDUS 
DS tke 


t moet demands ; th ret ] ned ' 


WANTED FOR CALIFORNIA HbOTS 
LOS ANGELES 1 1 re line tay | 
Il tools applical to defense worl I 
vithout prioritic Co) ss Salt 
nts 
Well estal h \ 
R 1) Ss t N S \ i 


Well stocked | 





ATTENTION BUYERS OF— 


builders’ and shelf hardware contem- 
plating a visit to New York City. 
No Priorities Necessary! Nationally- 
known brands in stock for immediate 
delivery! The largest and most com- 
plete assortment in the country, con- 
sisting of locksets for store, front and 
inside doors, steel and bronze butts, 
chrome cabinet hardware, and thou- 
sands of miscellaneous items’ too 
numerous to mention. Also mechanics’ 
tools and many of the most critical and 
hard to get items you may just be 
looking for. For additional informa- 
tion, write 


Box H-192, care of HARDWARE AGE 
100 E. 42nd Street, New York City 














DISTRESS STOCK: 

GARDEN HOSE NOZZLES — FOG 
TYPE. IDEAL FOR GARDENS, FIRE 
PREVENTION USE. 

Priced to Sell to Large Distributors. 
ADDRESS— 


HOSE EQUIPMENT COMPANY 


1652 LOMA VISTA, PASADENA, CALIFORNIA 

















MANUFACTURERS’ REPRESENTATIVE 
| WANTS ADDITIONAL LINE on commission 
basis. Well established and qualified, now selling 
| the hardware and allied trade in Tennessee and 
Kentucky. Excellent following among the well- 
rated retail and wholesale accounts. A-1 refer- 
ences. Address Box H-194, care of Harpwart 
Ace, 109 E. 42nd Street. N. Y. City. 


WANTED—COMPLETE SET OF HARD. 
WARE STORE shelving and steel drawers. Ad- 
dress—L. M. Longley & Son, Norway. Maine 


SALESMEN CALLING ON HARDWARI 


| STORES We have an interesting ‘ line spe 
| cialt Address Box H-499, care of Harpwaz 
Ace. 100 E. 42nd St., N. Y. City 
| 
ATTENTION MR MANUFACTURER 
WRITE FOR my plan to look after vour interest 
in the Minneapolis, St. Paul Territory for th 
Duration Well known in hardware, electrical 
small tool and automotive jobbing trade and 
chain = stores Address Box H-189, ire oof 


Harpware Acre, 100 E. 42nd St.. N. Y. €o 


KEEN, AGGRESSIVE MANUFACTURERS’ 
AGENT SEEKS line of small tools, bolts, screws, 
Wool, 


ibrasives Also counter or shelf goods 

plastic. ete. Splendid following with jobbing house 
ind industri plant buvers in Minnesota, Western 
Wisconsin and Towa. Tf vou want the best repre 
sentation write B. R. & Associates, 3716 Colfa 
S Minneapolis 





PADLOCKS WANTED ALSO NIGH 


LATCHES, combination padlocks, key blanks 
loor checks and doo check spring und ools ” 
}any other items that can be sold to the hardware 
trade Address—F. C. Rush, 16521 Princeton 
Ave.. Detroit. Michigar 
MANUFACTURER’S REPRESENTATIVE 
DESIRES A LINE ») vear acquaintance with 
I store syndicates, also electrical and hard 
vare distributors m greater New York inc! 
nit Seeks ules connection in this territory 
Address Box H-158, care of Harpware Acr, 19 
FE. 42nd St.. N. ¥. Cit 


> Washington News Reel 
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(Continued from page 93) 


additional parts. The shortage is furthet 
accentuated by the fact that seasonal 
needs for parts are normally more than 
the quantity permitted under the order. 

Manufacturers producing solid fuel 
burning boilers for civilian  replace- 
ments and repairs are authorized under 
the order to use iron and steel during 
the first six months of 1943 in an 
amount equal to 13° per cent of the 
metal which they put into process in 
the fabrication of component parts of 
boilers during the calendar year 1940. 

Completely assembled boilers which 
were in a manufacturer’s inventory on 
Jan. 1, 1943, or boilers assembled since 
that time from parts in his inventory 
on that date, are not subject to the re- 
strictions of the amended order. No 
restrictions are placed on the use of 
iron and steel in the manufacture of 
parts designed for conversion of oil and 
gas low-pressure boilers to coal-burning 
equipment or of repair parts for mili 


tary or hospital low-pressure cast-iron 


boilers. 


Not a Total Loss 


_ WAR II may not be a 
total loss for humanity. A 


tempo never before attained in the 
U. S. A. has been reached with a 
collaboration and exchange — of 
knowledge between heretofore high- 
ly competitive groups. New mate- 
rials now in war production will 
have great peacetime values. We 
will also have access to a_ vast 
amount of knowledge and experience 
which has been accumulated as the 
result of hectic years of war. Man’s 
life will be prolonged, his health. 
mentality, imagination, and produc- 
tivity increased. and the pain and 
irritations of life will be reduced. 


Coming Conventions 


Alabama, Retail Hardware Associa- 
tion of, annual convention, May 11-12. 
1943, at Birmingham, Ala. Headquarter- 
and sessions at the Thomas Jefferson 
Hotel. J. H. Crowe, 410 N. 21st St.. 
Birmingham, Ala., is secretary. 

American Toy Fair, March 8-20. 
1943, inclusive. Permanent exhibits at 
200 Fifth Ave., New York City; 1107 
Broadway and other permanent show- 
rooms and at the Hotel McAlpin, Broad- 
way and W. 34th St. The fair will b 
sponsored by Toy Manufacturers of the 
U. S. A. Ine., 200 Fifth Ave., New 
York City, James L. Fri, managing di- 
rector. Horatio L. Clark, assistant di- 
rector, is in charge of the fair. 

Carolinas, Hardware Association of 
the annual convention during the sec- 
ond week of June, 1943, at Raleigh. 
N. C. Headquarters and sessions at the 
Sir Walter Hotel. C. B. Gladden, 407-11 
Commercial Bank Building, Charlotte. 
N. C.. is secretary. 
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hee 

ory No wonder Phoenix and Juniata shoes have 

9 been preferred by the trade for over 50 years. 

No P ‘. . 

a They're made of special analysis open-hearth 
steel, insuring extra long wear. They’‘re de- 


ol 


nd 


signed and built by experts, which accounts 
for their correct shape, easy fit, and uniform 











ng 
ili punching, creasing and shaping. And they | 
on are made in every type and size for both mules 
and horses. | 

a 

\ 

PHOENIX PHOENIX 

he Ever Ready ‘eid aiel JUNIATA 

a Horse ieskad Sart Hest 

of Shoe i Hind 

h- 

e- 

ii 

fe Made in Front and Hind in Extra Light, Light, 


ni and Snow pattern. 
3 . 













Note High 
Inner Rim 
Front — JUNIATA 
Polo Light Mule 
Buy Bonds 
) 





SWEETS TOE CALKS 


| | 
Blunt Country Pattern 
Leading jobbers everywhere distribute Phoenix and 


Juniata horse and mule shoes on an established policy 


Rie .calen sq nchnannint <2 aA anufacturing Company 


~~ 


| : 
| 
, 





~~ 





en = 


Phoenix also manufactures Turned Heel shoes. Sport shoes, ERI E Pp E N N SYLVANIA 
4 ° 


Hooks and Shuts, Spuds, Drop Forged Welding and Slip-On 
Flanges, Commercial Forgings, and other similar items. 





IGENTS 


PHOENIX MANUFACTURING COMPANY NEW YORK: 45 Warren St. CHICAGO: 162 N. Clinton St. 


zest Manufacturers of Horse and Mule Shoes ond Colks in the World 


SAN FRANCISCO: 703 Market St. 


Joliet, Illinois, Catasauqua, Pa., 
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FAULTLESS 


DOUBLE BALL BEARING sd 


CASTERS 






FAULTLESS CASTER CORPORATION 


EVANSVILLE, 
Branches in Principal Cities 


INDIANA 
Canada Factory: Stratford, Ontario 


MOLDED RUBBER GOODS sreciacries 


Plain and Mushroom Bumpers — Suction Rubbers 
Rubber Head Nails Toilet Seat Bumpers 
Chair Tips Crutch Tips 


Se é ? 


THE ELASTIC TIP CO. 


370 ATLANTIC AVE. 
BOSTON, MASS. 


SEND FOR CATALOG 
OF COMPLETE LINE 





JAFFREY, N.H. 





Genui"° TOMES oe SILENCE 
SOFTLY - SMOOTHLY 


SAVE FURNITURE 
& FLOORS - CREATE QUIET 


Look for name 
“Domes of Silence" 


7 0) ae ee 
49c SET-10c SET-10c SET 
















Domes of Silence — Insulated Cushion Glides 


For Tile, Marble. Cement and Bathroom Floors. 
Noiseless. Sizes for metal beds, wood beds, large 
chairs and all furniture 


Ask your Jobber. If he is not supplied write to 


DOMES of SILENCE, Inc., 35 Pearl St. N.Y. C 
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Allen Mfg. Co. , 73 
Allen & Co., S. L. .. 85 
Alter Co., Harry 101 
Aluminum Goods Mfg. Co. 2 
American Cabinet Hdwe. 89 
American Chain & Cable Co., Inc. 34 
American Chain Div. 34 
American Mat Corp. 103 
American Mfg. Co. u 
American Molded Prod. Sales Co. 95 
American Pad & Textile Co. 26, 65 
American Safety Razor Corp. 22 
American Screw Co. 87 
American Steel & Wire Co. 21 
American Wire Fabrics Corp. i5 
Armstrong Bros. Tool Co. 99 
Atkins & Co., E. 109 
Atlas Asbestos Co. 105 
B 
Barrett Div 63 
Bayer-Semesan Co. 102 
Boss Mfg. Co., The 102 
Burgess Seed & Plant Co 78 
Cc 
Caloric Gas Stove Wks. 10-11 
Camillus Cutlery Co. 69 
Carey Mfg. Co., The Philip 90 
Carrom Industries, Inc. 77 
Cheney Hammer Corp., Henry 8 
Chicago Roller Skate Co. 114 
Clemson Bros. 88 
Cleveland Cleaner & Paste Co 28 
Cleveland Cooperative Stove Co. 76 
Cleveland Mill & Power Co. 77 
Cleveland Wire Spring Co. 108 
Coldwell Lawn Mower Co. 114 
Collot Supplies, A. M. . 108 
Columbian First Aiders 8i 
Columbian Rope Co. 109 
Consumers Glue Co. 107 
Cook Co., The H. C. 106 
Crescent Tool Co. . 14 
Cross, W. W. 112 
Cyclone Fence Div 21 
D 
Deming Co., The 83 
Devoe & Raynolds Co. 19 
Diamond Calk Horseshoe Co 30 
Domes of Silence 112 
E 
Eclipse Lawn Mower Co 17 
Elastic Tip Co. 112 
Embury Mfg. Co. 103 
F 
Faultiess Caster Corp 112 
G 
Gephart Mfg. Co. 101 
Gits Molding Corp 107 
Graham Mfg. Co. 106 
Grand Union Co., The 114 
Greenlee Tool Co. 82 
Griffin Mfg. Co Wh 
H 
Hammond Paint & Chemical Co 98 
Hansen, Carl A. 108 
Harrington & Richardson Arms Co. 61 
Hazard Insulated Wire Wks. 4 
Hill-Shaw Co 104 
Hodgman Rubber Co 101 
Holley Chemical Co 100 
Hoyt & Worthen Tanning Corp 106 
Huenefeld Co. 116 
J 
Johnson Steel & Wire Co., Inc 92 
Johnson & Johnson 57 
K 
Kampa Mfg. Co 75 
Katziner Co., Edw. 29 
Keystone Steel & Wire Co 97 | 
| 
Larson Co., Charles O 5 
Locke Stove Co. 16 
Lockwood Hdwe. Mfg. Co. 37 
Lufkin Rule Co., The 99 








M 


Magor Car Corp. 
Manufacturers Screw Products 
Marble Arms & Mfg. 
Marlin Firearms Co. ... 
Master Lock Co. Sa 
McCormick Sales Co. 

Red Arrow Div. 

Iron Glue Div. ; 
Miller, Inc., Robert 
Milwaukee ‘Stamping Co. 
Moore Push Pin Co. ..... 
Mortell Co., J. W. . 
Myers & Bro. Co., F. E. 


N 


National Mfg. Co. 
National Screw & Mfg. Co. . 
Nock-On-Wood Ltd. ib 
Norcross & Son, C. S. 


° 


Okonite Co. 
Oxford Tool Co. 


P 


Pacific Plastic & Mfg. Co., Inc. 

Phoenix Mfg. Co. 

Pittsburgh Plate Glass Co. ‘(Penn- 
vernon Div.) ; 

Pittsburgh Soot Destroyer Co. 

Premax Products 

Progressive Mfg. Co. 

Puritan Sales Co. 


Ray-O-Vac Co. 

Regina Corp., The 
Remington Arms Co., Inc. 
Reynolds Wire Co. 

Ruby Chemical Co. 


Ss 


Sandvik Saw & Tool Corp. 
Schalk Chemical Co. 

Schatz Mfg. Co. 

Schwartz Mfg. Co. 

Schroeder & Tremayne, Inc. 
Sheffield Bronze Powder & Stencil 


Co. 
Silver Lake Co. 
Smith, Inc., Landon P. 
Socony-Vacuum Oil Co. 
Stanley Works 
Star Mfg. Co. 
Swift & Co 


T 


Textile Mills Corp. 

Tobacco By-Products Corp., Inc. 
Treasury Dept. 

Troy File Works 

Twin City Shellac Co., Inc. 


U 


Union Hardware Co. 

Union Steel Products Co. 

United States Plywood Co. 
(Weldwood Div.) 

United States Steel Co. 


v 


Vichek Tool Co., The 


w 


Weather Seal Co 

Whitney Carriage Co., F. A 
Wickwire Bros., Inc. 
Wickwire Spencer 

Wood Shovel & Tool Co 
Woodruff & Sons, F. H. 


Wright Steel & Wire Co., G. F 


xX 
X-Acto Crescent Prods. Co., Inc 


Y 


Yale & Towne Mfg. Co., The 
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AGE 





THE 21ST EDITION 
OF THE MERCHANDISE 





HARDWARE 
[nue AGE 





WAWARA LADIOWES Aeon 








QUICK FACTS ABOUT 
THE VITAL USEFULNESS 
OF THIS 21ST EDITION 


1. 739 pages of Product Listings & 
Condensed Catalogs—streamlined to 
help hardware retailers and whole- 
salers meet today’s wartime condi- 
tions. 


2. 330 pages of Product advertis 
ing—the ad-catalogs of 525 manu- 
facturers. 


3. Over 20,000 manufacturers 
brand and trade names under ap- 
proximately 7,500 Product-Headings 
—all streamlined and modernized 
for quick and easy reference. 


4, More than 30 Editorial Refer 
ence pages present needed data on 
a variety of subjects vital to hard- 
ware merchants. Included are sum- 
maries of war-time and priority “P" 
erders affecting hardware merchan- 
dise. 


5. Special listing of trade names 
and house brands owned by and 
eriginating with hardware jobbers. 


6. The most complete and compre- 
hensive Directory Number ever pub- 
lished of manufacturers of Hardware, 
Tools, Household and Kitchen ware; 
Farm, Garden and Dairy Equipment; 
Insecticides, etc.; Paint, Stoves, 
Electrical Appliances and Supplies; 
etc., plus hundreds of merchandise 
items made of non-critical materials 
te meet war-time conditions. 


MARCH 4, 1943 











DIRECTORY 
NUMBER OF 
HARDWARE AGE 


Is now actively performing a 
vital wartime service for wholesalers 


and retailers of hardware 


HIS new edition has been streamlined to meet the urgent needs of 
26,000 Hardware Buyers. 


In one book they can locate all important hardware manufacturers for 
substitute or alternate products of non-critical materials to make up for the 
loss of sales and revenue on normal products which are now unavailable. 


lhis makes the new edition more useful, more needed, than ever before- 
a veritable lifesaver—a key to gearing their merchandising activities for a 
more profitable survival under today’s conditions. 


Equally important is the Editorial Reference Data presenting a summary 
vf war-time orders affecting hardware store merchandise, priority “P” 
orders and up-to-the-minute data on a variety of subjects vital to hardware 


merchants. 
In every way this 21st coming-of-age edition of “Who Makes It” is a 


-plendid example of the editorial service that has made HARDWARE AGE 


the acknowledged leader in the field. 


HARDWARE AGE 


A. B. C. © Charter Member ¢ A. B. P. 
PUBLICATION 


100 East 42nd Street, New York, N. Y. 


A CHILTON ru) 


113 











Your 1943 Coldwell mower is riding the con- 
voy lanes somewhere on the high seas. 

All the manpower, facilities and resources of 
Coldwell are at work day and night deliver- 
ing special equipment to our armed forces in 
ever increasing quantities. This we consider 
our duty for the duration. 

In foregoing your order for 1943 Coldwell 
mowers you make it possible for us to do our 
part in the war effort. 

We are maintaining our service department 
and can still furnish genuine Coldwell re- 
placement parts for both hand and power 
mowers. 

The new ideas and methods we are learning 
every day assure you of the finest lawn mow- 
ers obtainable in the future. 


COLDWELL LAWN MOWER COMPANY 


SINCE 1867 
NEWBURGH, N. Y. 
AMERICA’S OLDEST MANUFACTURER OF LAWN MOWERS 














DRYE 
WATERPROOFIN 


COMPOUND 
Stops leas... 


Just Brush It On! 


DrvE is the thrifty compound in powder form 


that makes waterproofing simple. Anyone can 
use DRYE—just brush it on, inside or outside, to 






pA 





stop leaks in basements. cisterns, reservoirs, ete. 
repairs in 


Seals cracks, makes quick, durable 
masonry, cement and iron. Protects 
walls, plaster and equipment from 
seepage and moisture. Its many 
uses in home and industry make 

DRYE an assured repeat item. 

IMMEDIATE DELIVERIES. 


Gell 
— 


‘ “> mion pro 
DRYE, for colorless water 
pre ini al Seals pores 
against leaks in 
stone and stucco 
mar appearance 









Write today for litera- 
ture. 





WEATHER SEAL CO. 
Dept. M, 4 E. Pearl St. 
CINCINNATI, O. 






BUY FROM YOUR JOBBER 
OR WRITE US DIRECT 






of building. 















[EE 
WE WILL BUY 


e HOUSEWARES 

e SOFT GOODS 

e SMALL, HOUSEHOLD ARTICLES 
© GIFTWARES (metal, plastic, wooden) 








Merchandise offered should be in quan- 
tities of from 2,500 to 100,000, ranging 
in price from 5¢ to $1.50, for immediate 
or future delivery. Please state quantity 
available, price, F.O.B. point, and pack- 
ing of each article. 


See or write 
Winsor B. Williams, Merchandising Manager 


THE GRAND UNION COMPANY 


{Route Division) 
308 West Washington Street 
Chicago, Illinois 








From Youngster 
to Marine 


Keeping’ em FIT Overseas 


England — Africa — Egypt 
— Puerto Rico — in many 
places overseas our Soldiers, 
Sailors and Marines are keep- 
ing fit on “CHICAGOS”. 


ory NG ee 


Roller Skates 


And when our boys return, they’ll value physical fit- 
ness and boost the ‘‘CHICAGO’’ slogan: For 
HEALTH’s Sake Roller Skate. 

















CHICAGO ROLLER SKATE CO. 


4456 West Lake Street Chicago, Illinois 
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HARDWARE 


GUARDS THE 


























§ i gs a _ — ° 
Hardware: Store Essential 


to Conservation Program 





‘Il will take 


good care of the things I have.” It’s another of their contri- 


Millions of Americans have taken this pledge— 


butions on the home front to winning the war. 
But they need help to make their pledge come true. 
They need the Hardware Man on the job—every day. 
He’s the fellow who supplies them with screws and nuts 
and nails and tools for hundreds of small but important 
maintenance and repair jobs. And he’s the fellow who 
supplies the insulation materials for saving fuel, too. 
Thus, the hardware store is headquarters for the huge 
over-all conservation program. Truly, “Hardware guards 


the home front.” 


THE NATIONAL SCREW & MFG. CO., CLEVELAND, 0. 
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KEROSENE 
STOVES * RANGES 


BOSS BLU-HOT 
VICTORY MODEL 
B-3WS COOK STOVE 


Back of Boss Victory Models is 
the same dependable manufac- 
turing which has made ‘‘BOSS”’ 
the Quality Leader. 








PRIZE WICKLESS 
NEEDLE VALVE 
STOVES... 


Made in both Table Model 
and High Leg Types. 


C-29-N Table Model 
C-28-N High Leg Model 


« — > = 
ee ee > 


MODELS 


For the 
Duration. 
-39-N Table Model 
-38-N High Leg Model 

















RANGES ¢« STOVES *« OVENS ° HEATERS 
THE HUENEFELD CO. CINCINNATI, OHIO 
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